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NOTE THESE 


EXCLUSIVE FEATURES POSITIVELY EXCLUDE: 


Water, Grease, Oil, Chemical and Acid Fumes 
Positive grouse Herween and Dirt from Electrical Systems on Machinery 
flexible conduit and 


connector. @ Increasing sales prove that there is greater and greater need in 


industrial plants everywhere for Appleton “ST” Series Connectors 
® Less than 10 millivolts ... the connectors that avoid shutdowns due to wiring failure. And 
voltage drop. all parts used with the “ST” Series are available from one depend- 
able source .. . Appleton! Here, indeed, is an item that opens the 

© Will not vibrate loose. way for you to make profitable volume sales. 


Appleton “ST” Series Connectors come straight, 45° and 90° 


and SIMPLE TO INSTAI ” ” 
aVICK to fit flexible conduit sizes from 3g” to 114". Also, 114” and 2 
straight. For complete information, write today. 


Sold through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
Meet UL and JIC Standards 1734 Wellington Avenue + Chicago 13, Illinois 


Cut conduit (1) to desired length Poss nut 
(2) over conduit. Screw ferrule and sleeve \ / Also Manufacturers of: 
assembly (3) into conduit. Insert ferrule as- Outlet Boxes 
sembly in connector body (4) Tighten down Explosion Proot 
the nut (2) os for as possible, thus coliaps- Fintures Co 
ing sleeve wall and forming a liquid-tight Industrial 
seal. (When liquid-tight connection is re- Lights 
quired for knockout of steel junction box, a 
gasket assembly (5) and locknut (6) are used ) 
Neabie tron 
Fittings Reelites 
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... t0 help solve 
confusing fuse problems 


Latest Information on 
FUSES FOR EVERY PURPOSE. 


Just off the press, the new Economy Fuse Catalog 
pages offer “the last word” on fuses and 

other fuse box products. Any or all of them 

are yours, without cost or obligation. Write for 
the ones you want, today. 


FUSE PULLERS—For safe handling of fuses. Made of 
finest black vulcanized fibre. Withstand break- *teeen, 
down tests of 35,000 volts, dry. Ask for Form S-61. 


CLIP-TITE—Insures tight electrical contact of “se 
fuse clips, thus eliminating one of the principal 
causes of heating. Ask for Form S-62. 


CLEARSITE PLUG FUSES—Give a positive, 
clear indication of their condition at all times. 
No hunting or guessing which fuse has 
blown. Ask for Form S-63. 


ECO ONE-TIME CARTRIDGE FUSES— 
Unexcelled for uniformity of current-time 
operation. Exceed all safety requirements. 
Ask for Form S-64. 


ARKLESS Mechanical Indicating One-Time 
Cartridge Fuses—For protection of circuits not 
subject to frequent overload conditions. 

Ask for Form S-65. 


FUSTATS—Fuses to which a thermal cut-out 
and a tamper-proof base have been 

added, to resist tampering and stop over- 
fusing. Ask for Form S-66. 


RENEWABLE PLUG FUSES—For circuits 
where repeat blows are experienced. Only 
drop-out portion of renewal link is destroyed. 
Inexpensive to replace. Ask for Form S-67. 


TRANSPRO RECEPTACLE AND FUSE— 
A sign accessory, for use in high-voltage 

circuits of outdoor and indoor gas-tube 

signs. Ask for Form S-68. 


ECONOMY DE-LAY RENEWABLE FUSES— 

Give safe and dependable time-delay on overloads up 

to 200%. Inexpensive renewal links easily 

replaced. 16-pg book, No. S-40. | 


Ready Soon—NEW ECON DUAL-ELEMENT CARTRIDGE FUSES 
For controlled, longer time delay. Ask for Form S-60. 
| 


fuses for every purpose — 


= 


ECONOMY FUSE & MANUFACTURING CO. 
2717 Greenview Avenue Chicago 14, Illinois 


ELECTRICAL WHOLESALERS — We suggest you have on hand for your 
trade, a supply of these new Economy catalog and data sheets and an 
adequate stock of each type fuse to meet customers requirements. Our 
sales representative will be glad to help you. The complete Economy 
Fuse line is your best assurance of Volume, Turnover and Profits 
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ciple of marketing exclusively through Electrical Wh | 


Top quality units... 
e@ Time tested units... e Fast-selling features... 
e Territory protection... @ High profit... © Price protection... 
Lowest investment... 


e Ample supply ... 


= 
? 
= the € ‘ nagement is composed of veterans of many, many years in the _ 
electrical trade—years spent working closely with ical Wholesalers. | those 
- ‘That's why they are now able to offer you, ona distributor basis... 
pe 


FEATURES: For complete details on the COOLER-AIRE line, the 


COOLER-AIRE Company and its new merchandising 


@ A full line of Y2 ton, 32% ton, and 1 ton method, please make use of the coupon below. 
units. 
i 
outside of room. ; COOLER-AIRE Executive and General Offices, : 
, | 4841-45 North Elston Avenue, Chicago 30, Illinois i 
Five year guarantee on Tecumseh her- 
metic refrigeration assembly, full one- 1 am interested in selling the new COOLER-AIRE line of air | 
year warranty on unit. ; conditioners. : 
er Please send me information. 
asy installation ] Please have your sales engineer call. ; 
® Low maintenance 
Name of person requesting information 
Street oddress 
| Cit Zone Stote ' 


THE COOLER-AIRE CA-50 meets the needs 
of thousands who have not been able to 
buy air conditioners before because of 
difficult installation problems. Casement 
windows, narrow sashes, even solid walls 
present no problems in installing the 
COOLER-AIRE CA-50. Every moving part 
is outside the house—the entire inside unit 
measures only 13 x 14 inches! You can be 
one of the first to penetrate this huge new 
with the COOLER-AIRE CA-50. 
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50 YEARS oO 


f DESIGN LEADE 


rotation of a sm 
be manually controlled. Itcan 


be used with single phase, 
polyphase and D. C. motors. 
Bulletin 2601-A gives complete details 


Write Square D Company, 
4041 N. Richards St., Milwaukee 12, Wis- 
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ARTHUR W. HOOPER, OUTSTANDING ONE-FLOOR OPERATIONS 
GEORGE GANZENMULLER, - Heidt Electrical Supplies, inc., Linden, N. J. 


THOMAS F. PRESTON, A te Edit Goodman Electric Supply Co., Norfolk, Va. 
GEORGE D. FARLEY, A / 

THOMAS CASSIDY, New 
R. COLLURA, Assistant Editor (P ' Efengee Electrical Supply Co., Chicago, III. 
HOWARD J. EMERSON, Po 


HARRY PHILLIPS, Art Dire 
G. B. BRYANT. Jr.. Mer., Washingt The first of three special sections spotlighting firms whose physical facillties 
Sa Seagaaligg ; and warehousing techniques are geared high to the job of moving goods. 


Northland Electric Supply Co., Minneapolis, Minn. 


General Electric Supply Co., Newark, N. J. 


M. A. REICHEK, Wos! 
D. M. KEEZER, [ 
J. F. McPARTLAND, 
E. D. WHITE, 


Where the Industry Stands on Buildings and Equipment ... 84 


Recent survey shows most distributors lease buildings, own their own trucks. 


Selling the Consumer for the Contractor G.D. Farley 86 
“The first of the home fashions''—that's how they handle lighting at Electra. 
W. W. GAREY, | 
How To Reduce Your Selling Expense F. W. Sullivan 88 


Here are some ways to do it and be able to make more money at the same time. 


A. B. CONKLIN, Nev 
S. A. JONES, New York Self-Service That Satisfies Patrick J. Gatvin 90 
CHARLES F, MINOR, Jr., C 
REAM, 

CHARLES B. SHAW, Cleveland Can Business Consultants Really Help You? __ 1. F. Frawley, Jr. 93 
LAWRENCE S. KELLY, Jr., 

JOHN W. OTTERSON, 

How To Write a Sales Letter Cassidy 94 
ROBERT H. SIDUR, 
JAMES CASH, | 


The reason: Lighting Fixture Supply's setup seves time and money for all 


They may if you're looking for an economical way to clear an office bottleneck. 


What to say, how to say it, when to send it—these are important in direct mail. 


Down-to-Earth Talking at French Lick 
That's the way at Lake Michigan Club meetings; this year was no exception. 


OLESALING 


Better Distribution Through Better Catalogs 
How NAED's catalog plans work for both distributor and manufacturer. 


NOVEMBER, 1953 Vol. 34, No, 11 
How Many Contractors in U. S? 


See for yourself in this latest rundown by states of electri=al contracting firms. 


They Liked What They Saw 
We mean the 12,000 visitors that jammed N. Y.'s Electrical Industries Show. 


Business Plans for New Plant and Equipment, 1954 _ . . 142 


Manufacturers intend to invest 8 per cent less in ‘54 than they did in ‘53 


DEPARTMENTS 


New Products . . ; : News of the Industry .... 
Washington Straws .. , News Notes from NAED 
Business Index .... 53 and 54 Calendar of Events . 

Price Index New Literature 

Times and Trends Sales Aids 


Member ABC and ABP 
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FOR OFFSET NIPPLES, NO-THREAD FITTINGS, CONDUIT BODIES... 


WHEN YOU SELL Gedney Fittings you help 
your customers cut their installed costs and 
save real money. For Gedney Fittings are al- 
ways accurately machined and threaded . . . 
smooth finished, with no burrs or metal par- 


ticles . . . quick and easy to install . . . made of 
unbreakable malleable iron. Always feature 
Gedney Fittings and you'll really cash in. 
They're tops for sales because they're your 
customers’ best buy. 


TYPICAL OF THE FULL GEDNEY LINE ARE: 


Offset Nipples in sizes from 2” to 2”, with 
%"' offset. Cadmium plated. 


A wide choice of No-Thread 90° Elbows for 
rigid conduit, and of No-Thread Couplings and 
Connectors for Sealtite* conduit — all cadmium 
plated. 


*Trede Mark ~The American Meta! Hose Branch of The American Brass Co 


GEDNEY FITTINGS FIT 


Conduit Bodies in a full range of types and 
sizes for heavy wall rigid conduit —hot dip 
galvanized. 


GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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EXTREME TEMPERATURE WIRE 


Essex Wire Corporation, 1601 Wall St. Fort 
Wayne 6, Ind. 


Now in production, the first U. L. approved glass- 
braid-lacquered wire has G.E.’s SE-460 silicone rubber 
insulation. The wire, designed to meet temperature 
extremes, is Claimed to retain its flexibility at minus 
60 deg. F., and maintain strong physical, electrical 
properties as high as 400 deg. F. Other advantages 
listed: high resistance to flex cracking; low dielectric 
constant; fungus resistant insulation. Six sizes of wire 
are approved for lighting fixture use up to 200 deg 
C., and for radio and TV hookup wire at temperatures 
up to 150 deg. C. It is recommended for use in oil 
and gas fired furnace control equipment, and will be 
U. L. approved for use on devices or in appliances for 
temperatures up to 200 deg. C., where the application 
demands that temperature rating; but the consumer 


must apply for approval. 
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RADIANT HEATING SYSTEM 


Sunwarm, Inc., P. O. Box 263, Kingsport, Tenn. 


With the use of the radiant heating system, the entire 
ceiling is said to be made into a heating panel. It 
consists of a thermoplastic insulated cable, applied 
before the ceiling is plastered, and a thermostat which 
controls each room's temperature individually. A 


licensed electrician, using a special stapler provided, 


may install the system. An average room is said to be 
completed in an hour. Designed for long life, the 
cables should never need replacing under normal us¢ 
Manufacturer says that there is nothing to burn or 
explode; even at maximum operating temperature, 
the cables can be held in the hand comfortably. Sys 
tem is endorsed by Underwriters’ Laboratories, the 
FHA and VA. System is particularly adapted to 
motels and tourist courts. Has been used successfully 
in cellar floors, kennels and brooders, driveways and 
walks and for soil heating in hotbeds and greenhouses 


FERRULE FUSES 
Monarch Fuse Co., Jamestown, N. Y. 


New construction feature secures the ferrule fitting to 
the fibre barrel on 30 and 60 ampere ferrule renew 

able fuses. Process involves, basically, a flowing to 
gether of the tempered brass alloy ferrule and the 
fibre over the entire circumference of each. In assem- 
bly, the threaded ferrule fitting, which is a screw 
machine part, is slightly bell-mouthed to slip over 
the turned end of the fibre tube. After it is threaded 
on, a die is passed over the barrel and the brass flows 
into the fibre at great pressure to form a solid junc 

tion. The manufacturer states that tests prove it to 
have a fool-proof strength and give a marked increase 
in fuse life. This design is only applicable to Monarch 
renewable ferrule fuses. 
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mprobe 


sold only 
through 


AMPROBE the pocket-size snap-around volt-ammeter. 
There is an Amprobe for every job, every budget: 


AMPROBE AMPROBE 4 AMPROBE 
JUNIOR 

New “Budget” i For extra-heavy 
model for “all-around” loads. 
specific multi-range “600"- $59.50. 
applications. Amprobe. **1200°’- 
$19.85 $49.50 $67.50, 

with leads with leather with case 
case and leads. . ) and leads. 


Write for catalog » Pyramid Instrument Corp. 
Lynbrook, N. Y. (Export Div.: 458 Broadway, New York 13.) 
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NEW PRODUCTS—continued 


PORTABLE POWER SAW 


Producers & Distributors, Inc., 714 
S. Sixth St., Allentown, Pa. 


File attachment of the portable power 
suw fits any heavy-duty '4 inch electric 
or air drill or motor driven flexible 
shaft. Unit has 360 deg. rotability and 
is designed to cut directly—without 
the aid of a starting hole—into 20 
gauge or lighter sheet metal, as well as 
into wood of any thickness. Special 
saw blades are available for cutting 
certain materials 


LIGHTING BRACKET 

Jackson Electrical Co., 900-910 W. 
Van Buren St., Chicago 7, Il. 
Ornamental lighting bracket is finished 
in black and brass. Height is 7!% 
inches—extends 14 inches. It accom- 
modates 100 watt bulk or PAR lamp 
and is for use in garages, motels, side 
entrance of public buildings and simi- 
lar places. 


A.C. MOTORS 
General Electric Co., Schenectady 
5, 


Polyphase a.c. motors have an average 
size reduction of 50 per cent by vol- 


November, 


ume and average 22 per cent less 
weight per horsepower. Motors have 
rigid Cast-iron construction, a new in 
sulation system, bearing assembly and 
ventilation plan. After the first of the 
year, the motors will be available in 
182 and 184 frame sizes (1, 11) and 2 
hp. at 1,800 rpm.). Larger frame sizes 
will become available at regular in 
tervals. 


CONNECTOR 
The Thomas & Betts Co., Elizabeth, 
N. J. 


Parallel groove connector can be in 
stalled as a unit on electrical transmis 
sion and distribution lines. Manufac 
turer points out that accidental removal 
of the nut holding the assembly to- 
gether is prevented by burring the end 
of its bolt. Specially shaped contact 
faces are claimed to accommodate 
well over 100 combinations of copper, 
aluminum or ACSR conductor diam 
eters from no. 6 to 4/0 awg 


FIXTURE LENS 
Pyrne and Co., Inc., Pomona, Calif. 


Lens is for use with recessed lighting 
fixtures. A number of prisms at the 
outer edge of the lens “bend” the light 
rays to illuminate the ceiling, while 
the oval shaped center deflects the light 
down. Six models are available with 
this lens. Two models, 150 watts and 
300 watts, are not prewired 
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CONNECTORS 


Minnesota Mining and Manutfac- 
turing Co., St. Paul, Minn. 


Electrical spring connectors are made 
of zinc-plated steel wire, and may be 
screwed on stripped ends of wires with 
the fingers. Type M (medium) con- 
nector was introduced last year. New 
additions include types L and § (large, 
small). The of U. L. listed con- 
nectors can be used on all wire sizes 
awg., 


line 


ranging from no. 6 to no. 18 
either solid wire or stranded in com 
binations 


PUMP ISLAND LIGHTING 
Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 


Fluorescent lighting system for service 
station pump islands uses “sliding” 
type construction designed to make it 
possible to adjust the unit to any pole 
spacing. Units are available in 4 f: 
and 8 ft. sections which can be com 
bined into units as long as 16 ft. Only 
one pole is needed for 4 and & ft 
lengths, two poles for lengths over 


( ) 


LOCKING WRENCH 
Utica Drop Forge & Tool Corp., 
Utica 4, N. Y. 


Jaws of the locking wrench can be 


locked rigid at any setting. In addition, 
the tool which works like an adjustable 
wrench, can exert a 100 Ib. grip on the 
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ANOTHER 


TO HELP YOU 
BUILD YOUR BUSINESS 
PROFITABLY 


A NEW EDITION OF Vez 
THE “YOUR HOME” BOOKLET 


40 Pages CHOCK-FULL OF IDEAS 


AND PLANS TO AID THE ARCHITECT, 
SPECIFICATION ENGINEER, CONTRACTOR, 
BUILDER and CONSUMER IN PROVIDING 
ADEQUATE WIRING FOR SAFE AND CON- 
VENIENT LIVING TODAY AND TOMORROW. 


featuring... 
UNIQUE PACKAGE PLAN 


TO HELP EMPHASIZE THE IMPORTANCE OF ADEQUATE WIRING, THE “YOUR 
HOME” BOOKLET INCLUDES THIS NEW PLAN COMPLETE WITH AN INTEREST- 
ING CHECK LIST TO AID IN SPELLING OUT RECOMMENDED AND MINIMUM 
SWITCH and RECEPTACLE NEEDS. 


Light Switches should be seen... 
BUT NOT HEARD! 


Specify the LIFETIME (uictte SWITCH 


All-Mechanical Operation 15 Amps., 128 Volts, A.C. Only yp 
For Fluorescent or Incandescent 277 Volts, A.C. aly ~ Mi: ZZ 
CL 
Wvorylight or Brows DIVISIONS 
Replaces All Standard Wall © 20 Amps., 120 Volts, AC. Only 


Switehes, Fits All Standard Wall 
277 Volts, A.C. 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
1611 LAUREL STREET, HARTFORD 6, CONNECTICUT 


Branches in: Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, 
New York, Philadelphia, San Francisco, Syracuse. In Canada: 
Arrow-Hart & Hegeman (Canada) Ltd., Mt. Dennis, Toronto. 


And remember . . . the new QUIETTE Switch and 
ether popular Arrow-Hart Quality Wiring Devices 
are promoted direct to your customers ¢ rough a 
complete national advertising compaign . . . to 
help build YOUR profits. 
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NEW PRODUCTS —continue 


bolt or machine component. A lever, 
about 3 inches long, snaps over the 
handle. This lever, operating on the 
knurl, controls the jaw locking and 
unlocking action. Available in 8, 10 
and 12 inch sizes. 


HIGH-BAY UNIT 
Curtis Lighting, Inc., Chicago 38, 
Ill. 

Reflector housing of the high-bay unit 
is designed for use with the new “R” 
type, high wattage incandescent and 
mercury vapor lamps. The U. L. listed 
unit is made of a special grade, high 
purity aluminum, finished by Alzak 
process after forming. Socket housing 
is an aluminum alloy die casting 
tapped for 13 in. standard pipe. 


TROUBLE LAMP 
Crouse-Hinds Co., Syracuse, N. Y. 


Lightweight, explosion-proof trouble 
lamp is for inspecting interior areas of 
oil, gasoline drums or process vessels 
and tanks, as well as for illuminating 
inaccessible gages. Consists of a cast 
aluminum cylindrical-shaped lamp 
chamber, concentrating lens, composi- 
tion handle, support hook and explo- 
sion-proof cord connector with me- 
chanical cord grip. Uses 12 volt auto 
lamp. Essential accessory for supplying 
current is an explosion proof 120/12 
volt transformer 


DUPLEX RECEPTACLE 


Rodale Manufacturing Co., 
Emmaus, Pa. 


Inc., 


Newly-designed 3-wire duplex recep- 
tacle, of the grounding type, has been 
added to the company’s industrial line 
The unit, 15 amp., 125 volts, takes 
standard parallel or polarized parallel 
caps and is adaptable for back or side 
wiring. A specially constructed break- 
off point on terminals for 2-circuit in 
stallations is featured 


FLOAT SWITCH 


Square D Co., 4041 N. Richards St., 
Milwaukee 12, Wis. 


Screw-in tank float switch, for con- 
densate pumps, provides automatic 
control of the liquid level within 
closed tanks. The float position can be 
changed from right to left hand side 
or vice versa. Contacts may be con- 
verted to either open or close on liquid 
rise. Available for 110-220 volts; 440- 
550 volts. The switch is designed to 
function properly under a pressure of 


50 Ibs. per sq. in. 


YARD LIGHT 


Jones Metal Products Co., Abolite 
Lighting div., W. Lafayette, Ohio 


The yard light mounts on vertical sur- 
faces and is supplied complete with 
reflector, socket, socket holder, pipe 
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bracket, wall fitting and insulators. 
Any standard lamp can be used with 
the unit, depending on the light re- 
quirements. Reflector sizes available 
are: 12 in. diameter for 60 to 100 watt 
lamps; 14 in. diameter for 150 watt 
lamps 


LOAD CENTER 


General Electric Co., Trumbull 
Components dept., Plainville, Conn. 


Quick-make, quick-break circuit break 
ers are arranged within the load cen 
ter's enclosure in two groups, or blocks 
The 16-circuit unit 
eliminate, in most areas, the need for 


is designed to 


a separate main disconnect in homes 
Incorporated in the load center are 
also many features found in the com 
pany’s conventional units. 


GENERATORS 
Katolight Corporation, 624 N. 
Front St., Mankato, Minn. 


Self-excited generators are of two-pole 
design and are directly attached to the 
engine crank shaft. Illustration shows 
unit which generates standard 60 cycle 
ac. current. Engine on the 1,350 watt 
size is a YFB Briggs and Stratton air- 
cooled. Complete unit, weight 146 Ibs., 
comes with rubber mounted type isola- 
tors, receptacles and carrying handles 
Series is 650 and 
2,000 watts. Engine will run on kero- 


also available in 
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rcuits 


form the basic 
Josures. 


1 to 32 Ci 


Only six devices 
NAO \ine in general purpose enc 


Main Breakers 
For the first time! Load centers 


with main breakers for 1 phase, 3 wire 
or 3 phase, 


4 wire devices. 
1 Phase, 3 Wire 3 Phase, 4Wire — 
To meet modern 


trends in distribution. 
Both raintight and gene 


ral purpose: 
Raintight 
All enclosures are Underwriters’ 
r without 
interchange- 


° 
Me) 
o 


able hubs. 


“Plus” Applications 
The AO solves specific water heater, 


switched neutr 
problems—it many case 


ard components. 


al and other split bus 
s with stand- 


NO Plug-in nits have 
ALL the Features .-- 


1. Quick-Make, Quick-Break op- 
eration at no extra cost. 
2. Ambient Compensation ends 
nuisance tripping. No extra cost. 
Thermal-Magnetic— 
two-way protection against both 
moderate and heavy overloads. 


4. Non-Interchangeable feature 

igher capacity 30, 40, 

in breakers. reakers con 

50 ampere sizes trom being sub- in individua \ti-packed in 
5 an 20 ampere tons. All the § s—highest quality, 

pering. no cost premium, te delivery: 


ales feature 
immedia 


+ 
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Qus 
Me 

iver 
ts simplify selling > 
re ust 3 componen cover, and plug 

is 
breakers. 
ar | oF DESIGN LEADERSHIP 


PROD — continued 


sene, and when so desired, it is ar 
ranged with a two compartment tank 
starting on gasoline and running 
kerosene 


DAIRY BARN FANS 


Berns Mfg. Corp., 3050 N. Rock- 
well St., Chicago 18, IIL 


Line of dairy barn ventilating equip 


ment includes this model fan with 


clover leaf blade. Shutters are attached 
to reduce installation time, effort. Con- 
gauge the 
welded joints and all exposed materials 


structed of heavy steel, 
are designed to resist weather. Louvers 
open, close automatically. Unit avail 
able from 1,200 cfm. for barns housing 
7 cows, to 6,000 cfm. for barns hous 
ing 34 cows. Line features Westing 
totally 


protected motors 


house enclosed —thermoguard 


\\ 


Pr 


VENTILATOR 
Ilg Electric Ventilating Co., 2850 
N. Crawford Ave., Chicago 41, HL 


Kitchen ventilator is designed prima 
rily for homes in the lower and medi 
um price brackets. It may also be used 
in bathrooms, laundries, basements and 
recreation rooms. Featured are: an air 
exhaust capacity of 425 cfm.; a totally 
enclosed 1,550 rpm no 
TV or radio neo 


covere d, 


motor with 


interference; and 


prene xrease-proof conne. 


tions. 
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WIRE CONNECTOR 


Ideal Industries, Inc., Sycamore, III. 


All-plastic wire connector is designed 
tor 14, 
16 and 18 wires. It is available in two 
sizes, A-l, A-3. The connectors will 
withstand temperatures up to 400 deg 


low cost connections of nos 


F. Green colored, the U. L. approved 


connectors are tor wire combinations 
trom 2 I8 to l- no. 14 and 2?- 


no no 


WINDOW FAN 
Viking Air Conditioning Corp., 
Cleveland 2, Ohio 


Electrically reversible window fan ex 
hausts warm or stale air at the rate of 
3,500 cfm. When reversed, it cools by 
diffused blades 
are used instead of three blade system 


This is claimed to result in an increase 


air circulation. Four 


of 400 cfm. along with a decrease to 
712 rpm., thereby making the unit the 
quietest, most efficient big fan pro 
duced by the company 


HEATING PANEL 


Berko Electric Mfg. Corp., Queens 
Village, N. Y. 


Low boy heating panel utilizes a stain 
less steel and carbon contact which is 
said to provide the most reliable meth 
od for contacting the silver strip on 
the glass. Heating unit is a Pyrex glass 
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sheet, rated 750 watts, 230 volts. Back 
of glass is treated with a 16 millionths 
of an inch thick electrical conductive 
coating, designed to assure even sur- 
the 
possibility of element failure. 38! in. 
in 


Shipping weight 


temperature and eliminate 


wide; high; in 


Ibs 


extent. 


THERMOSTAT 
Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 

Quick-make quick-break close 
temperature control provides positive 
sNap-action at minimum differential 
between “on” and “off.” This feature 
is said to make it particularly useful in 
refrigerators, air Conditioners, and ap- 


and 


pliances where a slow-acting thermo- 
might interference. 
Available with an adjustable or non- 
adjustable The 
standard range ts from minus 80 deg 
F. w 300 dey. I 


stat cause radio 


temperature range 


PROPANE TORCH 
Otto 
N. Y. 


Bernz Inc., Rochester, 


Compact: propane bottled gas) torch 


is instant-lighting at any temperacure 


down to 30 deg. below zero 


Clean 
smokeless, pencil-point flame develops 
of 2,300 deg. I 
in. in length, weight 19 oz 
full. Fuel cylinder is 2*4 in. in diam 


eter, burns about 10 to 12 hours Uf 


a temperature Torch 


measures 7 


approved unit is for “do-it-yourself 


handymen, or those who use a torch 


only occasionally and repairmen 
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flexible conduit protects wiring 


against oil grease water corrosive fumes: salt spray and chemicals 


Keep foul-up and 


SEALTITE Electrical Wiring Conduit 
is flexible, liquid-tight and tough. 
So tough it resists all the enemies 
of motor lead-wiring mentioned 
above and many more. It absorbs 
vibration. It installs easily in 
cramped spaces. It hugs motor con- 
tours. It looks neat. 

Sealtite* has been approved by 
Underwriters’ Laboratories, Inc. for 
use where exposed to moisture and 
mineral oils (See N. E. Code, Art. 


14 


Tough conditions for any wiring . . . but no tougher than protective SEALTITE 


351)—the first conduit of its type to 
meet these rigid requirements. For 
tight bends and extra-flexibility on 
machine tools and industrial equip- 
ment, you may want SEALTITE Type 
EF (Extra Flexible), which meets 
standards set by J. I. C. 
THIS IS HOW you can 
stock both types in coils. 
Buy it this way; then cut 
without waste. SEALTITE 
attaches to standard fit- 


corrosion out of your lead-wiring 


tings. Write for Bulletin UA-530 to 
The American Brass Co., American 
Metal Hose Branch, Waterbury 20, 
Conn. In Canada: The Canadian 
Fairbanks-Morse Co., Ltd. 


flexible, liquid-tight electrical conduit 
—an ANACONDA Product 
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LIGHTING FIXTURE 


Lightolier, architectural div., Jersey 
City 5, N. J. 

Wall bracket lighting fixture measures 
48 inches. It is for incidental lighting 
needs in homes and institutions. The 
40-watt fixture may also be used in 
bathrooms, over bed headboards, under 
kitchen cabinets and in corridors, 
utility rooms and lavatories. Unit has 
a polystyrene diffuser. 


CLAMP 
Jasper Blackburn Corp., St. Louis 
6, Mo. 

Parallel grove clamp incorporates a re- 
cently developed process which elimi- 
nates the use of solder in attaching the 
copper liner to the cast aluminum 
body. The air-tight shrink fit process, 
in this improved-design clamp, is said 
to permanently seal out moisture. The 
aluminum body is pressure cast around 
the pronged copper liner. 


WIRING DEVICE 


Academy Electrical Products Corp., 
New York 34, N. Y. 


Connection of a 3-way cube tap is ac- 
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complished by metal points piercing 
the wire’s insulation and making elec- 
trical contact. No tools are necessary. 
Use with standard no. 18 wire. Cube 
tap is made of molded urea plastic in 
brown and pearl. In addition, an ex- 
tension cord of any desired length may 
be assembled by using this cube tap 
and an automatic plug. 


COFFEEMAKER 
Jet-O-Mat, Inc., Minneapolis, Minn. 


Automatic electric coffeemaker em- 
ploys the jet pump principle by forc- 
ing the water through the coffee 
grounds in a specially designed filter 
dome, without boiling the water or 
the coffee. Makes 8 cups in 14 minutes, 
3 cups in 5!) minutes, signals when 
done, shuts off automatically, keeps 
coffee hot as long as it is plugged in. 
Manufactured, distributed under li- 
cense by the Duncan Hines Institute, 
Ithaca, N. Y. 


HANDYMAN KIT. 


The Rawlplug Co., Inc., New York 
13, N. Y. 


Anchoring devices handyman kit is de- 
signed for use by householders as well 
as maintenance men. It is packaged in 
a plastic tube containing twenty no. 8 
by 1 inch Rawlplugs, assorted screws, 
screw eyes and screw hooks. Package 
also contains a 3-point drill and com- 
plete installation instructions. 


DOOR CHIMES 
The Rittenhouse Co., Inc., Honeoye 
Falls, N. Y. 


Residential door chime system ts com- 
posed of flush-in-wall units placed in 
key locations in the home. Any number 
of chimes, from 2 to 5 according to 
the size of the home, are operated from 
one, single master controller. Different 
signals are provided for as many as 


three entrances, plus family paging. 


HEATING PADS 
McGraw Electric Co., 
Bowman div., Elgin, Il. 


Manning- 


Color variety adds to the appeal of a 
new line of heating pads. Included are 
Sky Blue Velour, 
Satin, Forest 


three solid colors 
Indian Coral Quilted 
Green Satin-bound Flannel; and one 
pattern, Scotch Plaid Flannel Pads 
have three-heat controls. 


SOLDERING IRON 
The Lenk Mfg. Co., 30 Cumming- 
ton St., Boston 15, Mass. 


Positive trigger soldering iron is 
claimed to melt solder in 31% seconds. 
Power requirements are 110 volts, a.c.; 
power output 180 watts. Weighs 154 
Ibs. Adjustable swivel tip is for reach- 
ing difficult soldering areas. 
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Top Quality 
Time Tested 


Easy installation— Rugged construction— 
SORGEL dry-type transformers are preferred Attached mounting brackets Totally enclosed in steel. 
because of their cost-saving features Essy connecting— Liber! design— 
and years of dependable service. Roomy connection comport- High efficiency 
ment with solderless ter- Low noise level 


minols. 


Complete Line 


4 Kva to 1500 Kva single phase. 
1 Kva to 3000 Kva 3-phase, 2-phase 
and phase changing. 


All standard voltages, 
such as 120, 208, 
240, 480, 600, 

2400, 4160, 4800, 
7200, 13,200, up to 
15,000 volts, and 

any intermediate or 
special lower voltages. 


Kva 
single phase 
480/240 to 

240/120 volts 


1000 Kva 3-phase 13,200 volts 20 to 50 Kva 3-phase. Wall mounting type 


Also Substations — Special Transformers — Reactors, 0.C. Saturable 


Sales Engineers in Principal Cities 
SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 
Pioneers in the development and manufacturing of Air-Cooled Dry-Type Transformers—Over 3) years 
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ACCURATE FRICTION 
T PE — High grade 
rubber carefully com- 
pounded with finest 
cotton base provides 
maximum mechanical 
protection for every 
wrap. Made in Stand- 
ord and A.S.T.M. 


ACCURATE RUBBER 
TAPE — Features high 
elasticity, excellent 
cohesion, high dielec- 
tric and super aging 
quolities. Available in 
Standard and A.S.T.M. 
—A.A.R. grades. 


ACCURATE PLASTIC 
TAPE — Offers a bulk- 
reducing combination 
of thin caliper, good 
mechanical and di- 
electric strength. 
Recommended for use 
wherever plastic tape 
is practical. 


MORE THAN A QUARTER 
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SUPER AGING QUALITIES 
MAKE THE DIFFERENCE! 


Electrical wraps made with Accurate Tape 
actually improve with age. The raw materials 
engineered into Accurate Tapes are selected for 
extra durability and maximum electrical and 
mechanical protection. For example, Accurate Rubber 
Tape features high elasticity, excellent cohesion, 
high dielectric and super aging qualities. No heat or 
extra pressure is required during application, 

yet the job improves with age. Whether you use 
Accurate Friction, Rubber or Plastic Tape, you can 
be sure there’s no finer tape at any price... 
Accurate provides positive tape protection! 


WRITE FOR NEW CATALOG—All you need to know 
about electrical tapes in one handy brochure. 

Call or write for your copies to: 

ACCURATE MFG. COMPANY, GARFIELD, N.J 


eee 
3 
a 
Vz ~ 
a 
af 
: 
YOUR BEST BUY IN TAPE! 
—— CENTURY OF TAPE SPECIALIZATION 
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“Get cleaner threads, tighter joints 


with Buckeye Conduit! 


AN ELECTRICIAN TALKS ABOUT 
CONDUIT: “I agree with other electri- 
cians that “Buckeye” gives a clean and 
strong thread. A clean thread is essen- 
tial for making a really tight, safe joint! 
Youngstown rigid steel conduit is tops.” 


ELECTRICAL ENGINEER ENDORSES 
BUCKEYE CONDUIT: “As an electrical 
engineer, I have jobs which demand wir- 
ing which must withstand vibrations 
and shock. By specifying “Buckeye” I 
protect these wires because only good 
steel produces threads strong enough to 
make tight and safe joints.” 


Youngstown makes rigid electrical conduit from start 
to finish. This enables Youngstown to control the 
complete manufacturing process which insures that 
each length of “Buckeye” is made of topgrade steel. 
Since only high quality steel produces a clean, 
strong thread, it’s no wonder that “Buckeye” is 

a favorite in the industry. On your next job, be 
sure to specify Youngstown Buckeye conduit. 


Shipments of Buckeye rigid steel con- 
duit are now being made from our 
conduit mills at Indiana Harbor and 
Youngstown. 


SS S 
WW 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 


COLD FINISHED CARBON AND ALi BARS - ee RO YTIC ‘TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT . RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES. 
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You can always rely on RACO 
Save line! Save Money / 
INSTALL A RACO BOX 

IN 47 SECONDS 


with these new 
RACO BOX GRIPPERS 


PLASTER 


YOUR MEN WILL LIKE RACO 
BOX GRIPPERS 


Raco Grippers are so easy to use! Just lay 
gripper on box ... bend lugs over end of box 
and bend tabs forward. Insert box. Pull tabs 
up snug. Box is solidly and permanently 
fastened to any type of wall! Use Raco Box 
Grippers on any single or multiple wall box. 
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BOA GRIPPERS 
HERE IS HOW IT WORKS | 
wal | 
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‘ 
TILE CONCRETE BLOCK 3 2 
WRITE TODAY=—Get Complete Information on RACO Box Grippers 2 
ASE BOX FOR EVERY NEED” 
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Finish 


Now, in addition to standard green and 
white finish, all ABOLITE Reflectors are 
available in the new deluxe ABOLITE 
ALL-WHITE lifetime porcelain enamel 
finish, and at no additional cost. 


ABOLITE Titanium white is the whitest 
white you've ever seen... it floods 
more brilliant light to provide maxt- 
mum lighting efficiency. The ALL- 
WHITE finish is vitreous fired, inside 
and outside; it is smooth as glass — 
resists weather, chemical and oil fumes. 
Cleaning is easy, less maintenance 
required. 

In addition, the new ALL-WHITE 
ABOLITE Reflectors are highly attrac- 
tive in appearance . . . add a modern 
note wherever they're used. 


There’s An ABotite Reflector 
For Every Lighting 
Requirement! 

ABOLITE is your first choice in lighting 
reflectors. First with new ideas — all- 
white porcelain finish, ventilator slots. 
First with practical features for easy 
installation. First with new designs for 

new type lamps. Write for catalog ! 


tHe JONES METAL PRODUCTS co. 
WEST LAFAYETTE * OHIO 
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25 KVA AND 
OVER 


ANNOUNCIN 


a complete line 
of LINDBERG 


dry type 
transformers 


SPECIAL TRANSFORMER 
WITH TAPPED LOW 
VOLTAGE SECONDARY 
SPECIAL TRANS- 
FORMER WITH 
TAP SWITCHES 


Completely redesigned, Lindberg now line General Purpose transformers. 
offers General Purpose single phase Field experience has proven their reli- 
transformers in sizes 1.5 KVA_ thru ability and rugged construction, Deliy- 
167 KVA, 600 volts and under. Stock ery on Special transformers to suit 
delivery in sizes thru SO KVA. your production requirements. 


For many years, Lindberg has manu- We invite your Inquiries on any trans- 
factured Special transformers for in- former application. 
dustrial service as well as the standard For information write for Bulletin 1111. 


LINDBERG transrormers 


Transformer Division, Lindberg Engineering Company, 2450 West Hubbard Street, Chicago 12, Illinois 
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FOR YOUR BUILDING WIRE REQUIREMENTS 


Rhode Island TW Besto-Wire is available in sizes from 14-gauge 
all the way through 500,000 circular mil...used in every type 


of residential, commercial and industrial construction. 


Rhode Island TW Besto-Wire is a favorite with electricians on 
the job...easy to handle ...easy to pull... provides the highest 


degree of resistance to heat. cold, abrasion and moisture. 


Write Dept. EW-11 today for Illustrated Brochure. 


National Sales Offices: 624 S. Michigan Blvd. + Chicago 5, Illinois « HArrison 7-6050 


be 


RHODE ISLAND INSULATED WIRE COMPANY, ING 
BURNHAM AVENUE CRANSTON RHODE ISLAND 
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ELIMINATES 


YOUR CUSTOMERS ® DAMAGE TO UNIT SALES 


PREFER CONDUIT OF COLUMBUS ARE INCREASED 
STACKED CARTONS FITTINGS IN CARTONS 
SAVE SPACE 


CENTER 
ACCURATE COUNT 
IN FILLING ORDERS 
MORE PROFIT cost TO YoU 


EASY TO 


TACKLE 
INVENTORY 


EXTRA SALES LESS WORK 
STOP INVENTORY LOSS 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


Look for this label 
] when you buy fittings. 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS PIPE NIPPLES ELBOWS, RIGID & &.M.T. 
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the quality large air circuit breaker line 
available to independent distributors 


In every line, one name always stands 
out—as the quality product. In the 
Large Air Circuit Breaker line, 1-T-E 

' Urelites are the recognized leaders. 

As an independent distributor, you 
can turn this product preference to 
good competitive advantage. You can 
offer large manufacturers a full line of 

top quality Enclosed Large Air Circuit 

Breakers all the way from 15 to 6,000 

amperes. I-T-E Urelites are ideal for 


A COMPLETE LINE—FOR COMPLETE CUSTOMER PROTECTION 


guarding vital feeder circuits and as 
main plant circuit breakers. 

Here’s rugged protection and 
safety—plus convenience and neat, 
modern design. Installation is simple. 
Enclosures are designed to permit 
easy access for connection of terminals 
at rear of case. 

Cash in on quality. See how, fea- 
ture by feature, you stay way ahead 
handling the I-T-E Urelite line. 


TYPE LG 
75,000 and 100,000 amps. interrupting 
2,000-6,000 amps. continuous 
600 v. A-C; 250 v. D-C 
2 and 3 pole 


50,000 amps. 


I-T-E Urelites are availa 


TYPE KC 


100-1600 amps. continuous 
600 v. A-C; 250 v. D-C 
2, 3, and 4 pole 


NOW—all I-T-E "'K"’ line breaker trip 
settings are adjustable from 80-160% 
of continuous current rating. Here's 
flexibility —plus! 


TYPE KB 
25,000 amps. interrupting 
35-600 amps. continuous 
600 v. A-C; 250 v. D-C 


interrupting 


ble in 4 types of enclosures: 


general purpose * panel-mounted * weatherproof * dust-proof 
with auxiliary and tripping devices to fit specific applications. 


I-T-E Circuit Breaker Co. 


, 19th and Hamilton Sts., 


Philadelphia 30, Pa. 


TYPE KA 
15,000 amps. interrupting 
15-225 amps. continuous 
600 v. A-C; 250 v. D-C 
2, 3, and 4 pole 2, 3, and 4 pole 


Individually Enclosed Gircuit Breakers 
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All B-M Indenter 
Fittings are U. Lt. 
approved as Con- 
cretetight and for 
General Use. (File 
Card 10863) 


Smooth Rolled Edge Throat 
will not cut or scrape plas- 
tic insulation. 


Full thread screws into all 
conduit fittings. 


Nut screws down flush to 
shoulder for positive ground. 


Internal sleeve some inside 
diameter as tubing insures 
smooth raceway for easy 
fishing. 


Briegel, the Original Indenter Fittings 
are neater in appearance, easier and faster 
to use. Installation is simple and less 
expensive. Two quick squeezes sets them 
forever. Try B-M Indenter Fittings and get 


more profits from each job! 


GALVA, 
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profitable 


A complete line of electrical conductors 
_ for every industrial and domestic use... 


U. S. Royal Portable Cable U. S. Laytex® Control Cable U. S. Grizzly® Hon-metallic U. S. Neolay® Aluminum 
Sheathed Power Cab‘e Feeder Cable 


Send ft or fi if ee bookle ts i 16 Convenient Branch Offices to Serve You 


999 Lee Street, SW « 1101 Central Parkway « 191 Hudson Street 


j i i Atlanta, Ga Cincinnati 2, Ohio New York 13, N.Y. 
The booklets listed below give valuable, detailed age 


data about the “U. S.”’ Line of wires and cables. 429 S. Charles Street + 7208 Euclid Avenue Sth & Locust Streets 
: P = aitimore 1. Md Cleveland 3. Ohio Philadelphia 6, Pa 
Write to address below and let us know which Lexington 3808 Express 1-4060 Lomberd 3.7445 


ones you want for your reference files: 560 Atlantic Avenue 6125 Peeler Street 101 Sandusky Street 
Boston $ om Dallas 9. Texas Pittsburgh 12, Pa 

Liberty 36) Dixon 2651 Fairfax 1-3200 

U.S. Laytex Telephone Cables « U.S. Laytex Supervisory 133 E. Swan Street 2121 W. Fort Street 305 S. Broadway 

Control Cables « U.S. Cord Sets and Power Supply Cords Buffalo 3, N.Y Detroit 16, Mich St. Louis 2, Mo 

U. S. Uscolite Splice Housi U.S. Electrical Wi Washington 0827 Tashmoo 6-2121 Chestnut 4990 

+ U.S. Uscolite Splice Housing « U. 5. Electric ires The Merchandise Mart 16th & Swift Avenues 160 Motor Avenue 

and Cables for the Coal Mining Industry « U.S. Aluminum Chicago 54, Il! N. Kansas City 16, Mo Salt Lake City 1, Utah 

Pow d Lighti Wire Bendbock U. S. Electrical Michigan 2-1800 Norclay 3575 Salt Lake City 4-6563 

784 S. San Pedro St., Los Angeles 14, Calif. Trinity 5161 
Wiresand Cables for the Chemical and Petroleum Indus- 


tries- U.S.General Catalog ofElectrical Wires and Cables. 


UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department 


ROCKEFELLER CENTER * .~ NEW YORK 20, NEW YORK 
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Where RoMarine-RoPrene 


keep more than million watts 


New B.-47 jet bombers on a ramp at Boeing Air- 
plane Company's Wichita, Kansas Division. Sev- 
eral types of cable from 4/0 to 500,000 CM single 
conductor cable are used in the underground 
feeder service on the ramp. 
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When you are making jet bombers under an an 
force contract, you can't afford to let “short circuits” 

or power failure interfere with production. 
That's one of the important reasons why Boeing 
Airplane Company, Wichita, Kansas Division, 
specified Neoprene jacketed direct burial cable 

bl h | for the lighting system on its new ramp. 

g e @ ps Nearly 10 miles of the 24 miles of cable serving 
as underground feeders for more than one thous- 
and bulbs of 1,000 watts each are dependable 
RoMarine-RoPrene power cable. These bulbs turn 
darkness into daylight, permitting flight line crews 


a 
li ht blazin to read blueprints in any part of the lighted area. 

The RoMarine insulation is specially com- 
pounded for resistance to heat and moisture. The 
RoPrene (Neoprene compound) sheath provides 
exceptional protection against acids, oils, abra- 
sions and flame. 

Rome offers a complete line of power and con- 
trol cables, type TW wires, portable cords, machine 
tool and hook-up wires ...all engineered to the 
application involved . .. designed for easy instal- 
lation and long, dependable service. 

For further information, specifications, electrical 
data on RoMarine-RoPrene, mail the coupon for 
your copy of the Rome Power and Contro] Cable 
Catalog. 


500,000 CM stranded, single conductor RoMarine-RoPrene 
cable used for underground feeder service on the ramp 
Heat- and moisture-resistant insulation and _ all-resistant 
sheath help assure dependability 


It Costs Less to Buy the Best! 
R re) E re B L ROME CABLE CORPORATION, Dept. WH-11, Rome. N. Y 
: E ae Please send me a copy of the Rome Power and Control 


Firm 


CALIFORNIA 
City State 
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Lets your finger “see” the trouble 


When a circuit is shorted or overloaded, Pushmatic auto- 
matically clicks “OFF” with split-second precision. The “OFF” 
button projects beyond the “ON” buttons —is easily located 
by touch — even in the dark. 


You restore service simply by pushing the Pushmatic button. 
There’s no bothersome, complicated resetting by hand. 


Push-button switching for turning circuits on or off is another 
Pushmatic advantage. 


Complete interchangeability of individual Pushmatic units, 
from 15 to 50 amperes, results from all being the same size and 
contour — as well as appearance. A unit is inserted or removed 
without disturbing other units in the panel. Electri-Center 
Panels are from 2 to 42 circuits, to meet your needs. 

Write today for Free Bulletin PM-355. This gives you com- 
plete details of Pushmatic circuit breakers and Electri-Center 
Panelboards. BullDog Electric Products Company, Dept. 
WH-118, Detroit 32, Michigan. 


@©BEPcCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


THOROUGHBRED IM ELECTRICAL EQUIPMENT 
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Gives you All the quality 
you can receive in 
Fluorescent Lamp Ballasts! 


Cable Address “ADTRANS” 


18, ILLINOIS, U.S.A. 
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ELECTRIC WIRES 

FUSES * WIRING DEVICES 

CORD SETS * TROUBLE-LITES 
CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., Inc. *+ PAWTUCKET, R. J. 
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ON WATCH FOR RECESSION © Washington is facing up to some soft spots in the 
economy. Administration economists have plotted strategy to head off any recession. 
For instance, they don’t want a downturn in housing to accumulate, with cutbacks in 
steel and autos, to the point where these might “snowball” us into a general recession. 
So they're watching any significant adjustments to see that they stay isolated. 

These are five areas where they have worked up “danger lines,” which if reached 
will indicate that remedies may be needed. 

Housing—A decline to 90 per cent of capacity. Right now, the industry has dropped 
to about 95 per cent, which is considerably below the mobilization peak of almost 
103 per cent of capacity. 

Auto—A drop to under 5 million cars. Today, it's 5.9 million. 

Unemployment—More than 4 million unemployed. Today, it's 1 million. 

Farm Prices—Any more dip below today’s “recession” level. 

Administration's first step to head off a housing dip would be more liberal credit. 
This has already been shaping up. Over-all relief would come in tax reductions, to 
get money into the hands of consumers in a hurry to give business a breather. Public 
works would be stepped up, too. That's the thinking now as administration experts 
shift from a view that the economy is at its healthiest, to a frank acknowledgment 
that soft spots must be watched closely. 


FIRST ATOMIC POWER PLANT ¢ The Atomic Energy Commission has signed a contract 
with the Westinghouse Electric Co. for development of the first utility company-sized 
atomic power plant. AEC hopes to have the plant operating within four years. Estimates 
of plant costs range from $20 to $60 million. The plant will have installed capacity of 
60,000 kw.—enough to serve the power needs of a city of 100,000 population—and 
will be located near one of AEC’s large power-using gaseous diffusion plants—Oak 
Ridge, Tenn., Paducah, Ky., or Portsmouth, Ohio. Work on the plant will be directed 
by Rear Adm. Hyman G. Rickover, who supervised naval atomic energy projects. 

Plant planning has not advanced very far as yet. But it’s generally expected that 
the atomic power plant's innovations will be mainly in the heat production and heat 
transfer sections. With minor alterations, the boiler, turbine, and generator sections 
will likely be of convention design. The plant's furnace will be an atomic pile, probably 
fueled with enriched uranium 238, the material from which bomb-worthy plutonium 
is derived. Heat will come from the controlled fission of this material. 

AEC has an initial appropriation of $7.9 million to start plant construction; much 
more money will be asked to continue work next year. Up to now, Congress seems to 
have shown more interest in getting industrial power into the picture than has AEC. 

Continued 
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Language inserted in the AEC Appropriations Bill by Congress makes it possible to 
begin work on the large-scale civilian power plant. 


N.B.S. INVESTIGATION © The National Bureau of Standards got a clean bill of health 
from a group of top scientists checking its activities. The investigation was prompted 
by the recent controversy over the bureau's test on the AD-X2 battery additive. The 
scientists’ committee did recommend some changes for N.BS. 

Among them: (1) Routine testing of construction materials by N.B.S. for other 
government agencies should be done some place else; (2) Basic research and more 
work on all kinds of standards should be expanded to match increased needs of US. 
technology; (3) Tests of commercial products for other government agencies—the 
thing that brought on the AD-X2 fight—should be the decision of the Secretary of 
Commerce; same goes for publication of results. 

If Commerce Secretary Weeks follows through on the committee's recommendations 
on N.BS., the biggest end-result would be more money for the agency. 


TVA’S FUTURE © Future of construction in the TVA area is involved in the drive to get 
TVA into the administration's good graces. Immediate issue is request for $30 million 
to construct a steam plant north of Memphis, Tenn. The administration decided not to 
ask for the money last year, and Congress went along with this. If funds for the plant 
aren't approved next year, then you can look to an end to TVA plant expansion in the 
foreseeable future. Pressure for a proposed $200 million-a-year building program for 
TVA will cease next May, too, when TVA Chairman Gordon Clapp’s nine-year term ends. 


BLS HOUSING STATISTICS © Construction industry men can get new housing information 
by paying the increased cost of adding special questions to the annual survey made by 
the Bureau of Labor Statistics of housing permits compared with building starts. Trade 
associations and others in this way can get more detailed breakdowns on use of their 
specific products. For instance, you could determine types and quantities of electrical 
appliances, wiring, outlets, and fixtures contained in new houses. Last deadline for 
adding questions to the survey is January 1. BLS, incidentally, is also sharpening up 
its monthly estimates of housing starts. Main soft spot has been figures on non-permit 
housing, a substantial part of the total. 


OUTLOOK @ The administration's trial balloon on sales taxes got swift political 
reaction: critical warnings trom both Republicans and Democrats. So the White House 
has disavowed any idea of a retail sales tax. But consideration of a general manufacturers 
excise tax, which is a sales tax but nor at the retail level, continues. 

There'll be a big tax cut January 1, when the excess profits tax and the Korea 
increases on individuals, both go off. This will mean a drop of about $5 billion in 
revenue, which the administration would like to make up somewhere. 

There's talk that tax revision may end up with a 50 per cent corporate rate and 
rearranging of excises, to provide a more uniform rate on most goods and services. 
This would net an increase in revenue. But it could be traded off against other revi- 
sions—more liberal allowances for individuals, and incentives to investment, such 
as some relief from the double tax on dividends. 

It's generally believed, however, that the administration has given up on com- 
pensating for the revenue lost by January 1 tax cuts. In fact, this is behind the 
administration's postponement of the balanced budget goal. 


( Washington, D.C_—November 4, 1953) 
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TRAY DEA 


GOING 


Are you and your customers 
cashing in on this great, new opportunity for 


NEW LAMP ACCOUNTS 
NEW AND BIGGER LAMP VOLUME 
EXTRA PROFITS 


Handy, good-looking ash trays for only one cent with each 4-Pack of Champion 
Incandescent Lamps. Here's a bargain that no lamp user can resist because 


— no one ever has enough lamp bulbs 
— no one ever has enough ash trays 


The details of this appealing combination deal are yours for 
the asking. Phone, wire or write 


LAMP WORKS 


Lynn, Massachusel 
(OF CONSOLIDATED ELEC 


OW; 
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TYPE IV NEMA TYPE V “NEMA TYPE Vil NEMA TYPE IX 


GENERAL PURPOSE WATERTIGHT DUST-TIGHT ENCLOSURE . EXPLOSION-RESISTANT -EXPLOSION-RESISTANT: 
ENCLOSURE CAST IRON WITH GASKET ENCLOSURE FOR ENCLOSURE FOR 
ENCLOSURE , AND WING NUTS HAZARDOUS GAS HAZARDOUS DUST 


for every operating condition 


use CLARK trre*CY” STARTERS 


In every industry, including those where hazardous atmospheres prevail, 
CLARK TYPE “CY” STARTERS are giving utmost satisfactory service. 


The incomparable new multi-turn magnetic blowouts combined with twin- 
break contacts, and the rest of the operating mechanism, are enclosed in types 
of cabinets to protect against adverse conditions or dangerous atmospheres. 


Type “CY” starters, Sizes 2 and 3, employ an entirely new principle of arc 
interruption. The arc is extinguished by the effect of the blowout coil, concentric 
with the contact. The magnetic field quenches the arc either by lengthening 
or confining it. In its forced rotation it moves continually from a hot to a cold 
spot—minimizing burning or pitting of contacts. The ingenious design of the 
arc chamber prevents carbonization and the accumulation of hot gases between 
wiring terminals—minimizing phase-to-phase failures. Sizes 0 and | use the 
same general mill type construction as the larger sizes. 


@ No filing. dressing or cleaning of contacts! 

@ No tools necessary to inspect contacts! 

@ Easy to change moving contacts! 

@ Stationary contacts changed quickly! 

@ Remove only two screws and one pin to change coils! 

@ Remove only four screws to take out stationary magnet frame! 


@ Power circuit contacts available with springs in complete 
packaged service kits for ease in stocking! 


You'd better try CLARK tres “CY” 


Phantom view 
showing Arc-shield 


ELECTRICAL * 1146 EAST. STREET, CLEVELAND 10, OHIO 
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shipyard graveyard 
need top quality 


says INGALLS SHIPBUILDING COMPANY, 
world-famous shipbuilder, Pascagoula, Mississippi 


At this vast shipyard, Ingalls has 1200 welding 
machines, and 1000 welders to man them. The 
Amerclad Welding Cable is run at top amperage 
16 to 24 hours a day. It is dragged over razor-edged 
steel scrap and battered under heavy loads. It comes 
into contact with fresh welds while they are still red 
hot, and it is constantly showered with flaming slag 
from the burners’ torches. 

Mr. C. A. Guynn is the Master Mechanic at 
Ingalls in charge of all maintenance and service. He 
says this: “We're an all-welded shipbuilder, and we 
can’t stand lost production time due to faulty cable. 


Our cable has to withstand heat and abuse, and it 
has to be flexible. An extra-flexible cable like Amer- 
clad is easy on the welder’s wrists, and it lasts twice 
as long as cables that lack this feature.” 

This great shipyard uses 60,000 feet of welding 
cable a year. But whether you use 60,000 feet or 
600; whether you need a rugged cable for welding 
machines, power shovels or electric hand drills— 
there’s a tough Amerclad design to give you the 
very best service life. 

Send the coupon for more information about 
U-S-S Amerclad. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Ingalls uses lots of Amerclad for portable power tools. 
Here, it powers a half-inch electric drill used to bore 6-inch 
shoring timbers. 


This is a typical shipyard operating condition. The cable 
is exposed to all kinds of weather, and dragged over sharp 
steel plates and beams. 


A STANDARD CABLE FOR 


VY asbestos wire and cable W shovel & dredge cable 
VW paper & varnished cambric cable 
Vv aerial, underground & submarine cable 


U-S-S AMERICAN ELECTRICAL 
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for poor 
products like 


— — — SEND THE COUPON 


American Steel & Wire 


EVERY SPECIAL JOB 
Room DE-113, Rockefeller Building 


VY mold cured portable cord Cleveland 13, Ohio 
VY machine tool & building wire () Please give me more information about Amerclad 


[] I'd like to talk to your representative 


VY special purpose wire & cable 


Nome 


WIRE & CABLE aes 
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Not how many feet... but how many finished 


jobs per roll. That's the real test of a good tape. 


Buyers know they get guaranteed footage in 
Gold Seal Tape. They know also that it goes further 
because there's no waste. It tears evenly, 
does not ravel. A few wraps, and the job's finished . . 
one thickness insulates. Give them the most 
“coverage” for their money, and you'll boost 
tape sales. Stock and sell Gold Seal. 
Jenkins Bros. (Rubber Division), 


100 Park Avenue, New York 7. 


JENKINS 


Jenkins Bros. also make 
Diamond Seal Friction and Rubber Tapes 
which meet ASTM Specifications. 


FRICTION AND RUBBER TAPES 


-to! i 
A PRODUCT OF JENKINS BROS.... In '0-roll cartons or single rolls. 
Every roll sealed in cellophane, stays fresh, 


MAKERS OF FAMOUS JENKINS VALVES 
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R.S LIGHTING 


EXPLOSION 
PROOF 


CLASS I, GROUPS C 2D 


For greater safety in hazardous 
locations wherever flammable ma- 
terials are made or used. A com- 
plete line is available in pendent, 
ceiling, bracket and hand types — 
from 100 Watts through 500 Watt 
sizes. Standard conduit bases per- 
mit interchangeability of reflector 
globe assemblies. 


WRITE FOR 
CATALOG Ne. H-4% 4 


CLASS ii, GROUPS E, F 2G 
AND CiASS ili 

For hazardous locations where 
flammable or explosive dusts are 
present. Streamiined design pre- 
vents dangerous accumulation of 
dust particles. Two exclusive de- 
sign features facilitate easy clean- 
ing and relamping. Standard 
pendent and junction box bases 
accommodate any style of fixture 
~ globe — assembly interchange- 
ably in either 100 Watt or 200 
Wott sizes. 

WRITE FOR DATA SHEET No. 7151-4 


Industrial 


FIXTURES 


ee Complete Lines 
meet every safety 


lighting need! 


DUST-TIGHT 


VAPORTIGHT 


For efficient illumination and max 


imum indoor and outdoor protec-” 


tion against non-inflammable 
goses, vapors, dusts ond moisture. 
A complete line available in pend- 
ent, ceiling and bracket types from 
15 Watts through 500 Watt sizes. 
Bases remain vaportight when 
globes are removed or broken in 


service. 


WRITE FOR CATALOG No. 9048-4 


R&S also makes a complete line of marine fixtures and fittings 
RUSSELL & STOLL COMPANY, INC. + 


PRECISION-BUILT ELECTRICAL EQUIPMENT—SINCE 1902 
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| | ELECTRICAL CAB 


VAY 


SUPERIOR SERVICE. The Roebling Wire and HIGH QUALITY . . . PRICED FOR SALES. 
Cable line is complete . . . meets every require- Roebling manufacturing standards and quality 
ment. Strategically-located warehouses assure control insure the best—priced competitively to 
prompt deliveries. boost sales. 


CONSTANT ADVERTISING BUILDS DE- ROEBLING ENGINEERS WORK FOR YOU 
MAND. Full page advertisements, in color, . .. their technical assistance is available when- 
reach all your prospects, every month, ever needed to help sales. 


Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary of The Colorado Fuel and Iron Corporation 
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In 1953 
TRUMBULL(T) DISTRIBUTORS 


are headquarters for 


LOW VOLTAGE CIRCUIT BREAKER 


Trumbull Distributors enjoy the leader’s position in competition for 
the expanding low voltage circuit breaker market. The Trumbull line 
is complete, enabling the distributor to provide an exact fit for almost 
any requirement. Superior design and construction features enabled 
Trumbull to develop specialized breakers that withstand the mois- 
ture, high-shock and vibration of shipboard service required by the 
U.S. Navy. The same basic Trumbull advantages assure improved 
performance in the Trumbull Circuit Breakers you stock and sell. 


Trumbull Circuit Breakers are available in ratings from 10 to 600 
amperes and voltages up to 600 volt AC, 250 volt DC, either the open 
type or with surface or flush-mounted enclosures, of semi-dust-tight, 
water- and dust-tight design. Accessories available for conversion to 
non-automatic, remote tripping, bell alarm and other special require- 
ments. 


Ask your Trumbull representative to show you and your sales force 
how to make full use of Trumbull leadership in the circuit breaker 
field. Or write direct for literature which will give you more informa- 
tion on Trumbull Circuit Breakers, as well as breaker-equipped load 
centers, panelboards and switchboards. 


Trumbull TQL (plug-in) and 
Trumbull AT enclosed circuit TQ Circuit Breakers feature 


breakers feature “trigger” 
trip, automatic tripping, silver- 
alloy contacts, individual cali- 
bration. 2- and 3-pole construc- 
tion, from 15 to 600 amperes, 
25 to 600 volt AC or 125 to 
250 volt DC. Single pole avail- 
able in 50-ampere frame size 
breakers, 125 volt AC or DC. 


both thermal and magnetic pro- 
tection, “trigger-type” quick- 
make and break, trip-free oper- 
ation, trip-indicating handle, 
silver-plated contacts, arc- 
quenching chamber. Individ- 
ually calibrated and sealed in 
compact, dead front phenolic 
cases. Ratings: 10 to 50 am- 
peres, 120 volt AC, single pole. 


TYPE TQL TYPE TQ 


Trumbull K-173 Marine 
Hi-Shock Circuit Breakers, 
3-pole, 125 volt AC or DC, 50 
ampere frame size. Suitable for 
protection of lighting mains, 
feeder circuits, single load cir- 
cuits supplying motors, radar, 
sonar, etc. 


GENERAL @@ ELECTRIC 


TRUMBULL COMPONENTS DEPARTMENT 
PLAINVILLE, CONN. 
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Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


ABC ARMORED CABLE 


7 | 


FILE OR SAW BREAK ARMOR PULL OUT PAPER 4 INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


* NOTE CUTMARK on the fourth turn from right on armor of cable above. This cut- 
mark (at 114” intervals) shows the location of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided by the cutmark are required to cut 
through one outer ridge, and a bend by hand severs the armor. This results in a clean 
separation with no sharp edge—a safer, easier and faster job. The prefabricated break- 
ing lines are so designed that there is no reduction in tensile strength, bending quality. 
crushing resistance and electrical conductivity of armor. 

* NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each 
convolution. This provides permanently low armor resistance. It ie furnished in sizes 
No. 14 and 12 AWG Cable. 

* GENUINE A B € CONSTRUCTION provides for easy insertion of the insulating bushing 


because the paper under the armor readily unwraps from under both ends providing 


space to insert the bushing. 
* ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture 
and rot proof. The use of ALL GLASS braid results in a cable with smaller diameter and 


lighter weight. being easier to handle and install. 


CRESCENT 


WIRE & CABLE ast 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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New Suntan Girl Package 


) : puts extra punch into “Blitz”! 


This year, General Electric gives you an extra 
sales tool. It’s a brand new Sunlamp package 
that adds real sell to store displays. It features 
the famous suntan girl who appears in all 


G-E Sunlamp advertising. This means faster 
product identification, greater impulse sales. 
It’s smaller—takes up less of your valuable 
space. You'll be seeing it soon. 
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BACKED BY 


TELEVISION 
JANE FROMAN SHOW 
Jan. 14, 21, 28 


LIFE 
FULL PAGE 
FULL COLOR 

OUT JAN. 22 


RADIO 
SPOT 
ANNOUNCEMENTS 
IN KEY AREAS 


ELL ’em while they shiver. Yes sir, by January 

most people are fed up with Winter's sunless 
skies. That's when General Electric’s Sunlamp 
“Blitz” kicks-off. 

Ads in national magazines, the “Jane Froman 
Show” on TV, and plenty of radio spots in key 
markets will start thousands of sun-hungry folks 
looking for G-E Sunlamps. 


Tie in with Blitz” now. Make sure customers 
have plenty of G-E Sunlamps. Urge them to build 
tie-in displays with Sunlamp material they'll 
receive from General Electric. 

With General Electric Sunlamps selling for 
$8.95 retail, you and your customers will get big 
dollar volume. Start getting orders today! 


GENERAL ELECTRIC 
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Work is a pleasure with this velvetized light... diffused 
by beautiful, lattice-like GRATELITE, installed in the offices 
MacKenzie, Knuth & Klein, Architects of Flint, Michigan. 


data: 


if Room Size: 23'4” x 9/10” x 10'9” 
Luminaires: Guth Super-Strips 
12 96” T-12 Lamps, 4500° White 
Mounted on 24” Centers, 10'6” high 
GRATELITE Ceiling: Mounted 8'6” above floor 
Foot-Candles: All Super-Strips on—86 F.C. 
One-Half Super-Strips on—42 F.C. 


BRIGHTNESS READINGS: FOOT LAMBERTS | C.P./SQ. 
1.) GRATELITE Ceiling at approx. 30° Angle| 120 .260 
2. 


East Wall (French Gray) 20 .046 
Dado 13 .028 


South Wall (Deep Coral) 9, .021 
Floor (Natural Cork Tile) 174, .038 


Desk (Chartreuse) 36 .080 


Tradem 


Just think: 86 Foot-Candles—and yet only 120 Foot Lambert 
Brightness! Never before was such low brightness with such high 
illumination values thought possible. Make this dream come 
true for you. Write on your letterhead for Catalog 905-G and 
GrateLite layout guide. 


EDWIN F. GUTH COMPANY ST. LOUIS 3, MO. 
deade- Lighturg svnce [902 
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PARAFLEX Non-Metallic Sheathed 


Cable lays flat. Won't squirm or twist. 
Clean to handle. Plainly marked. 


PARAUSE® Type “RR” cable pro- 


vides permanent underground installa- 
tion from power line to meter and for 
connecting several buildings. CAA ap- 
proved under Specification L824. 


HYDRO-THERM® Building Wire 
combines in a single wire the heat-resis- 
tant qualities of Type RH and the mois- 
ture resistant qualities of Type RW. 


URC Weatherproof Wire and Cable 
can be relied upon to meet severe cli- 
matic conditions. Both actual line and 
Weather-Ometer tests prove unusual 
ageing characteristics. 


SERVICE ENTRANCE CABLE, 


Type SE Style U unarmoured and Type 
SE Style A armoured. There is also a 
Paranite Service Drop Cable, two con- 
ductor, Type SD. 


ble has lead-cured neo 
Flexible, durable, s: 
repairs and re 

rent contin 


PARAPLEX 


PARAUSE 


EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST, NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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lackhawk No. 3626 WIRE HOLDERS 
Jagustries THE ALL-STAR FAVORITE 


*« IN SALES 
*« IN POPULARITY 
*« IN PERFORMANCE 


Top quality porcelain with smooth 
round edges to protect wire insulation 


1” diameter hole in porcelain 


Heavy steel base and 
supporting strap 
Porcelain has compression 
strain only 


diameter base 


No. 22 square shoulder screw cannot slip or turn 


All metal parts hot dip galvanized 


Idea! for aluminum service 


drop cable installations REA Approved 


=> 


Meets Military 
Specifications 
(MIL-I-787A, 15 April 
1952 supersedin 
JAN-H-787 an 
amendments) 


Write for Catalog Sold only through Electrical Wholesalers 


WHEN YOU BUY ASK FOR B-I 
BLACKHAWK INDUSTRIES, vvsvaue, iowa 


lackhaw Entrance Cable Fittings * Staples * Yard Lights © Sill Plates * Locknuts and Bushings * Wire Holders 
e Fluorescent Brackets « Cable and Conduit Straps « Connectors * Box Supports * Conduit Entrance Caps 
ndustries Grounding Assemblies « Grounding Clamps ¢ Bar Hangers * Fish Tape * Conduit Hangers ¢ Beam Clamps 


[ Machine Screws Wood Screws Tools 
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INCH-MARKING . . . an exclusive sales 
feature that teams up with the ELECTRU- 
NITE Bender for easier fabrication and 


installation’. 
*Iin sizes and 1”, 


ACCEPTANCE . .. first in preference by 
brand-name in unbiased surveys . . . an 
ELECTRUNITE feature. 


INSIDE KNURLING .. . another ELECTRU- 
NITE exclusive*. By actual tests makes 
wire-pulling easier. 


metal ruse PLASTIC ARMOR 


A NEW ITEM TO SELL...a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “‘Dekoron™-Coated” E.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. 


*In sizes V2", 34” and 1”, 


BENDING INSTRUCTIONS .. . for your 
customers’ convenience .. . an ELECTRU- 
NITE extra. 


these ELECTRUNITE E.M.T. Exclusives 
over the counter... across the desk... 


Your countermen and your salesmen 
can sell more Republic ELECTRUNITE 
E.M.T. and wiring supplies when they 
tell contractors, maintenance men, and 
journeymen the exclusive trouble-sav- 
ing advantages that make Republic 
ELECTRUNITE the first-preference E.M.T. 


Show this page to your sales people to 
remind them to learn and tell the sales 


points, and capitalize on Republic 
ELECTRUNITE Brand Acceptance. If you 
need the sales promotion illustrated 
below, ask your Republic ELECTRUNITE 
salesman .. . or write us. 


STEEL AND TUBES DIVISION 


REPUBLIC STEEL CORPORATION 
215 EAST I3lst STREET © CLEVELAND 8, OHIO 


Make these ELECTRUNITE sales aids work for you 


Reprints of our 8-page 
Sweet's Catalog section 
for your distribution. 


Reprints of ELECTRUNITE 
E.M.T. advertisements 
to contractors, archi- 
tects, and specifiers. 


Envelope stuffers for 
ELECTRUNITE Distributor 
promotional mailings. 
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| 
*Triploc, multi-circuit series. 1, 2, 3, 4, 
6, 8, and 12 pole contact units inter 


changeable and reversible in any sin- | | | | e Shorten out-of-service time 


gle set of housings. Housings of pressed 


steel with automatic lock or of cast 


metal threaded for watertight gasket || | 2 Assure proper reconnection 


seal. 2, 3 and 4 gang unit types for up 


to 48 poles also available. ) | | \ e Save time and labor 


Pyle-National’s safe, easy-to-handle 
heavy-duty plugs and receptacles quickly 
pay for themselves when used for 
connecting motorized valves or any other 
electrical equipment that must ever be 
relocated or disconnected for inspection 

or repair. 


These prepolarized connectors not only 
eliminate the labor expense involved in 
disconnecting individual wires from 
junction boxes (or breaking soldered 
connections) and marking wires and 
terminals, but in addition, cut to a minimum 
the length of time valuable equipment 
is kept out of service. 


The multiple-pole TRIPLOC series will 
ahs handle any combination of power and 
7 ‘se a control circuits. The heavy-duty QUELARC 
ia : series will handle loads up to 200 
*Quelarc, circuit breaking series. Rat- J4 amperes. Indeed, there is a Pyle connector 
100 end 200 torevery apptication, eluding en 
— — + + explosion proof series for hazardous 


4 pole. Threaded cap, plain and hinged | 
spring door housings. t+’ locations. Write for detailed literature. 


*Trademark Reg. U.S. Pat Off 
J nationally through electrical distributors 


| 


THE PYLE-NATIONAL COMPANY 
1352 North Kostner Avenue, Chicago 51, Illinois 


BRANCH OFFICES AND AGENTS in principal cities of the United States and Canada MBL SUL 
EXPORT DEPARTMENT: International Rail Supply Co., 30 Church St., New York 
CANADIAN AGENT: The Holden Co., Ltd., Montreal 


CONDUIT FITTINGS - FLOODLIGHTS - TURBO-GENERATORS + GYRALITES + MULTI-VENT AIR DISTRIBUTION 
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1947 -49= 100% 


47-49 


390 — Full-Line Wholesalers 


estimated 
—— 30 — 
— 


Sales” 


1953 
INDEX (above) % CHANGE 
Aug. 1953 July 1953 Aug. 1952 Aug. 1951 Aug. 1950 1953 from 1952 
Sales 118 145 120 120 155 +-9 
Inventories 145 136 121 175 66 
1947-49=100% 1947-49=|00% 
.— 300 —_ Wiring Supplies and Construction Materials Distributors ~ 39 — 
1953—— — 
200 — 200 
Sales 
00 100 — 
= 50 — 
4 4. 4 4 i 4 i 1 
1953 
INDEX (above) % CHANGE 
Aug. 1953 July 1953 Aug. 1952 Aug. 195] Aug. 1950 1953 from 1952 
Sales 143 148 135 142 136 +-7 
Inventories 175 174 151 153 106 
1947 -49= 100% 1947-49 = 100% 
300 Appliances and Specialties Wholesalers 300 
1953. 
200 
100 
50 
1953 
INDEX (above) % CHANGE 
Aug. 1953 July 1953 Aug. 1952 Aug. 1951 Aug. 1950 1953 from 1952 
Sales 121 128 115 97 179 112 
Inventories 170 166 122 171 97 
SOURCE: 8vrecu of the Census. September-October projection is by this publication Per cent change in 
sales is first eight months of 1953 from first eight months of 1952. 
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200 Inventories — 200 


Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS | Inventories 


(% Change) 


AUGUST 1953 im From From 


July Aug. 
1953 1952 


NEW ENGLAND 
Full-line 


Wiring supplies and 


construction materials 


Appliance and specialities 


MIDDLE ATLANTIC 
Full-line 
Wiring supplies and 


construction materials 


Appliance and specialities 


EAST NORTH CENTRAL 
Full-line 
Wiring supplies and 


construction materials 


Appliance and specialities 


WEST NORTH CENTRAL 
Full-line 
Wiring supplies and 


construction materials 


Appliance and specialities 


SOUTH ATLANTIC 


Full-line 
Wiring supplies and 


construction materials 


Appliance and specialities 


EAST SOUTH CENTRAL 


Full-line 
Wiring supplies and 


construction materials 


Appliance and specialities 


WEST SOUTH CENTRAL 


Full-line 
Wiring supplies and 
construction materials 


Appliance and specialities 


MOUNTAIN, 


Full-line .... 


Wiring supplies and 


construction materials . 

Appliance and specialities 
PACIFIC 

Full-line ... 5 + 6 


Wiring supplies and | 


construction materials 


Appliance and specialities . . 


*8 months 1953 from 8 months 1952 Source: Bureau of the Census 
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> MORE NON-CORROSIVE . . . 50% STRONGER! 
HIGHER CLAMPING PRESSURES! 

p> LOWER RESISTANCE . . . BETTER CONDUCTIVITY! 
p> LONGER LIFE . . . REUSABLE! 

P DURABLE DURONZE . . . TROUBLE-FREE SERVICE! 


UNDERWRITERS’ APPROVED 
trom No. 12 AWG through 1,000 MCM! 


ANDERSON XXXTRA-DUTY Split Bolt Connectors 
have been engineered and designed to give the absolute 
maximum in performance. They are made of Duronze, 

an alloy over 50”, stronger than hard copper or commercial 
bronze commonly used in connector manufacture . . . and is 
more corrosion resistant than pure copper. You can depend 
on ANDERSON XXXTRA-DUTY Split Bolts to give 
longer trouble-free service under severest stress and 

load conditions. What's more, they may be 

reused over and over again! 


Exhaustive tests, many times more rugged than conditions of 
actual use, Show superior conductivity and durability over 
many simulated years . . . with no evidence of stress or cor- 
rosion cracking. 

Wherever DEPENDABILITY is a “mu 


Wherever XXXTRA-DUTY counts— 
SPECIFY ANDERSON QUALITY 


inc. 
5 C: 


LABAM 


— 
q 
— 
q 
\\ VS HT PLACES; 
Aluminum & Bronze POWER CONNECTORS CLAMPS FITTINGS * ACCESSORIES 
for SUBSTATION @© TRANSMISSION @ DISTRIBUTION “oat 


GROUNDING DEVICES 


i 


Economical prices—ease of installation—trouble-free service . . . 
all yours with Weaver grounding devices! 


GROUND RODS AND CLAMPS 
They're designed for each other! RODS are com- 
pletely copper armored ...safe from corrosion. 
Rigid steel core and sharp point make driving easy. 
The CLAMPS grip firmly .. . hold connections under 
extreme pressure permanently. Rounded screw point 
prevents rod damage. 


POLE BOTTOM GROUND PLATES 
... have 25% larger copper area than other 
commonly used plates. That means: greater 
conductivity—better overload dispersal. 3 WRITE TODAY FOR 
Solderless connector with vibration- proof ; 3 SAMPLES AND CATALOG 
lock washer assures high pressure contact - Mr. Wholesaler: 

that stays tight for keeps. 


Weaver's cooperative sales 


GROUND CLAMPS ui approven) policy, good discounts and 
low prices mean more sales 
Cast in bronze for complete resistance to F 
and profits for you. 
rust and corrosion. They're easy to use and 
make permanent ground connections. The 
only complete line of bronze clamps for 
to 4”’ pipe. Competitively priced. 


2110 HOWARD ST. - ST. LOUIS 6, MO. 
telephone CEntrai 0881 
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Wholesale Price Index for 62 Electrical Products 


Product (1947-49-—-100) Sept. 1953 Aug. 1953 Sept. 1952 
132.8 132.8 123.2 


Copper Wire, bare. Unit: pound 


Building Wire, type R. Unit: M feet 107.2 115.7 125.8 
Non-metallic Sheathed Cable. Unit: M feet 96.3 107.1 112.8 
Varnished Cambric Cable. Unit: M feet 145.4 147.0 139.9 
Flexible Cord, type SJ. Unit: M feet 129.2 131.8 129.1 


Lighting Panelboard, fuse type. Unit: each 115.4 115.9 118.6 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 123.1 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 143.8 132.7 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 139.2 139.2 131.0 
: Air circuit breaker 250 volts. Unit: each 142.5 142.5 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 123.6 139.9 
Power Panel, circuit breaker type. Unit: each 126.8 123.8 124.2 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: eacn 142.2 138.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 136.0 134.7 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 135.7 135.7 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 136.6 135.1 131.8 
Motor Control, d.c., 10 hp., 230 volts. Unit: each 147.6 143.0 138.5 
110.4 110.4 110.4 


Renewable Cartridge Fuse, 250 volts. Unit: each 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 136.3 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 111.8 111.8 11.7 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each 118.3 120.1 115.5 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 121.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 129.6 126.5 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: eech 129.1 129.1 122.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 126.1 

140.1 140.1 135.2 


Motor, d.c., 5 hp. Unit: each 


1.2 
143.4 135.0 


Fan, under 12 inches. Unit: each 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.4 


Drill, production line, '/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, '/2 in. Unit: each 107.0 107.0 105.6 
Saw, production line, 6-8 in. Unit: each 103.7 103.7 103.7 
Pliers, 6-in., long nose. Unit: each 156.3 156.3 150.0 


Lamp, 60 watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 136.9 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each 130.5 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 115.4 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 120.9 


Dry Cell Battery, flashlight, type D. Unit: each 132.7 124.4 124.4 
Dry Cell Battery, portable radio "B" pack, 67'/2 volts. Unit: each 104.4 104.4 104.4 
Dry Cell Battery, general purpose, No. 6 type, |'/2 volts. Unit: each 140.1 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches, 0-300 volts. Unit: each 142.5 142.5 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each 133.6 133.6 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 126.9 126.9 117.6 


106.8 


Toaster, automatic, “pop up.” Unit: each 
» 108.2 108.2 102.7 


Iron, under 4 pounds. Unit: each 


101.2 101.9 


Cooking range, standard size. Unit: each 101.2 


Washing Machine, non-automatic, wringer type. Unit: each 107.0 107.0 107.1 
Washing Machine, automatic. Unit: each 105.0 105.0 106.4 
lroner, table model. Unit: each 112.9 112.9 118.7 
lIroner, portable model. Unit: each 100.5 100.5 102.7 
Vacuum Cleaner, upright. Unit: each 107.1 107.1 104.8 
Vacuum Cleaner, tank. Unit: each 110.5 111.8 108.2 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.1 106.1 103.7 
—_ Home Freezer Chest, 8-12.4 cubic feet. Unit: each 109.7 109.7 108.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 112.2 112.2 113.8 


Radio, table model. Unit: each 90.9 90.9 


Radio, console model, radio-phonograph combination. Unit: each 97.8 978 
Radio, portable model. Unit: each _. 95.4 95.4 
Television, table model. Unit: each 73.5 73.5 
\ Television, console model. Unit: each 74.3 74.3 
Radio-television-phonograph combination. Unit: each 76.5 76.2 


Source: Bureow of Lobor Stofistics 


November, 1953—ELECTRICAL WHOLESALING 57 


| 
Swat 
ita 
by 


 THERE’S AN 


FOR EVERY JOB 


Strongest insulating bushing 
available! Exclusive 

design permanently locks 
insulation into casting. 


Same as proven Type “B" 

with lug for quick, positive 

ground connections. Set 

screw in casting facilitates 

positioning. Finest, high-strength, all- 
Bakelite insulating bushing. 
A top quality bushing— 
competitively priced! 


All-Bakelite bushing with 
male thread for insuiation of 
exposed cables passing 
through holes in metal boxes 
or troughs. 


Over 35 years of specialized 

experience in the design and 

manufacture of conduit fittings 

is behind the complete line of O.Z. insulating TYPE "A" 
bushings. Whatever your insulating bushing problem, 
you can be sure there is an O.Z. design to fit your 
application perfectly. Buy O.Z. bushings from 


your local electrical distributor. 


Representatives in all principal cities 
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want you to meet some 


IMPROVED PRODUCTS, 


@ completely new line of Wall and Ceiling Ventilators! 


Our Hew line of wall and ceiling ventilators is better than ever .. . designed to 
move from warehouse to dealer to user—but fast! 


hese new models feature superb engineering, ahead-of-the-times styling, and 
Workhorse dependability . . . true VICTOR qualities that always assure your 
"dealers of immediate buyer acce ptance! 


To help line-up orders for you, VICTOR is telling your story in the magazines 
your dealers read. So order up! But first look over this year’s newest best-sellers ! 


The All-New Victor Model V-83 


8” Through-Wall Ventilator! 

You're face to face with a real breadwinner—the Victor Model V-83! 
This smartly-styled new wall ventilator dresses up any kitchen. 
Quickly rids air of heat, grease, odors. Its beautiful one-piece grille 
permits maximum air passage; comes in snow-white baked enamel, 
or in highly polished chrome at slightly higher cost... The Victor 
Model V-83 clicks “on” and “off” by easy-reach pull chain. Is 
powered by a whisper-quiet induction-type motor that won't interfere 
with radio and television reception ... The Victor Model V-83 is easy 
to install. Comes “knocked down” for quick, on-location assembly. 
Propeller and motor assembly “snap in,” can be easily removed for 
thorough cleaning. It’s a honey of a sales-maker, that’s also available 


in 10” size—Model V-103! 


The “Peoples Choice”! 
The New Victor Model V-CW103 


10” Ventilator for Wall and Ceiling Installation! 


Gives homeowners and builders choice of wall or ceiling installation. 
Vents to outside through king-sized 3'4" x 12” duct. This 2” greater 
width prov ides 20°% more cross sectional duct area, eliminates danger 
ot air “choking” off! Other important DEALER SELL features: 
Twin dampers that prevent backdraft! New deep-pitched 3-blade 
propeller for maximum air delivery! New 3-speed switch (optional 
at slight extra cost) for high, medium or low speed control—plus 
new “snap-in” propeller and motor assembly for A B C-easy in- 
stallation, cleaning! Carries painless price tag, too! 


To help you sell your DEALERS . . . this 
handsome, FREE Floor Display Offer! 


Comes ready to set up, to make BIG sales for your 


DEALERS! 


The ventilator business is going great guns! It’s not a seasonal 
business with the usual “slumps,” but a steady-going, 

2-months a year deal. Make some V.I.P.’s (VERY IMPORTANT 
PROFITS) yourself, by stocking up now! For all details, write, 
wire or phone your Victor representative. Do it soon—won't you? 


VICTOR VENTILATOR COMPANY 


Lockland, Cincinnati 15, Ohio, Dept. EW11 


VENTILATORS AND FANS 
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THE THREE CUTLER-HAMMER STARS 


STAND FOR THREE NEW STANDARDS 


<7 installs easier 


Electrical interlocks... 


# lasts longer 


normally open, normally closed, or both. A screw driver 
is the only tool needed. 


Adjustable overload coils... 

Each heater coil can be placed in any of four positions 
to permit adjustment of the overload protection to 
within 3% of the motor rating...compared to 10% 
or 12% on competitive control. 


Ce 


Full three-phase protection... 

Another Cutler-Hammer “‘first’’ Now the widely demanded three- 
coil overload protection, so y to prevent single-phasing 
motor burn-outs, is here as an optional feature in standard 
Starter constructions and enclosures. Complete 3-Phase protection 
...without the high cost of special starter assemblies or the 
many problems of cumbersome off-size enclosures. 


SS 


Better performance is more than a mere claim in the spectacular 
new Cutler-Hammer ‘ Motor Control. Field tested for more 
than two years in hundreds of the most difficult jobs before it was 
ever released for sale. Compared with every make of control by 
actual users...to have most say, “Better than anything we have ever 
used’’ Loaded with new features, a few of which are described all 
too briefly above. Try it now! Order from your nearby Cutler- 
Hammer Authorized Distributor today. CUTLER-HAMMER, Inc., 
1327 St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER MOTOR CONTROL 
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The New Curtis ‘Six Thousand" series is 
designed for Eye-Comfort" in industrial 
locations. The Luminaires illuminate the 
ceiling with an indirect component of 
25% of the light output. Crosswise shield- 
ing of 35 is provided for the 75% 
direct component. The lighting units in 
this versatile line are available with Alzak 
Aluminum, Porcelain Enamel, or baked 
white ‘‘Fluracite'’ enameled steel remov- 
able side reflectors. Low cost efficient 
maintenance is provided by having side 
panels readily removable for cleaning. In 
addition there are no horizontal diffusing 
or reflecting surfaces to collect dust. 
There is a unit in this versatile line to 
accommodate all 4’, 5’ and 8’ fluorescent 
lamps. The Curtis ‘‘Six-Thousand" series 
brings Appropriate Brightness Control 
Lighting to industrial areas. Mail coupon 
for FREE descriptive literature. 


CURTIS LIGHTING, INC. 
Dept. K44-20 6135 West 65th Street 
Chicago 38, Illinois 


Nome___ 
Company 
Address __ 


Stote_ 
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New Opportunity 


NEW ADWER 


NEW POINT-OF-SALE 
MERCHANDISE DISPLAY! 


“No more fussin’ with blown 
out fuses! That's the big, 
bold selling slogan featured 
in this new MINI-BREAKER 
merchandise display board. 
Colorful, attractive, durable, it tells your customers 
the complete MINI-BREAKER story in brief con- 
Vy vincing capsule form. Does a thoroughly effective 
at ve A. selling job, produces profitable new point- 
| A of-sale volume for you! 


@ NEW CONVENIENCE 
@ NEW SAFETY 


‘Just press the shock-proof 
reset button to restore 
electrical service!’ 


@ FOR EVERY HOME IN TOWN! 


“No need to fuss with blown-out fuses!” Millions of home owners 
can now afford permanent new MINI-BREAKER circuit protection 


ay 
Ne more fussin’ with 
BLOWN-OUT FUSES! 
y 
B 
Be 


TESING-MERCHANDISEING PROGHRAWM 


NEW NATIONAL CONSUMER NEW TV SPOT COMMERCIALS! NEW SALES LITERATURE! NEW NEWSPAPER 
ADVERTISING CAMPAIGN! ADVERTISING MATS! 
Be prepared to cash in on Here they are! Complete 
MINI BREAKER'S new na- mats of three brand new 
\ 


tional consumer advertising ads 
campaign. A campaign de- This new little folder packs a O give you an effective 


signed to “pre-sell” the i Yes, MINI-BREAKER'S making “her” big selling punch! It tells your local tie in with MiNi 
readers of Good Housekeep- | TV debut in selected major market- customers all about MINI- BREAKER’S new national 
ing, Saturday Evening Post, s- | ing areas! Dramatic new live and BREAKER and the new con- Consumer campaign. Run 
Popular Science, Popular animated film commercials effectively venience, new safety, new sav- em regularly to increase 
Mechanics. Reprints avail- _ demonstrate the convenience of this ings they'll enjoy with this new your volume of profitable 
able for tie-in promotion. new “push-button” circuit protector ! lifetime push-button device! MINI-BREAKER sales! 


eeethe amazing new Permanent Circuit Protector that 
fits like a fuse in any standard Edison base fuseholder! 


No doubt about it . . . MINI-BREAKER is a “natural” for every account you serve! 


As a basic new “supply” item, it offers your commercial and industrial customers a 
quick, low-cost, permanent solution to the needless expense and inconvenience of 
constantly replacing blown-out plug-type fuses. To contractors and electricians, it pro- 
vides extra profits from nuisance fuse-replacement service calls. What's more, pre-tested 
MINI-BREAKERS can readily be used as circuit testers, as well as circuit protectors, and 
thus open the door to many an “adequate wiring” job that couldn't be sold before. 


Utilities, too, are quick to recognize the tremendous new benefits offered by MINI- 
BREAKER. New convenience, new safety, new improved continuity of service to their 
customers! Plus an ultimate reduction in complaints and costly “lights out” service calls! 


But that’s only the “supply item” side of Muini-BrREAKeR. Let's look now at the 
“merchandise” appeal inherent in this amazing new circuit protective device. Yes, here 
for the first time, is a highly profitable, U.L. listed permanent-type circuit protector 
that can readily be sold through all your retail accounts as a direct replacement for 
expendable “one-shot” fuses. A nationally advertised, over-the-counter impulse item THis 1S MINI-BREAKER ... the only device 
that requires no special enclosure, no re-wiring . . . no installation expense or service, 
either! An essential, new modern convenience that can and should be merchandised Laboratories, Inc.! Compactly designed, 


with every new electrical appliance sold! precision built, accurately calibrated. Indi- 
vidually tested after assembly to assure 
permanent, positive “push-button’’ protec- 


MECHANICAL PRODUCTS, INC. Available now in 10 15, 20, and 30 ampere 


1824 RIVER STREET . JACKSON, MICHIGAN ratings for A.C. service to 125 volts max 


@ FOR COMMERCIAL BUILDINGS! @ FOR INDUSTRIAL PLANTS! 


Are you taking full advantage of 
your opportunities for more profit- 
able MINI-BREAKER sales? If not, why 
not get started now! Write for the 
complete MINI-BREAKER story todayl 


MINI-BREAKER provides a quick, low-cost solution to In industrial plants, MINI-BREAKER provides pre-tested 
the “blown-fuse” problem in many commercial buildings. circuit protection, eliminates needless service interruptions. 
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Ideal for taps and connections of stranded wire and 
cable from 1/0 to 1,000,000 CM. Has exceptional 
clamping ability, and produces a very tight, low- 
resistance connection. Also excellent as a dead 
ending clamp. Made completely of high strength 
materials to give you lasting dependability. 


Also furnished with contoured spacer washer to 
hold the cables in their original round shape and 
protect the individual strands of the cable. 


SPACER 
WASHER 


PLATED — for Use with Aluminum 
Tin plated to minimize danger of electrolysis, the two-bolt 
clamp with thick spacer washer makes an ideal connector 
for aluminum. May be used for aluminum to aluminum 

or aluminum to copper. 


— Order Mow them. Your Whalecaler 


JASPER BLACKBURN CORPORATION 
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Walter Bragg Smith Apartments, Montgomery, 
Alabama. Awarded TOP HONORS for excellence 
of design in the Honors Award Program at the 
recent American Institute of Architects Gulf Stote 
Regional Convention 


“CENLACO’.. a modern design 
ronduit for a modern design building 


“The materials going into this building were very carefully selected. based 
on the partners” vears of experience, for we realize that a building is no 


better than the materials which form its component parts.” 
Ricnarp J. Sherlock. Smith & Adams 


That's why SPANG Cenlaco Conduit was used exclusively for this “TOP 
HONORS” building and, as Mr. Adams stated, “played such an important 
part in making this an outstanding building.” 

Here again is evidence of the reliance that prominent owners, contractors 
and architeets place on the uniformity and dependability of SPANG Cenlaco 


Conduit. 

SPANG Conduit. made trom top-grade steel. is quality-controlled during 
forming, made under the most exacting conditions. and thoroughly inspeeted 
to assure you of a dependable product with a built-in lifetime of serviee. 

SPANG Conduit is easier to bend. cut and thread. saving you time and 
money on installations. Your local distributor carries SPANG’s complete 
line of conduit . “Cenlaeo” “Central White?” “Central Black.” and 
SPANG EMT with the SPANGLEAM finish. No matter what vour wiring 


requirements are. be sure to specify SPANG. 


SPANG-CHALFANT 


Division of The National Supply Company 


in Principal Cities 
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dependa ste heavy steel wire 
Cc ® electrically welded 
MSGILL lamp guards 


Here are two of the many McGill portable lamp 
guards that will withstand the hard wear and abuse 
of heavy industrial use, McGill 7000 and 650 series 
lamp guards last many times longer than ordinary 
guards because of exclusive design, heavier and 
better quality material and superior workmanship. 


These models have pliable molded rubber handles 
and extra heavy steel wire cages that are electrically 
welded for strength and zine plated with chrome 
finish to remain clean and bright for years. Sockets 
are 660 watt 250 volt, either plain or waterproof. 


Such extras as cord seals, larger hooks and No-Rol 
ears to prevent cage rolling add to the safety and 
convenience of using dependable McGill portable 
lamp guards. 


ven dependa ble 


switch 


rubber hook 
handle 


Model 7000-SR with Rubber 
Handle, Reflector and Levolier 
Switch. 


Model 650-SR with Curved 
Rubber Handle. This exclusive 
handle design permits hanging 
portable cage down so that light 
is free from any possible handle 


all are MSGILL quality obstruction. 


Model 5000-SR Model 5025-SLRG Model 3006 Model 5500-SRG 
Convenience Outlet, Grounded Vaporproof Guard. Grounded, No Outlet, 
Reflector and Switch, Concentrating Lens, Closed End Cage. 


Send for the new McGill Catalog No. 49-A 
describing the complete line of McGill 
Lamp Guards, Sockets and Switches, 


McGILL MANUFACTURING COMPANY, INC. electrical specialties 
250 N. Campbell St., Valparaiso, Indiana 
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VERYONE connected with the elec- 
E trical industry has an obligation to 
exert some effort continuously to ex 
pand the future market for electrical 


goods and services 
~ There are many ways otf carrying on 
such a program, but I know of none 
more than the 
promotion of more Adequate Wiring 
Notice I said More Adequate Wiring, 
for there never was and probably never 
will be a house that could permanently 
qualify as adequately wired 


basic and constructive 


NEW USES FOR ELECTRICITY 


We must recognize that new uses for 
electricity are developing at an amazing 
rate and that public acceptance of the 


electrical way of life is steadily in- 


creasing the demands placed upon the 
wiring system in every American house 

Most of the things that electricity « 
for us cannot be done satisfactorily, or 


loes 


ANACONDA FORUM 


ELECTRICITY FOR BETTER LIVING 


hy M. 

Vice President and Director of Sales 

Union Electric Company of Missouri, 
Louis, Missouri 


SAinner, 


in many cases at all, with any substitute 
form ot energy bor example, you can 
not enjoy a television Show except with 
the help of electricity. As a result, | am 
sure that no television receivers remain 
unsold because of inadequate wiring 

However, many thousands of homes 
are not enjoying their television as they 
should because of inadequate wiring 
People in these homes obtain mediocre 
performance from their sets and are 
unable to do other things at the same 
time the set is on because a lamp orsome 
other appliance has to be unplugged to 
make way for 


INADEQUATE WIRING 
MEANS LOST SALES 


In the case of apphances whose function 
can be performed by some other form ot 
energy, such as gas, Our electrical in 
dustry IS paying a heavy penalty im lost 
sales opportunities because of imade 
quate wiring 

We all ditheult to 
portray these future possible uses of 


know how 


electricity. to a customer who 1s not 
with sufficient force 
him 


home, of the 


now enjoying them 
and 
builds or 
necessity of Investing now im suflicient 


reality to convince when he 


buys a new 
copper, convenient outlets and switches 


to provide tor the inevitable future 
which lies before him 

Maybe we never can, but we should 
be able to convince him of the im- 
portance of a basic foundation which 
will enable him to add to and expand 
his wiring as the need develops without 


tearing the house apart and starting over 


REQUIREMENTS FOR GOOD WIRING 


Entrance capacity to provide for future 


needs, availability of 230 volts at the 
panel for tuture additions of heavy-duty 
apphances, enough circuits so that there 
is some room to grow, a distribution 


trom additional circuits 


and copper 


which 
taken off 
large enough so that you don't blow a 


center 
can be readily 
fuse every time you start a room cooler 
these are the foundations for a wiring 
system that can be adequate today and 
can be kept up-to-date as we progress 


toward Better Living Electrically 


MONSANTO ENGINEER 
OUTLINES PROGRAM FOR KEEPING 
INDUSTRIAL POWER FLOWING 


5 


ON THE NEXT PAGE harles Knight 
plant engineer since 1948 for the Springtield, 
Mass 
( ompany s Plast Division 
details of a well-rounded maintenance pro 
gram for industry. Hard-working, likable 


Mr. Knight has risen in o 


headquarters of Monsanto Chemical 


discusses the 


i decade with 


Monsanto from drattsma to he present 
important position, He was graduated from 
Mass. Institute of Technology in 1926. with 
a B.S. degree in mechanical engineering 
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PLANT MAINTENANCE and electrical engineering officials are best quali- 
hed to counsel management on present and future electric power needs 


LECTRICAL power ts one of the most 
important raw materials modern 
industry, particularly since its use and 
distribution is not limited to a few 
partments, but is plantwide. As a result, an 
interruption in the delivery of this im- 
portant raw material to any department 
can Cause a major interruption of produc- 
tion. Enlightened plant management rec- 
ognizes this fact and emphasizes the proper 
management of the organization charged 
with the responsibility for providing and 
distributing electrical power. This respon- 
sibility is normally assigned to a utilities 
group which is a unit of the Plant Engi- 
neering department. Regardless of the 
organizational position of the utilities 
group, it is essential that they be com- 
pletely familiar with and consulted on any 
policy changes that effect changes in the 
use of electricity. Sales forecasts and long 
range expansion plans should be available 
for predicting loads. 

The responsibilities of the Utilities 
Group are, in a broad sense, to provide 
the necessary electric power where needed 
throughout the plant; to be prepared, 
when an interruption occurs, to re-estab- 
lish the supply by immediate repair of 
deranged equipment or use of auxiliary 
equipment; to keep informed of long-term 
planning as it affects requirements for 
electric power, transformers and distribu- 
tion equipment and take timely steps to 
fulfill increased demands. 


FUNCTIONS OF UTILITIES GROUP 
IN PLANT ENGINEERING 


In discharging this responsibility, the 


de- 


functions of the Utilities Group are divided 
into four major categories (1) Routine 
Maintenance (2) Preventive Maintenance 
(3) Preventive Engineering and (4) Long 
Range Planning. Because there is con- 
siderable overlap in these categories, a 
brief discussion of each phase may be 
helpful. 


(1) ROUTINE AND 
BREAKDOWN MAINTENANCE 
This ts the normal daily repair work that 
must be done, including major repairs 
resulting from breakdowns. Prerequisites 
for adequate coverage here are: complete 
drawing tiles; specifications for all trans- 
formers and distribution systems; a trained 
group of electricians completely familiar 
with electrical equipment and distribution 
systems ; an adequate supply of spare parts. 


(2) PREVENTIVE MAINTENANCE 
The elements of a sound preventive main- 
tenance program are familiar to all. It is 
essential that this program be carried out 
in an orderly manner and that the respon- 
sibility for its continuation be fixed. Check 
lists and periodic reports are a “must.” 
These should include such things as visual 
inspection of poles, insulators, manholes, 
condition of contacts in switch gear; filter- 
ing of transformer oil; checking relay 
performance by test tripping; megging 
teeders to determine insulation conditions; 
inspection of switch rooms for physical 
condition and cleanliness. 

The installation of either meter mounts 
or installed meters for checking loads on 
critical feeder lines directs attention to 


MAINTAINING 


Electric power is a basic 
making the distribution 


by C. E. Knight 


overloading and will help prevent voltage 
loss, excessive heating and attendant in- 
sulation breakdown. 

Periodic adjustment or replacement of 
equipment, based on failure frequency 
reflected in the Repair History (part of 
the preventive maintenance program) will 
go a long way toward reducing costly, 
unexpected breakdowns. 

Where continuous operation, such as is 
found in the petroleum and chemical in- 
dustries, makes arbitrary maintenance 
shutdowns financially unattractive, these 
inspections, replacements and adjustments 
must be integrated into a flexible program 
that can be put in motion whenever pro- 
duction schedules or operating emergen- 
cies dictate a shutdown. 


INSTRUMENTS UNCOVER electrical system de- 
terioration and obsolescence. The number 
required varies with system complexity. Here 
are a few used by industrial service firms. 


(3) PREVENTIVE ENGINEERING 
One of the most effective means of avoid- 
ing interruption of electrical service is the 
engineering of each change or addition to 
reduce the possibility of breakdown. Not 
only should new installations be so en- 
gineered but existing installations must be 
continuously studied in the light of ex- 
perience and changing conditions to mini- 
mize the chance of failure. This function 
is one of the important duties of the 
Electrical Engineering group. In the loca- 
tion of feeders and distribution lines, such 
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FULL ELECTRIC POWER INDUSTRY TODAY 


raw material for all industries. Here’s a sensible program for 
system safe, adequate and less liable to costly breakdowns. 


factors as the corrosive qualities of the 
soil (or the vulnerability of overhead lines), 
location of future buildings, and prob- 
ability of increased demand must be con- 
sidered. The type of insulation used on 
feeder lines should depend upon local 
conditions. 


IF YOU ARE INTERESTED IN REPRINTS 
of this issue of the ANACONDA Forum, 
see your Anaconda Representative . 
or write to Anaconda Wire & Cable 
Company, 25 Broadway, New York 
4, N. Y. 


Since most electrical distribution equip- 
ment has a relatively long life and is less 
subject to obsolescence than manufactur- 
ing equipment, it is generally good man- 
agement to use the highest quality equip- 
ment obtainable. A few dollars saved may 
be wasted many times over as a result of 
a service interruption. Choice of cable is a 
practical example of this, since the cost of 
a cable fai'ure, considering downtime and 
replacement, will probably nullify the 
“saving” realized in an installation of 
inferior quality. 

Standardization in the design of distri- 
bution systems and switch gear reduces the 
spare-part inventory and can result in 


PREVENTING COSTLY SHUTDOWNS. At Monsanto Chemical Co. inspection plays a big role in keeping power 
flowing. Here electricians regularly inspect such vital parts of the system as the distribution lines in a power tunnel 
and the main primary breakers in a substation, Even the brushes on a 700 hp. motor-generator are checked 


ANACONDA FORUM FOR THE ELECTRICAL INDUSTRY 


Plant engineer at the Springfield, Mass. headquarters of Monsanto Chemical Company's Plastics Division 


substantial savings during alterations. The 
use of several transformer stations, each 
protected with suitable interrupting 
switches, tends to localize emergencies. 
These are but a few of the ways in which 
a qualified electrical engineering staff can 
and must aid in insuring uninterrupted 
supply of electrical power. 


(4) LONG RANGE PLANNING 

It is in this field that a plant's electrical 
engineering group must function as an 
integral part of plant management and be 
a part of the policy-making group where 
production operations and their power 
requirements are concerned. Forecasts of 
power requirements based on sales fore- 
casts and long range expansion plans must 
be established and revised periodically to 
provide the hypothesis for engineering 
studies of modifications to meet antict- 
pated needs. 

This approach avoids the frequent dith- 
culty of a distribution system growing 
“like Topsy,” which eventually neces- 
sitates a complete and costly replacement 
of the entire system or inefficient use of 
existing equipment. Any modifications or 
additions to the existing system are made 
to allow for future requirements. The 
installation of manholes or feeder ducts 


“hee 


LOAD TESTS frequently uncover mechanical 
defects that overload motors and cause failure 


can be made with provision for additional 
capacity when needed. Switch rooms and 
sub-stations are built so that they are of 
sufficient capacity or can be enlarged to 
handle future needs. Although electrical 
distribution equipment has a relatively 
long life, it is often made prematurely 
obsolete by plant expansion. The above 
approach can tend to minimize this 
problem. 


(continued on next page) 
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( KNIGHT, Continued) 

KNOW YOUR UTILITY, CONTRACTOR 
AND EQUIPMENT SUPPLIER 
Woven through the entire program for 
providing uninterrupted distribution of 
electrical power, both for current opera- 
tions and for future expansion, must be 
the relations with the utilities company, 
the electrical contractor and electrical 
equipment supplier. In spite of the best- 
laid plans, emergencies will occur during 
which the services of any or all of these 
can be invaluable. In long range planning, 
their experience and knowledge of factors 
not a part of plant operation can tre- 
quently aid in formulating a more sound 
program. It is important that the plant 
electrical engineering group establish and 
maintain friendly relations with these 

organizauons 


WHAT UNINTERRUPTED 

ELECTRIC SERVICE REQUIRES 
In summary, the importance to the plant, 
of an electrical distribution system that 1s 
adequate, safe and maintained so as to 
avoid any interruption of power distribu- 
tion cannot be over-emphasized. Pro- 
viding this service requires: a staff of 
technically trained electrical engineers; an 
electrical shop with adequate tools and 
staffed with competent electricians thor- 
oughly familiar with the system: a serious 
preventive maintenance program, a re 
lable supply of electrical equipment and 
cable both in the plant and/or available 
through a distributor: close liaison with 
top Management On Major fluctuations in 
or expansions to production activity. 
Integration of these points into a well- 
formulated program will produce the 
desired result. 


ANACONDA REVIVES INDUSTRY-WIDE 
PROGRAM TO “POWER-UP— 
AND BE PREPARED” 


Aimed at large industrials, 
And Be Pre- 
pared” tells plant executives 
that Now ts the time to 
modernize their plant wiring 
systems 
Utilities, contractors and distributors 
are being asked to cooperate in this pro- 
gram. Everybody benefits when every- 
body ties in 
See your Anaconda Sales Office ot 
Distributor now tor tull details and tree 
promotion material. 


New “Full Power Ahead” Campaign 
Sells Wiring Modernization to 


farms ¢ small industrials 
«homes commercial enterprises 


The new FULL POWER AHEAD 

FULL Poms Program means new busi 
’ ness for contractors and dis 


tributors... increased power 
= sales for utilities. Anaconda 
has prepared a complete tool kit of pro 
motion material to help you get your 
share of today’s MULTI-BILLION dollar 
wiring modernization market. For more 
information write Anaconda Wire & Cable 


Company today 


Now he pushes a button 
... and turns out a better cable faster 


Old-time cable men--and younger ones, 
too whistle when they watch this new 
lead-extruder at work at Anaconda. You 
touch a button . keep an eye on the 
instrument panel... and the cable rolls 
on the reel, ready to use. You don’t stop 
for refills. This extruder works con- 
tinuously 

a big gadget 
for two reasons. It speeds up service to 
our customers, And it assures them of a 
quality product, more uniform than ever 
before. Its one more example of the 


_ and a hetter one 


modern methods Anaconda uses to give 
you better cables and cable accessories, 
made to standards that usually top rec- 


ognized industry specifications. 

In milly and mines, we've put our 
dollars to work in a vast program of im 
provement and expansion. It has three 


objectives 


1. delivery of products in ample quantity 
to meet industry's needs 

2. development of new products to meet 
new needs or to meet old needs better. 

3. quality consistently maintained through 
an exacting program of statistical control. 


Look at it from your side of the desk. 
You get better products, delivered faster, 
and lasting longer when you specify 
ANACONDA 


Anaconda Wire & Cable Company, 25 Broadway, New York 4, N. Y. 


ANACONDA 


TODAY’S HEADQUARTERS -FOR WIRE AND CABLE 


MAKERS OF building, barn, machine tool, control and communication wire + service 
and overhead distribution cables, bare and weatherproof including ACSR + portable 
cords and cables + power and busdrop cables + mine, bridge, aerial, underground, 
duct, network and submarine cables + parkway, airport and street-lighting cables - 
station, apparatus and vertical-riser cables + magnet wire + copper, aluminum and 
copperweld conductors + wire and cable accessories. 
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TIMES 


The Warehousing Function 


The economic squeeze experienced during the past few 
months has made it imperative that wholesale distributors 
take immediate steps to insure their fitness for the task 
of distributing goods 

If improvement is necessary, the wholesaler can quickly 
discover where and how much through a constructive 


analysis of the functions performed by his firm 


We recognize that the wholesale distribution of goods 
is a complex and involved operation. Steps taken to single 
out and improve one particular function will not solve 
all problems 

Many of the problems involved have their roots in an 
obsolete policy or practice at the manufacturing level or 
a lack of professionalism at the customer level. However, 
the wholesaler must have his own house in order before 
attempting to recommend improvements to either sup 
pliers or Customers 

The American market is constantly changing and the 
functions performed by the wholesaler must be maintained 
in a tempo with that market. It means that each step, each 
action in the distribution of goods should be examined 
periodically to make certain that all possible efficiency 
is present. 

By studying his operation, function by function, the 
wholesaler can discover many possibilities for improving 
certain procedure that will result in advancement for his 
company. Certainly it will enable the firm to increase 
profits by reducing costs. At the same ume, it will put the 
distributor in a sound position whereby he can turn to 
suppliers and present, not gripes, but facts 

Today many wholesalers are being called upon to per 
torm more functions involving greater expense than their 
compensation warrants. It is also true that some so-called 
distributors are being paid for functions neither executed 
nor necessary in bringing a product from manufacturer 
to user. 

One of the most important tunctions pertormed by the 
wholesale distributor is warehousing. In a manufacturing 
operation where work units and costs are measured in 


and TRENDS 


mils, it 1s well-established that if an operation is repeated 
once unnecessarily, the profit is gone. A tree economy 
dictates that the same efficiency must exist from the time 
materials are gathered until a finished product reaches the 
consumer. This is the element that permits the American 
market to grow ever larger, ever richer. The entire system 
and each part in it exists and prospers only so long as 1 
can move goods at a lower cost and with more ethiciency 
than any other system. It cannot be eliminated as long as 
it pertorms its essential function in this manner 
Recognizing the importance of an analysis of essential 
tunctions by the electrical wholesaler and his salesmen, 
ELECTRICAL WHOLESALING will present during the forth 
coming months a number of articles designed to assist its 


readers in studying their respective operations. In this 
issue, you will find a section devoted to the single-story 


warehouse. A subsequent issue will review some of the 
nation’s outstanding multi-story structures. A third article 
on the warehousing function will include an “idea book 
of successful materials handling, storage, and warehousing 
techniques 

Additional studies will be presented to show trends and 
changes in the electrical wholesaler’s operation. We believe 
that many of the changes have had a notable affect on the 
financial functions of the wholesaler as well as the storing 
handling and selling of goods 

We are convinced that a detailed study of the whole 
saler’s operation can result in improvements and the appli 
cation of intelligent, scientific methods. We believe that 
such studies can lead to improvements in the trade rela 
tions between manufacturer, wholesaler, contractor and 
retailer. 

The wholesaler’s plant is likely to be contusing to those 
unacquainted with his operation. Stacks and stacks of 
goods are piled everywhere. Boxes, bins and shelves are 
crowded with merchandise. In recent years wholesalers 
have found a new source of profit by modernizing their 
facilities and organizing their warehouses on a businesslike 
basis. This trend is enabling distributors throughout the 
nation to do a better job of serving both customer and 


supplier 


EDITOR 
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First of Three Sections 
On Plant Layouts and 


Warehousing Techniques 


The following 12 pages comprise the first of 
three special sections ELECTRICAL WHOLESAL- 
ING will present on outstanding plant layouts, 
warehousing techniques, order handling meth- 
ods and product display devices. The first sec- 
tion is entitled “Outstanding One-Floor Oper- 
ations’; the second, “Outstanding Multi-Story 
Operations.” They will take you on pictorial 
tours of ten electrical wholesaling firms whose 
physical facilities are geared high to the job of 
moving goods. The third section will include a 
large selection of successful ideas—unusual city 
counters, showrooms, materials handling equip- 
ment, Communications setups, stacking arrange- 
ments, cable reel racks—being applied by some 
wholesalers today 
The purpose of this series ts not to conter honor 
on a few firms. The ones selected are merely 
representative of a small but growing number 
of electrical distributing concerns that are up to 
date plant-wise. Rather, our purpose ts to spot- 
light layouts and techniques designed to cut 
costs and speed service. Cutting costs is a must 
today. Speeding service always was. In fact, it is 
axiomatic that the only thing a wholesale dis- 
tributor really has to sell is service—service 
that customers these days measure in minutes 
And the speed at which an order moves through 
a distributing plant is directly proportional to 
the efficiency of the system employed 
* * 

This first section deals with five firms that house 
their operations on one floor. Their respective 
sizes in terms of floor space: 7,500 sq. ft, 
25,000 sq. 52,000 sq. tt, 75,000 sq. fe., 
125,000 sq. ft. The trend today is to such one- 
Hoor operations—with emphasis on locations 
away from congested business districts. Whole- 
salers who have made the switch from a multi- 
story building agree: you can't beat one floor 


* . . 
Watch for the next two sections. You may see 
some ideas that can save you money and speed 
your service 
THE EpiTors 
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Heidt may be the youngest and the smallest of the out 
standing operations included in this section, but that 
certainly doesn’t stop it from being on the same par 

warehousing-wise—with its larger and older contempo- 
raries in the industry. Like many of them, it seems to have 
expansion as its keynote. After starting business in 1949 
with 5,000 sq. ft., Heidt moved in March of this year to 


From an ancient, crowded, four-story, one-elevator build- 
ing in the heart of traffic-strangled Norfolk to a modern, 
cthcient, one-story operation smack on a railroad spur 
that’s the story of Goodman Electric Supply's warehousing 
growth 

The new building is the culmination of many years of 
thoughtful planning and concurrent expansion with the 


Architecturally a one-story plant, Northland’s building has 
been designed so that future expansion will be upwards 
Warehousing operation is split between first floor and 
basement. Stairway to basement is immediately behind 
the counter area at the start of the first floor warehouse. 
Northland originated the “Product Theatre” (see Nov 
1952, pg. 89), an informal way of presenting product sales 


Efengee’s big building in Chicago is full of materials 
handling ideas as well as electrical products. Representing 
problems met and solved, these practical methods range 
“short cuts” of wire and cable 


from a way to control 
to a system of comparable product lists to speed order 
filling. All aim at saving time, space, labor and money 

with better customer service at lower cost as the ultimate 


Gesco'’s giant plant in Newark, a two-story building of 
which Gesco leases the ground floor, is more than just a 
modern structure. It's a symbol of the new era of whole- 
sale distribution into which the industry is forcing itself 
—the production of adequate sales and revenues to cope 
with the vast production of products. Being the largest 
one-floor Gesco house in the country is not enough. Ir 
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One-Floor Operations 


Heidt Electrical Supplies, Inc., Linden, N. J. 


Goodman Electric Supply Co., Norfolk, Va. 


Northland Electric Supply Co., Minneapolis, Minn. 


Efengee Electrical Supply Co., Chicago, Ill. 


General Electric Supply Co., Newark, N. J. 


7,500 square feet 


7,900 sq. te. While adequate tor 
present needs, it still contemplates expansion—not in 


its present quarters of 


actual square footage, but upwards. Ceiling on present 
building, about 18 ft. high, is constructed so that addi 
tional shelving can be built up from original wooden bins 
Company garage also serves as double duty storage annex 
See pages 74-75 for more details on this growing company 


25,000 square feet 


up-to-date 
merchandise moving equipment, all-metal shelving, car 


big port citys growth. Some of its features 


load lot storage facilities and large interior truck loading 
bays. It’s a “dream come true” for its workers and its own 
ers, and proof that a progressive electrical supply firm 
grows with its town. For more details on Goodman Ele: 

tric Supply's facilities, see pages 76 


52,000 square feet 


stories. Residential lighting fixture display showrooms at 
Northland are set up as individual rooms complete with 
furnishings. Showroom window at busy intersection is 
given over to specific product displays. Coffee and snack 
bar for the convenience of customers ts set up in a room 
just off the counter area—attended from morning to 
evening. Floor plans and pictures appear on pages 78-79 


75,000 square feet 


end. Also contributing to that end are such communications 
equipment as a 24-station inter-com system; pneumatic 
tubes; 22 telephone trunk lines; a telephone paging sys 
tem, plus extension phones placed evegy 10 to 15 feet in 
the warehouse so that a man, when paged, can take the 
call almost anywhes@ in the building. Far an inside look 
ce paves 80-81. 


at Efengee, 


125,000 square feet 


ghrends being the most efficient, As of now, every new 
development that assures this efficiency is being utilized 
in the new plant—from the fleet of fork-lift trucks that 
daily fill and empty the three huge warehouse bays to 
the unique in-and-out register that helps make the always 
time-consuming search for personnel a thing of the past 
More about Gesco's modern operations on pages 82-83 
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Wire and reels 
Reception Display 
J room room 


Entrance 


Wiring devices wiring devices 


(3) 


(6) 


Wiring devices Boxes, plates 


Receptionist /nventory 
control 
desk 

Office Tape, fuses Batteries, fuses 


Typing 


Vi Condulets, switches Condulets, switches 


| Billing 


*t-Coats 


Fittings 


Fittings 


Executive Ladies 
office 


Outstanding One-Floor Operations 


Heidt Electrical Supplies, Inc, Linden, N. J. 


5 OO Square Feet 


One of the warehousing techniques used by this 
distributor — an inventory product location 
system — makes a big chore seem relatively simple 


(2) LOADING DOCK at rear of plant is approached by private roadway lead 
ing from main thoroughfare. Parking lot is adjacent to it for convenience 
of customers picking up telephone orders. Company garage to the left serves 
as storage annex for conduit should the additional warehousing need arise 


(1) TALL CANOPY near shipping depart- 
ment serves as ideal storage space for 
light but bulky lighting fixtures. Addi- 
tional working space is provided below 
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(5) SALES COUNTER serves also as display-reception room. Counter (6) SHELF AISLE is well lighted, wide enough to per- 


is directly opposite inventory file index. Area is small but compact, mit order carts’ ease of routing. Bin shelves can be extend 
reflecting extent of traffic. Business is mostly industrial and large con- ed upwards if warehousing space should become cramped 
tractor. Counter is pickup point for telephone or contractor orders Note identification letters (lower left and right) on rows 


(3) PERPETUAL INVENTORY FILE is checked by counter-stock man (4) ORDER FILLING is a really simple matter with per 


against original order prior to being sent to warehouse for filling and petual inventory locator system. It is arranged so that 
delivering. Information on file card shows at a glance the product's anyone in company can quickly determine item location 
aisle, bin and shelf number and also its list price, cost and discount stock on hand, back orders and when to reorder. 
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(1) MULTI-LEVEL FLOOR in loading 
bay permits positive level adjustment 
of tail-gate to loading platform edge, 
prevents falling and injury of mer- 
chandise and men. Three-place bay 
takes all type trucks, ‘‘weatherproofs’ 
merchandise handling, shelters loaded 


trucks overnight 
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Outstanding One-Floor Operations 


Conference 
Room 


Goodman Electric Supply Co. 
Norfolk, Va. 


25,000 Square Feet 


"Modern facilities pay for themselves in time, labor, 


Heating and Air Condg 


Executive 


(7) 
General Office 


money and customer satisfaction." That's the idea be- 
hind Goodman Electric's new warehousing operation 
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(2) OUTSIDE CONDUIT SHED saves inside floor space and unneces- 
sary time and labor consuming movement in and out of warehouse. Tri- 
angular shaped, fenced-in yard has freight car and delivery truck gates 


(3) WIDE OVERHEAD DOORS drop to (4) HIGH SHELVING is open, maximizes stor- (5) MOTORIZED MOVING equip- 
secure spacious truck garage for the day. age space, allows neater stock arrangement, ment makes for quick, space-saving 
Loading platform also features this type, quicker spotting of wanted items. Inventory con- storage, smoother flow of goods in 
insures full warehouse protection dition can be easily gaged for accurate ordering major appliance-heavy warehouse 


(6) UP-TO-DATE OFFICE is air conditioned, well-lighted and (7) NERVE CENTER of communications is at this desk, 
equipped with modern desks, office machines, etc. Empty desks controlling intercom and phone call paging systems 
in the rear are for each of Goodman's outside salesmen. Company Western Union Desk-Fax (rear) receives and sends tele 
does not spare expense when machine will save time, labor. grams, saves sending messenger six miles to city office. 
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Outstanding One-Floor Operations 


Northland Electric Supply Co. 


Minneapolis, Minn. 


52,000 Square Feet 


A one-story operation with a two-story warehousing (1) OFFICE AREA has no private 


a enclosures for executive personnel 

setup. Both first floor and basement are given over All personnel—from boss on down- 
are accessible to customers in this ex- 

to materials storing at this new Minneapolis plant wade 
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(2) U-SHAPED COUNTER occupies less wal! space and can 
handle more customers at one time. Bins containing fast mov- 
ing merchandise are placed just inside the warehouse section 
Preview of company’s ‘Product Theatre’’ appears just above 
counter for the benefit of calling customers 
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Northland personnel, 
was installed in an effort to conserve limited space at the rear 
of the building at the same time providing sufficient loading 
and unloading room. Saw-tooth design of the dock allows 
loading or unloading of two trucks through one door 
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Outstanding One-Floor Operations 


Efengee Electrical Supply Co., Chicago, Ill. 


75,000 Square Feet 


At Efengee, logical plant layout and efficient warehousing techniques help to do two 
things: keep order handling costs down, speed the passage of orders through the plant 


(3) 


Wire 
cutting Thinwoll & | chipping & Shipping & receivin 
Heavy coble & rock heavywall conduit 


cable cutting room bays 
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(1) ADJUSTABLE STEEL SHELVING js used throughout well-lighted 
warehouse. Comparable product lists (arrows) are posted next to 
pertinent stock. They speed job of filling orders, eliminate need to 
consult catalogs when substitutions are necessary. Neat aisles and 
shelves are rule at Efengee. Housekeeping is job of warehouse staff 
as well as ‘hardest working porter in Chicago."’ 


(3) CONDUIT BAY is located so trucks can back up for easy load- 
ing. Large quantities of thinwall are stocked regularly, as 
heavywall up to 5-in. Bay has 6-in. ‘I’ 
4-in. tongue and groove floor, Next to 
accommodate 


well a: 
beam construction and 
it are loading bays that can 
inside during bad weather 


four trailer trucks 


(5) CARTONS of switch and 


other products are piled in ‘‘locked- 


(6) 


boxes 


WILL CALL ENTRANCE :: 


tractor who comes to pick up called-in order in 


(2) SHIPPING AREA has lines of orders leading to four wrap 
ping benches——one for geographic 
metropolitan area. Wrappers also act a 


each portion of Chicago 
Shown 
also are four types of materials handling equipment used by 
Efengee: skids, moved by lift truck kinds of hand truck 
with and supermarket cart 


order checkers 


twe 


one ladder -back } 


(4) WIRE CUTTING RACK can hold up to 60 reels. It saves 
space, time, 'abor, and is used for making short cuts (odd 
short cuts on hand are hung on board at left Another rack 


Like the comparable 
product lists, racks are idea of President Joe Fink 


is used for heavy rubber covered cord 


boon to con 


7) CONDUIT ELBOWS are «1 


efficient 


red 


manner at Efengee 


in’ stacks. Locking-in permits safe Inside the doorway, constructed when Efengee They are crossed and interlocked 
stacking at great heights, makes for bought building in 1951, is a separate will call Handled this way. elbows take le« 
easier counting, prevents ‘“‘bellying.”’ counter, making for quick service room and are easier to count 
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Outstanding One-Floor Operations 


General Electric Supply Co. 
Newark, N. J. 


1 2 5,000 Square Feet 


Bigness at the expense of efficiency is a poor sub- 
stitute for progress. So at Gesco, Newark, expansion 


(1) CONDUIT RACK becomes portable 
transporter when palletized and carted 


extends beyond mere physical dimensions to insure from loading dock to warehouse by fork 
4 lift. Heavy apparatus equipment is near 
operating convenience and maximum customer service est loading and hipping platforms 
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(2) ROTARY BINS in city counter display area hold specials (3) STORAGE SPACE atop steel! bin shelving creates addi 
or end-of-stock items that company wants to move fast. Also used tional 10,000 sq. ft. for stocking of light but bulky equip 
to stock renewal appliance parts at service parts counter. Bins like ment — at estimated cost of about $1.25 per sq. ft. Fire law: 
the one above store more items and take less space than sprawling, allow this if flooring structure is slatted. Steel beams running 
cumbersome display to right cross-wise insure sturdiness of storage annex 


Paint and 
body shop 
equipment 
White goods 


worehouse 


Major appliance 
(4) FIXTURE RACKS, a company innovation, are tiered three deep off the floor, 


warehouse are inexpensive to set up, are flexible, utilize existing cubic space and can be usec 
back to back for storage of larger-type fixtures. Representative group of these fixture 

above right, line the ceiling of the counter display area. Connected to remote control 
master switch at rear, installation serves as a useful merchandiser 


(5) RAILROAD SIDING accommodates three freight cars; line can take up to sever 
cars. Fork-lift trucks empty cars and cart merchandise to warehouse bays adjacent 
to loading platform. Company has three separate bays— one for small appliances, one 
for majors and another for television. Apparatus and supplies are stored close to load 
ing platform near counters. Neat bay, below right, is used for small appliances 


AR. siding 
(5) 
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What and How Much the Industry Has 


Midwest South Far West U. S. 


Electrical Distributors in the ... Northeast 


Present Building or Buildings: 


They own theirs 54.4% 49.5%, 38.2%, 38.8%, 46.3°/, 
They lease theirs 43.3%, 50.5%, 57.8%, 60.0%, 51.9% 
They own and lease theirs 2.3% 0.0 4.0%, $4 1.8% 
Theirs is single-story 28.8%, 31.3%, 51.2% 56.5% 39.8%, 
Theirs is multi-story 66.2%, 66.7%, 45.4%, 41.1%, 57.1% 
Theirs is single-story and multi-story 5.0%, 1.6%, 3.4% 2.4%, 3.1% 
They plan to move 9.3%, 22.4%, 14.9%, 15.3% 15.7%, 
They plan to expand present quarters 21.4%, 20.3°/, 19.0%, 18.8°/, 20.0%, 


Delivery Trucks: 


They own their trucks 61.9%, 64.3°/, 89.1%, 75.0°/, 72.5%, 
Average number of trucks owned 1.5 2.8 2.5 1.7 2.3 
They lease their trucks 31.9%, 24.2%, 10.3% 20.6%, 21.7%, 
Average number of trucks leased aon 2.5 2.8 2.6 2.4 


They own and lease their trucks 6.2°/, 11.5%, 0.6%, 4.4°/, 5.8%, 


Warehouse Shelving: 


They use steel shelving 38.9%, 31.8%, 32.7°%/, 22.4%, 
They use wooden shelving 24.5%, 33.3%, 40.0%, 50.6%, 35.0% 
They use both wooden and steel shelving 36.6%, 34.9%, 27.3%, 27.0%, 32.3%, 


Railroad Siding: 
They have a railroad siding 24.1%, 30.0%, 45.6%, 44.3°/, 
They don't have a railroad siding 75.9%, 70.0%, 54.4%, 55.7%, 65.1%, 


Materials Handling Equipment: 


They have fork lift trucks 15.0%, 19.8%, 25.3%, 23.5%, 20.5%, 
Average number of fork lift trucks 3.1 1.8 2.2 1.5 2.1 
They have power lift trucks 16.2%, 16.2°%, 21.3% 24.7%, 18.8°/, 
Average number of power lift trucks 1.3 1.5 1.4 1.4 1.4 
They have hand trucks 93.1%, 90.1%, 90.8°/, 57.6%, 86.7%, 
Average number of hand trucks 5.2 7.4 5.9 6.4 6.2 
They have elevators 50.9%, 61.5%, 42.0°, 50.5%, 
Average number of elevators 1.4 1.3 1.4 1.2 1.3 
They have conveyor systems 25.2%, 29.6°/, 22.0%, 28.4%, 26.3°, 


They don't have conveyor systems 74.8%, 70.4°/, 78.0°, 71.6%, 73.7% 


Communications Systems: 


They have pneumatic tubes 7.6%, 13.2%, 12.7°/, 16.7°/, 12.1%, 
They don't have pneumatic tubes 92.4%, 86.8°/, 87.3%, 83.3%, 87.9%, 
They have an inter-com system 85.4%, 84.7°, 73.6%, 79.2%, 81.0%, 
They don't have an inter-com system 14.6%, 15.3%, 26.4°/, 20.8°/, 19.0%, 


Inventory Control Systems: 
They have a tabulating file card index 42.8°/, 45.3%, 48.3°, 63.5%, 47.9°, 
They have bookkeeping machines 43.4%, 44.3%, 42.5%, 51.8% 44.6°/, 
They have a hand posting record 43.9%, 42.7%, 46.0%, 37.6%, 43.3%, 


Self-Service Systems: 
They have a partial self-service system 16.2% 29.2%, 25.9%, 35.3%, 25.5% 
They have a complete self-service system 1.7%, 1.6%, 5.2%, 4.7%, 3.0%, 
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Where the Industry Stands 
On Buildings and Equipment 


Survey conducted by this publication reveals that most distributors lease buildings, 
own trucks, and are just beginning to mechanize their materials handling operations 


HE median electrical wholesaler in 

the U. S. today leases his present 

quarters—a_ multi-story building. 
And he doesn't plan to move or to ex- 
pand his space. When it comes to de- 
livery trucks, he owns rather than 
leases them (an average of 2.3 vehi- 
cles). Mechanized materials handling 
equipment in his warehouse is some- 
thing he lacks, but he does have man- 
powered hand trucks (an average of 
6.2). Communications-wise, his quar- 
ters are equipped with an inter-com 
system. 

These are a few general facts gleaned 

from a nationwide survey recently con- 
ducted by ELECTRICAL WHOLESAL- 
ING. The results are based on returns 
from 55.6 per cent of a group of 1,123 
firms, including branch houses of two 
of the national chains. A complete 
analysis of the returns appears on the 
facing page. 
e Regions Differ—A comparison of 
the regional results presents some strik- 
ing differences. Take leasing versus 
ownership, for example. A majority— 
51.9 per cent—of distributors in the 
nation lease their buildings. This per- 
centage rises to 60 per cent in the Far 
West. In the Northeast, however, al- 
most the reverse is true. There, 54.4 
per cent of the wholesalers own their 
present quarters. 

The buildings occupied by 57.1 per 
cent of the electrical distributors in the 
country are multi-story. In fact, in the 
Midwest Northeast multi-story 
buildings provide quarters for over 66 
per cent of each area's firms. But the 
South and Far West are a different 
story. In those regions, single-story 
buildings are home base for majorities 
of 51.2 per cent and 56.5 per cent, re- 
spectively. 

e Expansion Plans—An appreciable 
percentage of distributors—15.7 per 


and 


cent—is planning to move. An even 
larger percentage—20 
planning to expand present quarters. 
Taken together, that means over one- 
third of the nation’s electrical distribu 
tors intend to enlarge their facilities, 
certainly a sign that they are bullish 


per cent-——1s 


about the long-term prospects of the 
economy. 

Regionally, the percentages plan 
ning to move range from 9.5 per cent 
in the Northeast to 22.4 per cent in 
the Midwest. The regional percentages 
planning to expand present quarters, 
however, conform closely to the na- 
tional figure of 20 per cent 
e Most Own Trucks—Almost three 
out of every four electrical wholesalers 
in the delivery 
trucks. The average number owned 
2.3 vehicles. Those distributors who 
lease their trucks operate 2.4 vehicles 
The who 
own their trucks runs highest in the 
South, lowest in the Northeast. 

Surprisingly enough, over one-third 
of the nation’s distributors are located 
on railroad sidings. As a matter of fact, 
the figure runs as high as 45.6 per cent 
in the South. The low point: the 
Northeast, with 24.1 per cent having 
railroad sidings 

Steel shelving is most popular in 
the Northeast, least used in the Far 
West. Nationally, it is used exclu- 
sively by almost one-third of the dis- 
tributors. Steel shelv 
ing is used by a similar percentage 
Wooden shelving only is in the ware- 
houses of the remaining 35 per cent 
e Unmechanized—Electrical whole- 
salers apparently haven't been sold on 
the merits of mechanized materials 
handling equipment as yet. Or perhaps 
they haven't found it applicable for 
one reason or another, because a big 
majority doesn't have fork lift trucks, 


country own. their 


percentage of wholesalers 


plus wooden— 
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power lift trucks or conveyors. Those 
that do: 20.5 per cent, fork lift trucks 
(an average of 2.1 per firm); 18.8 per 
cent, power lift trucks (an average of 
1.4 per firm); 26.3 per cent, conveyors. 
Hand trucks are something the indus- 
try has in relative abundance—an aver- 
age of 6.2 per company. Elevators are 
part of the halt of the 
country’s distributing firms 

Southern and far western wholesal- 
materials 


facilities of 


ers have mechanized their 
handling to a greater extent than their 
northeastern and midwestern counter- 
parts. Possibly, part of the reason lies 
in the larger percentage of single-floor 
buildings in the South and Far West; 
hence, the greater need and application 
for fork lift and power lift trucks 
Most distributors—81 per cent— 
have inter-com systems. But most 
87.9 per cent—don't have pneumatic 
tubes. Inter-com systems are most pop- 
ular in the Northeast, where 85.4 per 
cent of the firms are equipped with 
them. Pneumatic tubes come off best 
in the Far West. There, 16.7 per cent 
of the distributors have them 
Inventory control systems, as repre 
sented by tabulating file card indexes, 
bookkeeping machines and hand post- 
ing records, haven't reached any high 
degree of saturation either. The na- 
tional percentages of distributors using 
them is in the 40-50 per cent range. 
e Self-Service Gaining — Self-serv- 
ice, as pioneered by the grocery super- 
markets, has won many converts—at 
least on a partial basis—in the elec- 
trical wholesaling business. Over one- 
quarter of the distributors 
have set up partial self-service systems 
As might be expected, the Far West 
has the largest relative percentage, 35.3 
per cent. Only 3 per cent of the firms 
in the country have developed com- 
plete self-service systems 
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1. WELCOMING 


Electra’s lighting sales 
system begins operation 
as Norman Reifler, assis- 
tant lighting department 
manager, takes contractor 
introduction card and 
greets blueprint-carrying 
new home buyer 


2. PLANNING 


Checking blueprint and 
analyzing lighting needs, 
specialist Seymour Ezer- 
sky draws up complete 
lighting layout. It gives 
customer over-all idea for 
home decor, gives sales- 
man guide for up-selling. 


3. UP-SELLING 


Knowing the customer's 
needs, Ezersky demon- 
strates fixtures according 
to plan of selling action. 
Objections readily 
overcome and up-selling 
made easier when lighting 
presented as ‘‘the first 
of the home- furnishings.” 


4. CLINCHING 


Fixtures selected, Ezersky 
and Reifler review pur- 
chased lighting on room- 
by-room basis and assure 
customer that contractor's 
quality installation will 
give home a distinctive, 
‘tailored lighting look "’ 


By 
George D. Farley 


SLIGHTLY different way to 

create residential lighting sales 

has gained a large, loyal con- 
tractor trade and “profitable” fixture 
profits for Electra Supply Co., Pough 
keepsie, N.Y. 

This electrical wholesaling firm 
stresses protection and support of the 
contractor as the primary lighting 
source—the man with up-to-date light- 
ing ideas and service as well as the 
“right” fixtures. Electra’s lighting de- 
partment furnishes those ideas, taking 
the entire selling operation off the 
contractor's busy hands, but guarantee- 
ing him high profits and selling his 
quality job to his customer. 

“Let's face it,” says Lighting Depart- 
ment Manager Seymour Ezersky. “The 
contractor isn't a salesman, and light- 
ing requires specialized selling by its 
very nature. You cam go to a certain 
point in training the contractor, but 
why waste time—his and yours?” 

But the firm does try. Electra equips 
its contractor Customers with a special 
lighting portfolio containing informa- 
tion and illustrations of every fixture 
available in the line carried. As Ezersky 
puts it. “We're equipped to handle fix 
tures for any job from a large commer- 
cial research laboratory down to Mrs 
Jones's kitchen.” The folios act prima 
rily as bait for the showrooms. 

e Direct Mail, Too—The department 
also has a large, continuous direct mail 
campaign for contractors and Dodge- 
reported home buyers. Letters contain 
ing introduction cards remind contrac 
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Consumer for the Contractor 


That's how Electra Supply Co. of Poughkeepsie, N.Y. sells 


lighting. Why? ‘The contractor isn't a salesman, and light- 


ing—first of the home fashions—requires the specialized 


selling’ that only a distributor's organization features 


tors of Electra’s value as “their” lighting 
sales organization and urge them to 
send their customers to the company’s 
beautifully decorated new showrooms, 
staffed by specially trained lighting 
salesmen 

Incidentally, this special training 
begins with the study of home furnish- 
ing rather than lighting—an indication 
of Electra’s esthetic, rather than func- 
tional, approach. “We sell lighting as 
the first of the home or store fashions 
rather than the last electrical device to 
go into a home or shop,” says Ezersky. 
“That's why we urge the contractor to 
send his customers in as early as pos- 
sible before installation.” And the 
showroom lighting advisory service has 
served many contractors and customers 
since its opening day crowd of more 
than 500 visitors filled the rooms 

Believing that women have the real 
say in the selection of lighting, the 
showroom staff sells new fashion and 
styling, as well as the quality and health 
benefits of good lighting. Obviously the 
contractor can't be expected to demon- 
strate or explain such appeal points 
We don’t intend to merely ‘peddle’ 
lighting,” Ezersky explains. “In a way 
we are the contractor's salesmen—with- 
out pay. Our aim is to make the cus- 
tomer feel completely satisfied, to co- 
ordinate lighting with her needs, home 
decor and family unit well-being. You 
don't ‘need’ lighting in the sense that 
you ‘need’ plumbing and heating. But 
we know our specialized selling con- 
vinces the contractor's customer that 
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life can be lived a lot more graciously 
if the lighting is good.” 
e Contractor Key—Though the firm's 
efforts have a definite consumer flavor, 
the contractor is not at all relegated to 
a minor role. Just as a sales manager 
receives informative call reports from 
his staff, the contractor is kept con- 
stantly aware of the disposition of all 
leads he provides. His protection ts 
paramount; his profit is stressed. He is 
made to feel that he controls the situ- 
ation and Electra’s salesmen constantly 
remind him of his complete safety, 
greater profits and quality layouts, all 
furnished by the company with a mini 
mum of effort on his part. Results: a 
growing, Consistent, repetitive contrac- 
tor trade combating the “I can sell it 
to you wholesale” disease 

The firm’s handling of lighting cus 
tomers is a bit unusual Customers are 
not left alone to browse around the 
tastefully furnished showrooms. In fact, 
the rooms are dim. The reception desk 
light directs the contractor's Customer 

usually a woman—to Ezersky or 
Norman Reifler, assistant lighting de 
partment manager. She receives a cor 
dial greeting and before a single fixture 
1s lit, she is seated at a comfortable din- 
ing room table. Her home's blueprints 
are checked and lighting needs are 
thoroughly analyzed. A complete light 
ing layout is drawn up on the spot 

Next step is a trip through the dis 
play rooms. The layout guides the sales 
man’s up-selling efforts. He knows 
what he wants to show, its price and 
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styling. He has a better idea of possible 
customer objections, and his own 
countering pitches. In short, he can do 
the more creative merchandising job 
required to up-sell lighting. 

e Clinch Sales—The process doesn't 
stop at the end of the showroom tour 
The customer and the salesman. sit 
down again, this time at the kitchen 
table. The salesman reviews the planned 
and purchased lighting room-by-room, 
minimizing the customer's “maybe |! 
bought too much” feeling with confi 
dence-building assurances that the con 
tractor’s quality installation of the 
purchased fixtures will give her home 
that distinctive, tailored lighting look 
Later, Ezersky or Reifler will visit the 
home when the installation is half. 
finished and again when it is com- 
pleted. The promised quality and 
benefits of the Electra-recommended 
and sold lighting are followed up and 
checked for complete customer satis 
faction. 

That's how every job is handled from 
start to finish. And Ezersky and his 
staff have found it pays. “There has 
been a mutual build-up of trust and 
confidence,” he says. “Consumers are 
satisfied, contractors are grateful and 
we're happy that we've been able to 
remove part of the price-cutting prob 
lem from lighting sales. Concentrating 
on the comparatively small, money 
making jobs isn't a cure-all, but it's 
gone a long way toward making Elec 
tra's lighting business solid and con 
sistently profitable.” 


How To 


Reduce 


By Francis W. Sullivan 


O you know how much it costs you each time you 
approach a new industrial prospect? 
Do you know how much you must sell in order to 
pay for that call? 

Have you ever figured out how many sales you make 
per 100 such calls? 

Do you know that if you save $5.00 a month in selling 
expense it is the same as bringing in an unsolicited $50.00 
order? 

And do you know that there are a dozen ways a sales- 
man can reduce avoidable expense sharply and at the same 
time make more money? 

Answers to these and similar questions are being sought 
by alert electrical wholesale salesmen who are looking 
ahead and preparing for tougher selling. They recognize 
the need for managing their jobs better if they are to 
continue to produce a profit for their companies 


What It Costs To Open a Door 


Recently the Sales Executive Club of New York com- 
pleted a national survey of 1018 manufacturers of mate- 
rials, equipment and services for the industrial market. The 
information sought was (1.) the cost of a salesman’s call 
on a prospect, and (2.) the number of orders obtained per 
hundred calls from “cold” calls, leads developed through 
company advertising, and prospects who have had a chance 
to study the company’s catalog. 

While electrical wholesalers are not manufacturers, 
nevertheless most of their salesmen call on industrial, 
commercial and other accounts which require the same 
type of service selling rendered by manufacturers. The 
Sales Executive Club survey results, therefore, may offer 
guide posts in the solicitation of such business. 

The figures showed that the average cost of a salesman's 
call on a prospective customer was $17.24. The cost ranged 
from a low of $1.00 to a high of $130.00, depending on 
the type of product or service offered, its value and the 
amount of research and engineering required to satisfy 
the customer's needs. Nearly half of all calls cost from 
$10.00 to $19.00. 

In case you've never tried to figure the cost of your 
own calls, here's a way to do it. Note all expenses in con 
nection with calls on prospective customers for the next 
30 days and divide the total expenses by the number of 
calls made. This would give you an average cost per call, 
whether or not a sale resulted. The answer might be sur- 
prising 


Your Selling Expense 


How Much Must You Sell? 


How big an order must you get to pay for your call? 
Many companies in a variety of industries have found that 
field selling expenses represent 10 per cent of gross sales 
That means if your call costs $5.00 you must secure a 
$50.00 order to pay for it and protect the established mar- 
gin of profit the company expects. If it takes two calls to 
get the order, the amount rises to $100.00. For every addi- 
tional unsuccessful call, add ten times its cost in orders 
which eventually must be secured. Otherwise, you are not 
justifying your existence as a salesman and are costing the 
company money. 

Try working this out for yourself with your last six 
months’ performance as a basis. Divide the total sales 
value of merchandise shipped to your customers by the 
total field expenses for that period. The answer will be 
your expense-to-sales ratio as explained above—5 to 1, 
8 to 1, 10 to 1, etc. Let us call the number X. This means 
that, on the average, the value of each order you take must 
be X times the cost of getting it. 

To get your cost per call, divide the total calls made 
during the past six months into your total expenses. Let 
us call the answer Y. Here is a simple formula by which 
to prove whether or not your selling expense is justified 
by the orders you are getting: X times Y equals OV 
(order value). 

Suppose that X is 8. That means that 8 times the cost 
of the call is the amount each order must average, if your 
performance is up to standard. If you sold more than this 
amount you are building your business; if not, you will 
become a liability unless corrective steps are taken. 

Of course, there are situations or circumstances which 
may temporarily suspend your ratio—drives to reduce in- 
ventory; special deals for introducing new products; sea- 
sonal fluctuations; working off old models, etc. But over 
a year's time these dips must be matched by corresponding 
peaks of high, profitable sales if your ratio is to be main- 
tained 


How Many New Prospects 
Do You Sell Per 100 Calls? 


One way to keep out of danger is to sell more prospects 
on the first and second call. How are you doing in this 
respect? 

The Sales Executive Club figures developed that in 
making cold contacts, industrial salesmen average 9.2 
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There are many ways a salesman can reduce his selling expense and at the same time 


make more money. It's a course of action management certainly would appreciate, 
what with business costing so much to get these days and tougher times possibly 


ahead. What's more, voluntary reduction of sales expense now will put the finger 


orders per 100 calls. But 62 per cent of the companies 


reporting made less than 9 sales per 100 calls 

Where salesmen followed up inquiries from publication 
advertising they averaged 16 orders per 100 calls. The 
productive range in 71 per cent of cases was from 1 to 19 
orders. 

In cases where the prospect had had an opportunity to 
study the catalog and had invited the salesman to call, 
the results were more than twice as productive. Salesmen 
received an average of 38.4 orders per 100 calls under 
these circumstances. 

There are two selling skills which can raise these aver 
ages for any salesman: better prospecting and adequate 
preparation for the interview. Avoiding wasted calls and 
wrong approaches based on lack of knowledge will in 
evitably result in more calls and quicker closes 


Accent on Reduced Selling Expense 


For salesmen who know the score, all of the foregoing 
adds up to one executive action which they can take and 
over which they have complete control: the reduction of 
field selling expenses. There are many places in field 
operations where the accumulated fat of easy selling years 
can be carved away, items which have gotten badly out of 
hand . . . wasteful travel habits . . . lavish entertainment . . 
cream-skimming . . . poor management of time. In each 
of these areas there is avoidable expense which can be 
pared with surprising ease, and with even more surprising 
results. Moreover, every such cut in expense adds the 
equivalent in unsolicited business to the salesman’s total. 

Take the situation where a salesman’s expenses are ten 
per cent of his sales, as discussed earlier. If it costs him 
$20.00 a day to cover his territory, he must produce 
$200.00 a day in orders to justify his existence and return 
the company its normal margin of profit. 

Were he to save $1.00 a day in avoidable expenses and 
maintain the same volume, he would, in effect, bring in 
an extra $10.00 worth of business at no cost for solicita 
tion. 

Carry the idea a step farther. Under the pressure of 
stiffer competition more salesmen are now covering their 
territories intensively, staying longer in one place and 
spending more time selling. Under these circumstances 
they are frequently able to reduce expense by $25.00 to 
$50.00 a month. This means that, aside from new business 
secured, these men are bringing in $3,000 to $6,000 billing 
yearly free of selling cost. 

With every expense reduction the salesman’s cost per 
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on the salesman who knows how to manage his business and doesn't wait to be told 


call declines accordingly, and he adds a small but healthy 
profit margin on every sale made 

Realistically, there are situations where continued in- 
vestment of “avoidable” expense may seem to be justified; 
the steady cultivation of a potentially profitable new ac- 
count; more intensive Cultivation of territories to secure 
wider distribution; the maintenance of close relations 
with a large account whose orders have fallen off. But 
even here the fancy frills can be trimmed. Economy- 
minded salesmen consider such expenditures justified only 
in terms of foreseeable added sales volume 


Problem of Unprofitable Accounts 


From your point of view, what is an unprofitable ac 
count? 

It is one, isn’t it, whose orders are so small that the 
expense of time, travel and calling wipes out whatever 
profit there might be in the business? With special em- 
phasis on the time? 

There are several kinds of such accounts; large ac 
counts which have gotten into the habit of ordering small 
quantities, Claiming an “emergency”; small accounts which 
indicate a real potential for future volume and profits; 
small accounts which show little potential for growth; 
new accounts which normally order conservatively in tak- 
ing on a new line 

Here you face a real test of executive salesmanship 
The temptation is great for customers to order a few units 
at a time in order to avoid building up their own inven- 
tory. And the temptation is equally great for a salesman 
to hold on to any account which is good for an order. The 
solution calls for a study of your sales figures and the 
exercise of mature judgment 

To help solve this problem, one large electrical whole 
saling firm made a survey among its own salesmen. It 
first checked the performance of two salesmen who had 
been with the company the same amount of time and 
worked territories with approximately equal sales pos- 
sibilities. Salesman X was soliciting 170 accounts but was 
spending 75 per cent of his time with his 65 best custom- 
ers. Salesman Y was solicting 245 accounts and spending 
only 50 per cent of his time with his 65 best customers 
X's sales were almost double Y's, and his average order 
was $105 as compared with $30 for Y. Remembering the 
10 to 1 ratio of sales value to expense, salesman X had an 
allowable expense per call of $10.50 (more than ample) 
while Y's $3 per call obviously fell far shore of the 
(Continued on page 
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BILLING 
“MACHINES 


UP DOWN 


Lighting Fixture Supply’s three 


ENTRANCE 


““serve-yourself"’ islands 


are located for maximum contractor convenience. 


CONTRACTOR Rudy Delgado (left) gets head start on morn 
ing’s work by filling own order from serve-yourself islands 
At same time salesman A. Anderson fills phone order. To 


Self-Service That Satisfies 


There's a good reason why everyone loves the new ‘‘serve-yourself" setup at Lighting 
Fixture Supply, of San Antonio, Texas. Why? Because it saves time and money for all 


ATISFACTION wears three taces 

at Lighting Fixture Supply Co., of 

San Antonio, Texas, where a new 
supermarket type of service and de- 
partmentalization is saving time and 
money for the company, for the con- 
tractor Customer and for the contract- 
tor’s electrician. 

Making up the backbone of the sys- 
tem are three “serve-yourself” islands 
that hold a supply of approximately 
126 different items used by electrical 
contractors. But because L. S. (Cap) 
Fahey, owner, also believes his store 
should serve as a display room for the 
customers of the contractor he has 
added the departmental features of the 
supermarket to make buying more con- 
venient for the ultimate consumer. Says 
Fahey: 

“This results in more business for 


By Patrick J. Galvin 


both of us. When the contractor sends 
his customers in here to look at the 
merchandise, that customer doesn't get 
mixed up with the electricians who are 
trying to pick up a few needed items 
in a hurry and get out. If this home 
owner wants ceiling fixtures she simply 
goes to that department and never even 
goes near the central checking counter 
where we handle the electrical supplies. 
We have another department for built- 
in ranges, television and minor home 
appliances. That's off in another room 
so nobody gets slowed up or bothered 
by others wanting a different type of 
service.” 

e Lot for a Little—It cost Fahey less 
than $500 to install his serve-yourself 
system. It consists of a wooden central 
island in the middle of the display 
room floor with five shelves of supplies, 


plus two smaller islands at either side 
Two carts are provided, exactly like 
those used in supermarkets, for cus- 
tomers buying enough to justify their 
use. The contractor or his electrician 
can walk in, grab a cart, circle the 
islands and, according to Fahey, find all 
the items for his initial roughing-in 
He then wheels his cart to the checking 
counter where the purchase is writ- 
ten up. 

The 126 product categories on the 
main island represent 323 catalog num 
bers. One of the smaller islands holds 
wire (20 catalog numbers); the other 
one holds wiring device plates (86 
catalog numbers ). 

San Antonio contractor Rudy Del- 
gado, who has traded with Fahey for 
more than 10 years, reports: “This sys- 
tem is wonderful. | used to come in 
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save time, Delgado makes out his own ticket at sales 
counter while a clerk writes up the phone order. There is no 
On his way out, Delgado 


waiting around for service 


here in the morning and sometimes | 
had to wait nearly an hour for service. 

“My time is worth at least $8 an 
hour, so figure it out. I've gone to some 
other places and actually spent more 
than an hour waiting for service. And 
then when I get service it takes time 
for the clerk to get the stuff. He has 
to go to the basement for certain items, 
to the back yard for others, upstairs for 
others. A contractor just can't afford to 
waste time like that, and still it always 
was necessary until now. 

“I can come in here now and get out 
in a third of the time it used to take.” 

The situation is even worse, Delgado 

pointed out, in the case of the electri- 
cian sent in for just a couple of for- 
gotten items late in the day. “He used 
to spend $2 worth of time waiting to 
make a 50-cent purchase.” 
e More from Man-hour—But with 
his new system, Fahey can give even 
faster service than this when it is 
called for. “My men used to spend at 
least four man-hours per day in the 
stock rooms getting these things for 
the customers,” said Fahey. “Now they 
aren't stuck with that job. All they 
have to do is replenish the island and 
write up the orders, except for a few 
special things that are called for occa 
sionally. 

‘So now those four man-hours are 
spent up front getting the orders writ- 
ten up faster, clearing those men out 
of here so they can go to work. But 
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better than that, we can actually use 
the time the electrician spends driving 
over here to pick the stuff up. Because 
my men have more time now to serve 
customers, a contractor can call up, give 
his order over the phone and then, 
after giving us the order, send the 
electrician to pick the stuff up. While 
he is driving over here one of my men 
can grab a cart, circle the islands and 
fill the order. By the time the elec 
trician gets here it is boxed up waiting 
for him. He doesn't waste a minute 
e Plenty of Room—In his new de 
partmentatization, Fahey has arranged 
it so the clectrical supplies can move 
fast in straight directions. The islands 
are so placed on the floor that traffic 
lanes around them are wide and free 
of obstructions. Thinking of his cus- 
tomer’s Customer—the ultimate 
sumer—Fahey realizes electrical sup- 
plies are not prettily packaged. He 
tries to make up for that by keeping 
them neatly stacked on their shelves 
and by keeping his floor and counters 
spotless. Customers who come in at 
the request of their contractors to look 
at lighting fixtures or other merchan- 
dise are pulled off to the sidelines by 
the departmentalization 

This is done quite simply. The light- 
ing department consists simply of a 
table in one corner. Above it are the 
most popular types of fixtures, con 


con 


nected and lighted and on spring cords 
so they can be pulled down for close 
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stops to shake hands with Lester 
Fixture Supply's owner, and congratulates him on system. He 
likes it because it gets him out in a 


Cap) Fahey, Lighting 


third the usual time 


mspection and then raised again to 
their natural position. The entire ceil 
ing of the display room is hung with 
and 


pointed out from the table, can be 


lighting fixtures, these can be 
shown in a catalog, and only if a cus 
romer wants to inspect does she move 
out onto the floor for a demonstration 
Here one of the three combination 
salesmen-lighting engineers can work 
with the customer; or if the needs are 
simple, a clerk can attend to them 
Appliances out of Way—Televi 
sion sets and minor appliances could 
offer more interference with the normal 
course of business in electrical supplies, 
so Fahey put them in another room 
with his built-in range displays. Here 
the contractors customer can shop 
around, test the television and take her 
time without getting in anyone's way 
So, in every way, Fahey now is sav 
ing time and money for his customers 
and for himself. “The contractors love 


“And 


easy were trying to plant the idea of 


it,’ he says weve made it so 
dropping in here for things they forgot 
at the shop instead of going back to 
their shops in the middle of a job. We 
have supermarket parking, too, off the 
street in front and in back, for 20 cars 
That makes it easier to come here for 
a few switches, in many cases, than to 
go to their own places 

When they can move out fast, they 
come oftener. That's the supermarket 
idea, and it’s working fine’ 
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The need for blood is greater than ever, not only for men 
wounded in combat, but here at home. . . to cure disease, to meet 
accidents and disasters, and to prepare for civil defense, 


Our quota can ONLY be met, if those who give keep on 

giving... regularly! 

You CAN give more than once . . . as often as every three months 

with complete personal safety. The more often you give the more often 
you save a life. For every pint of blood you give goes to someone 

who needs it desperately. 

Remember . . . once is NOT enough. Give blood again and again! 

Call your Red Cross, Armed Forces or Community Blood Donor Center 
for an appointment to give blood today. 


.. give it again and again 


BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


lf you can answer “yes” to most of them, 
you-—and your company —are doing a needed 
job for the National Blood Program. 


HAVE YOU GIVEN YOUR EMPLOYEES TIME 
GFF TO MAKE BLOOD DONATIONS? 


HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY 


HAVE YOU ARRANGED TO HAVE A BLOOD- 
MOBILE MAKE REGULAR VISITS 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY 


HAVE YOU SET UP ALIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS 


O 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 
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Industrie: 


Manager, Wholesale 


Remington Rand Inc 


ANY organizations are in exist 
ence today that offer so-called 
They range 
consultants to 


“business services.” 
from single-specialty 
major business equipment 


turers. There is good reason tor the 


manutac 


emergence of these specialists in office 
systems and equipment 
Every business has its own particu 
lar blind spot somewhere in the office 
operation. It may take the form of a 
short, periodic peak accounting load 
that causes exhausting overtime for an 
entire staff, or it may be inadequate 
control over some single phase of pa- 
per work resulting in weakening of 
administrative control. Sometimes it is 
lack of some useful analysis that would 
’ lead to more methodical planning and 
permit full exploitation of market po- 
tential. Whatever the trouble may be, 
an office administrative 
executive can frequently pin it down 
accurately but cannot come up with 
the answer 


manager or 


In many cases, the obstacle to smooth 
control of paperwork is such that the 
investment in business equipment and 
expense of additional personnel to 
cope with the situation would be un 
economical. This would be the case 
in the traditional 
scramble in a small office at billing 


time. In others, some peculiar set of 


end-of-the-month 


circumstances simply baffles manage 
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Really Help You? 


By T. F. Frawley, Jr. 
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Can Business Consultants 


Whether your need at the moment is for office equipment or a brand 
new inventory control system, your final decision should be based on the 
theory of reasonable return. Many of today's ‘business services’ organi- 


zations may provide the economical answers to these pressing demands 


ment. An example of this 1s an inven- 
tory control system clogged up by 
nomenclatures that have branched out 
years until no 
and duplica- 


willy-nilly over the 
logical pattern remains 
tions abound 
e Finding the Solution—The func- 
tion of the business services firm is to 
spot the cause of the obstruction, pre 
scribe the remedy, apply it and check 
up periodically on continued smooth 
functioning. It may perform one, some 
or all of these functions depending 
upon circumstances and the severity of 
the original trouble 

The smaller the company the more 
acutely it feels the lack of sufficient 
equipment or adequate systems. There 
is just not enough scope of personnel 
and equipment to reshuffle things tem 
porarily and overall experience is nec 
essarily limited. This is why the busi 
ness service—mistakenly considered by 
most businessmen to be strictly a lux 
ury by large corporations—is actually 
more valuable and economically pro 
ductive to the little fellow than to the 
industrial giant 
concern invests 


Whenever a going 


in equipment—whether it be a half 
dozen screwdrivers or a new building 

common sense demands that the out- 
lay be recovered in a reasonable length 
of time and that a satisfactory profit 


be shown either in dollars and cents 


or in terms of overcoming some unde- 
sirable overtime 
tor the owner of a small firm is a case 


Situation (excessive 


in point ) 

e Other Investments — The same 
holds true when applied to investment 
in office equipment. The purchase of 


a tabulating installation, a complex ac 


counting machine or microfilming de- 


vices very often cannot be justified 


economically when outlay is equated 
against idle time—despite the welcome 
from overwork and headaches 
that would be gained 

is one of the most 


relief 


This situation 


basic dealt with by business services 
Rental of a (with trained 
operators in attendance, if desirable ) 


machine 


for the exact amount of time necessary 


to Clear an office bottleneck is an ex- 


pense that makes business sense and 


contorms to the theory of reasonable 


return 


An example: If renting the use of a 
for one-half day 


monthly (plus operator, film and proc 


microfilm camera 


and investment in a 
film 
amounts to X dollars per year, but the 
results in saving is 2X dollars in terms 


of floor space salvaged, file clerks re 


essing COSTS, 


viewer and storage cabinet) 


assigned and lagging service speeded 


up to an efficient level, then the basic 


blind 


and the 
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economics are sound 


(Continued on page 
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What Belongs in a Sale 


s Letter 


Salutation 


or service 


Summary of the offer 


Company Letterhead 


Announcement of a new product 


The benefits of the new product 
or service to the reader 


Complimentary closing 


Date 


him. 


us. 


Signature 


Start off with a 
that's meant to startle, 
or surprise your reader. 


Don't abuse the use of 
words as I, 
Instead use: 


How To Say It 


statement 
amuse 


Describe your product or serv- 
ice in terms that appeal to your 
reader--what it will do for 


Use simple sentences, avoid 
overworked phrases. 


such 
our, mine, my, 
you, your. 


we, 


Tell the reader what he has to 
do to get the product or serv- 
ice--ask for action. 


How To Write a Sales Letter 


By Thomas M. Cassidy 


EW people are interested in a tur- 
key in a butcher shop. But their 
appetites are aroused by the smell 
of it on the dinner table. Their think- 
ing has been influenced by something 
—the pleasure they will get from the 
meal. And that is precisely the function 
of direct mail: to get the customer 
thinking about the benefits he will de- 
rive from buying something. 
As such, direct mail rates more than 
a passing thought from the electrical 
wholesaler salesman. It is a tool that 
can aid him in building sales with reg- 
ular customers and prospects, boosting 
sales of special products or services and 
promoting business to fill slack seasons. 
e What Is It?—Direct mail is one 
way to try to make potential customers 
feel like doing business with you. Its 
purpose is to make regular customers 
by developing the desire for a sales- 
man's product or service and thereby 
subtly directing the customer's buying 
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habits. Direct mail tries to sell the 
benefits instead of the item. 

Direct mail is a supplement to the 
salesman’s selling efforts. It cannot do 
the salesman's work by any means. Its 
effect might be likened to that of a 
shotgun blast—it is widely scattered 
but only a few pellets will find a mark 
and then only if it is aimed correctly. 
The wholesaler salesman has many 
helpers in selling his products and 
services. Direct mail is one that tries 
to open the door. 

It has been written that there are 
25 reasons why people spend money. 
Two of the most obvious are: (1) To 
make money; (2) To take advantage 
of opportunities. Some of the others 
are tO save money, to save time, to be 
comfortable, to be in style and to at- 
tract the opposite sex. 

e Basic Needs—A salesman’s direct 
mail campaign needs a good basis to 
start it off. A good product or service, 


a good mailing list and a good appeal 

A responsible firm would not offer 
a poor product or service and still stay 
in business very long. A good mailing 
list contains old customers and new 
prospects. The mailing list should be 
kept up to date with all necessary in- 
formation such as names, addresses, 
telephone numbers, type of business. 
size of business and geographical area 
New prospects can be added to a mail 
ing list only up to a certain economical 
point. There are just so many potential 
customers before a point is reached as 
to make it unprofitable to continue. 

Positive identification is essential in 
a direct mailing. The name and address 
will inform the prospect from whom 
he can buy. Not only the letterhead, 
but all mailing pieces, brochures, fold 
ers, post cards and premiums, samples 
or catalogs should be properly identi- 
fied. 


Timing plays an important part in 
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direct mail. Practically all who use it 
experience seasonal highs and lows 
which reflect the various needs of con 
sumers for products or services. Cor- 
rect timing makes the most of these 
seasonal changes and exposes the pros- 
pective customer when he is most 
easily influenced. A mailing piece fea- 
turing Christmas tree lights reaches 
the potential customer well before 
December 25th and the campaign to 
sell room air conditioners is not 
started near the end of summer. 
e A Good Letter—A good direct 
mail letter is simple in style and con- 
sists of one or two pages. It starts with 
a dramatic situation, as for instance 
an announcement of a new product or 
service; the benefits the customer 
would derive from the offering; a 
challenging question as whether or 
not the customer wants these benefits 
Sometimes a premium offer is in- 
cluded, such as the gift of a blorter 
or calendar which prominently dis 
plays the wholesaler firm's name. How 
ever, this is more often used as a long 
time reminder, not for fairly immedi- 
ate sales. In the case of small items, 
samples are often included. 
Sometimes a letter will ask a favor, 
especially if the 
known. Often a booklet or a catalog 
is included with the letter. Experience 
has shown that personalized letters 
with a folder or brochure 
produces fairly good results, much 


salesman is well 


included 


more so than the folder or brochure 
unaccompanied by a letter. 

A stunt idea in a letter often serves 
as a reminder of the letter’s purpose. 
Special price offers are sometimes in- 
cluded, but an out-and-out price cut 
is to be avoided as it tends to devalue 
an advertised product in the prospect's 
mind and to disturb price levels 

The end of a mail 
would summarize the offer, 
urge a limited time appeal and, if in 
looming shortage, might 


letter 
might 


direct 


case of a 
make an appeal based on limited 
quantity. At the end of the letter 
there is usually a direct request for 
action—Act Now! 
is used, the offer of a premium 

e What Does It Do?—The functions 
of direct mail are to make effective 
sales contacts. It may pave the way for 
a salesman by 
arousing interest, etc. It does not try 
to get any direct expression of interest 
back through the mail. The salesman 
is given an opportunity to call from 
direct mail by getting leads for per 
sonal follow-up 


with again, if it 


lessening resistance, 
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Direct mail is also a reminder that 
delivers information, background or 
public relations messages to regular 
of prospective customers. Direct mail 
may take 
through the mail and to secure action 


also be used to orders 
on the prospect's part by mail for 
such articles as a catalog or requests 
for information. 

e Things To Avoid—The persua- 
sive type of direct mail appeal gives 
information and it 
reader to do something. The reminder 
type is just what the name implies. 
In using a direct mail letter, the whole- 
saler salesman would do well to avoid 


tries to get the 


useless words, phrases or expressions. A 
good salesman always knows what he 


is talking about—and writing about 


The useless words or phrases and the 
and 


wrong arrangement of words 


phrases do much harm in distracting 


This Postman Rang 
More Than Twice 


A young man met a beautiful girl 
and immediately fell in love with 
her. He bought 365 picture postal 
cards and mailed one to her each day, 
telling her of his love and asking her 
to marry him. At the end of the year, 
the girl married—the postman! 

That's the end of the story. But it 
has a moral that well may be applied 
to other fields of endeavor than 
courtship. Salesmanship for instance. 
Letters and postal cards help in 
either case but if you don’t think that 
personal contact is essential to suc- 
cess, ask the postman of this story— 
or the young man! 


reader's attention from tme subject. 


One other fault with a direct mail 
letter, though not at first readily ap- 
parent, is that instead of proposing to 
be thinking of the recipient's interest, 
the letter might convey the idea that 
the salesman is thinking more of his 
own. The abuse of words such as I, 
we, Our, my, mine and us oftentimes 
that you are 
talking down to the prospective cus 


conveys the impression 
tomer. It is advised to use as often as 
possible such words as: you and your. 
Write to a customer about his needs, 
not the salesman’s desires 

e Expectations—If a 
a direct mailing to stimulate sales, it 


salesman uses 
should not be expected that a 100 per 


cent return—or anything like it—will 


result. A one per cent return is con- 
sidered good. The business that results 


from that one per cent will almost al 
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ways pay for the cost of the mailing 

In analyzing the resule of a direct 
mailing, find out what went over big 
and what did not. Instead of a positive 
approach, use a 
List all the bad points instead of find- 


negative approach 


ing out the good things. For example 
What is wrong with the company? 
What is wrong with the product? 
What is wrong with the service of- 
fered? What is wrong with the sales 
information? 
Take into consideration even the style, 


man’s descriptions or 


the color or the way the mail was sent 
e Some Problems—There are few 
businesses, comparatively speaking, 
that possess all the facilities needed 
tor a direct mail campaign. There are 
mailing houses that will do all or part 
of the mechanics of matting, and es 
pecially in small towns, free lancers 
can do most of the work 

Another problem, though not a big 
one, confronting the salesman in direct 
mailing is postage rates. In general, 
most direct mail is carried on by using 
first class letters which require three 
cents’ postage and regular third class 
mail for which the postal rate is two 
cents for the first two ounces and one 
cent for each additional ounce 

First class mail takes in all hand 
written or typed letters, sealed or not 
It assures better delivery of your letters 
attract attention, more so 


and does 


than material sent in the normal ad 


vertising classification of third class 
mail 

e Successful Direct Mail—Summa 
rily, a good direct mail campaign de 
pends on a good mailing list, but pri 
marily on arousing interest. The first 
sentence of the salesman’s letter should 
try to evoke a desire as well as getting 
interest. It gives a picture of what 1s 
This is followed by the 


service, 


being said 
definition of a product of 
with perhaps a success story to add to 
the interest 

The statement of value, a special 
feature or testimonial will fill out in 
more detail the information first noted 
The closing of the letter is similiar 
to the first sentence; it rephrases the 
original interest-getting point 

If it is a 
approach will save the salesman plenty 


success, the direct mail 
of legwork in locating new prospects 
Its targets, as in any type of selling, 
and afford to 
buy the products or services the sales 
man has to offer, but 
doing so at the present time. It is to 


are those who can 


who are not 


get them interested in the salesman’s 


story by paving the way by mail 
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JET ENGINE DISPLAY draws the attention of a group of Lake 
Michigan Club members during second day's meeting at French 
Lick, Ind. Display was part of a visual discussion on jet propulsion 


GOLFING GROUP awaits turn at first tee prior to 
annual golf tournament on French Lick 
hitting into camera i 


start of the 
Springs links. Golfer 
Ed Petersen, G. E. Supply, Milwaukee, Wis 


Down-to-Earth Talking 


HERE are three things that make 

the annual Lake Club 

meetings an always looked-forward- 
to event on the Midwest electrical in- 
dustry’s calendar: the program; the 
golf tournament; the weather. This 
year's excursion to the Pluto-packed 
hills surrounding the Lick 
Springs Hotel, French Lick, Ind., was 
no exception 

For one thing, the meeting drew the 
largest attendance in the 24-year his- 


Michigan 


French 


tory of the unique midwestern electrical 
tribute, 


Fred R. 


distributor 
this year’s chairman, 
(Bud) Eiseman, Jr., to the club’s hard- 
working secretary, A. J. McGivern. 
More than 325 distributors, manufac- 
turers and guests registered at the hotel 
for the two-day session 


organization—a 
Says 


fed by top-flight industry personnel, 
took up the mornings’ activities. Rang- 


A well-rounded speakers’ program 


ing from creative distribution to jet 
propulsion, the talks dealt mainly with 
industry problems and programs, partly 
with the future. 
Throughout each was an air of in- 
formality—the trademark of the whole 
meeting. 

Not the least important aspect of 


conjectures as to 


the area meeting was the golf tourna- 
ment in which both pro and duffer 
vied for the coveted golf trophy on the 
sun-drenched, sun-baked French Lick 
Springs links. Played under the Peoria 
System—handicaps determined by the 


96 


golf club pro—the tournament drew 
one of the widest assortments of play- 
ers in the club's history. The weather 
like many a golf score, was in the low 
nineties 

© Five Speakers—On the serious side 
of the meeting, there were five talks 
delivered before the Lake Michigan 
group, each related to a specific subject 
of interest to distributors 
The spotlight, in order of appearance, 


electrical 


was focused on: 

Creative Distribution—S. B. W il- 
liams, assistant to the chairman of the 
board, Sylvania Electric Products Inc., 
spoke of the changing attitudes on the 
part of the consumer which portend a 
more creative selling job by the dis- 
tributor and his salesmen. 

“It wasn’t so long ago,” Mr. Williams 
said, “that the utilities were the domi- 
nant factors in the sale and promotion 
of all current consuming devices. But 
for whatever reason you might think 
of, the fact remains that the user of 
electricity turns to an electrical con- 
tractor, or wholesaler, or manufacturer, 
or engineer when he wants some serv- 
ice, or new equipment, or advice.” 

What this means to the distributor 
is that now he must take the initiative 

and possibly the leadership—in pro- 
moting various electrical products in 
his community. Service selling in this 
respect is out, said Mr. Williams. In- 
stead, what the distributor must do is 
to institute a program of creative dis- 


tribution—that of intensive develop- 
ment of markets that are known to 
exist—and not be dependent upon one 
or another of the industry to provide 
that leadership. 

© Conduit and EMT—R. C. Bennett, 
Jr., vice president, National Electric 
Products Corp., spoke of the low mar- 
gins of profit on government orders 
being realized by some distributors 
He cited a case of a rigid conduit order 
for a big atomic energy job going to 
of 1 per cent. 
distributor 


one distributor at 1 

What 
render himself at this low profit mar- 
gin? Mr. Bennett asked. What does he 
do for the manufacturer that the manu- 


service does a 


facturer cannot do by bidding direct? 
"I predict,” he said, “that if the no- 
profit trend of distributors’ bids on 
government jobs continues that many 
manufacturers of many lines will quote 
direct. 

“Maybe the present bloodbath in 
distribution is separate 
the men from the boys,” Mr. Bennett 
continued. “And it’s not going to take 
too long, particularly if volume and 
prices on overall material drop, for 
instance, another 10 per cent. Manu- 
facturers in all lines are watching these 
trends and are watching with personal 
interest the low profit distributors 
© Building Wire—Keith Davis, cen- 
tral district manager, General Cable 
Corp., warned distributors not to cut 
their stocks of copper wire below an 


necessary to 


ELECTRICAL WHOLESALING—November, 1953 


- - 

AE 


S. B. Williams 
Distribution 


On Creative 


Sylvania Electric, 
Jc hnson 


TOURNAMENT WINNER Cilaytor 
trophy 
| McGivern. Lake 


stephan 


from golf committee chairman Bi 


Michigan Clu ary, and Chairman 


At French Lick Or 


R. C. Bennett, Jr. 


On Conduit and EMT 


efficient working level because at any 
time it might prove dithicult to replace 
The 
stocks in the U 
Chile 


serious labor pr blem is faced by our 


Producers and fab 
S. and abroad 


not 


them reasons 
ricators 
for are 


except large a 


domestic producers; strikes are being 
threatened in Chile; U.S. does not have 
a strong reserve of stock-pile copper 
while supply is adequate, it is not 
necessarily Excessive 

As for prices: “Our government and 
Chile are now discussing a deal wherein 
the U.S. would buy Chilean surplus, 
and if agreement is reached, a big 
threat to Copper prices will be removed 
and | 


personally think they will, but not on 


Prices still can come down, 


any kind of crash basis 

As for building wire market: “Cer 
tainly there is excess Capacity and a lot 
of competitive selling. The long pull 
looks good for sales and acceptable 
profits as against a quite indefinite and 


cloudy short term. You can't be hurt 


if you carry out the tine policies of 
your industry, selling your service and 
function rather than price deals 

© Residential Lighting—W. H. Rob 
inson, Jr., advertising manager, Lamp 
Co 


the Lake Michigan meeting as a sound 


Division, General Electric used 
ing board for the publicizing of a pro 
gram marking light’s diamond jubilec 
The 


effort marking 75 


program, a coe rdinated industry 


‘ 


years Ou: progre $s 


from the time of Edison's electric light 


November, 


in 1879, is also intended to awaken 
the customer to the importance of gor d 
lighting and open a tremendous market 
for the electrical distributor 

The for 


ment, 


vreatest room 


Mr 
the largest and most rewarding market 


lies 


Robinson declared 
Rol lecl | 


home lighting with its enormous pe 


tential in lighting and wiring sales 


of the 


for lighting, consider the need for im 


Consider the size home market 


provement, consider the tremendous 


services of 


market for wiring and the 
your contractor customers 
Next year he went on, 
diamond jubilee will give you an excel 
lent opportunity to cash in, through 
home lighting promotion, on the wid 


the and 


jubilec 


W hile 


lighting market offers you rich rewards 


spread publicity th 


lighting will receive every 


none exceeds home lighting in poten 


tial profit 
Jet Propulsion—Donald | 


lanning 


Ob« ry 
Al 


General 


supervisor, promotional p 
Division, 


nted 


craft Gas Turbine 
Electric Ce 


propulsion 


recou the story of yet 
effect on 


His 


and al 


and its) px ssible 


industry of the future 


by slides 


the aviation 
talk, supplemented 
Gl The 


as a review of the progress of the jet 


film called Jet Story,” served 


SINCE its 


A lsc 


theories on the 


Cneine ps ration 


aviation included in the talk were 


some extent—and also 


the fantastic speeds—ot the 


pelled aircraft of the future 
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for indoor use 


R 40 


for indoor use 


Par 38 


for outdoor-indoor use 


STORE DISPLAYS and store fronts brilliant with color! 
Gorgeously-hued flood lighting by organizations... busi- 
ness and industrial concerns... municipalities! Amplex 
Colorbeams are a natural for setting the town a-sparkle 
with the colorful radiance that spells Christmas at its gay- 
est... and sales at their highest peak. 

Amplex Colorbeams come in a choice of 14 striking 
colors and a full range of sizes and wattages. The color 
is an integral part of the glass... will never fade, chip or 
crack. The sealed-in reflector linings are pure silver and 
provide maximum light intensity. And Colorbeams have 
a rated average life of 2000 hours! 

Spark your Christmas business with Colorbeams... 
and remember the Amplex Franchise is tops for added 
sales and profits the whole year through. National 
advertising, promotional pieces and other sales aids 
are building a huge demand for the full line of Amplex 
Lighting Products. Write for the whole story. Amplex 
Corporation, Dept. A-11,111 Water St., Brooklyn 1,N.Y. 


; Incandescent, Fluorescent, Sealed-Beam Reflector, Infra-Red, Rough Service, Mercury Vapor, Photo- 


os flash, Street Lighting and Traffic Signal Lamps, Swivelites, Hi-Hats and Display Lighting Accessories. 


OTHER PROFIT- MAKING 
AMPLEX PRODUCTS 


Amplex Spots 
and Floods 


Amplex Par 38 
Spots and Floods 


Amplex Weather- 
proof Lamps 


Amplex 
Swivelites 


Amplex “Hi-Hat” 
Recessed Fixtures 


Amplex Street \ 
Lighting & Traffic 


Signal Lamps 


Amplex Mercury 
Vapor Lamps 


Amplex Hi-Bay 
Reflector Lamps » 


wy 


Amplex 
Infra-Red Lamps 


ELECTRICAL WHOLESALING—November, 1953 


4 

id 49 

/ 

Am 

‘ 
\ 
\ 
ahs Fe ° 
y 

‘ 
) 
f 

> 

| 

ay 


Executive Director 


National Assn. of 


OOD catalogs have always been 

essential tools in the process of 

distributing goods. With an era of 
stiff competition facing us, an effective 
catalog will be more important than 
ever in helping distributors sell ag- 
gressively and efficiently. 

One of the services to distributors 
that we at NAED have long sponsored 
is our Standard Reference Catalog 
Plan. This plan offers distributors a 
proven method of obtaining the kind 
of catalogs they want—and need 
with important savings in time and 
effort. 

The essential element in the Stand- 
ard Reference Catalog Plan is the file 
of standing pages of engravings and 
type set-up maintained by the pub 
lisher in his plant through the cooper- 
ation of electrical manufacturers. The 
manufacturers’ investment in engrav- 
ings and composition of their pages 
means better catalogs for more dis 
tributors at low cost. 

Also, because of the manufacturers’ 

long-established cooperation, a distrib- 
utor getting out a catalog under this 
plan begins with most of his catalog 
contents already compiled for him and 
ready to print. By a procedure that has 
been carefully streamlined for his 
benefit, the distributor has only to se- 
lect the manufacturers whose lines he 
carries and the particular products he 
wants to illustrate and describe in his 
catalog. 
e Three-way Operation—Like most 
successful operations, the plan is built 
on cooperation. In this case, it’s a three- 
way cooperation—between distributor, 
manufacturers, and publisher 

e The distributor dictates the build- 
ing of his catalog by determining the 
manufacturers and products to be in- 
cluded and by checking the final form 
of the catalog as developed by the 
publisher. The distributor's investment, 
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Better Distribution 
Through Better Catalogs 


By Charles G. Pyle 


Electrical Distributor 


make-up, printing 


covering catalog 
and binding, is made relatively low 
because the cost of electros and page 
composition is borne by the manufac 
turers. 

e The electrical manufacturers sup- 
ply the essential material in the form 
of standing pages. By reason of the sys 
tem that has been worked out, they are 
able to control both the contents and 
the use of their pages. By comparison 
with value received, each individual 
manufacturer's expenditure for elec 
trotypes and page Composition ts very 
small but, collectively, the manutac 
turers make possible better catalogs for 
more distributors 

e The publisher acts as both inte 
grator and producer in all of the many 
operations. He provides the liaison be 
tween manufacturers and distributors, 
compiles and maintains the manufac 
turers’ listings, and does the creative 
and productive work necessary to build 
attractive and logically organized cata 
logs 
e Complete Manuals—Catalogs pro- 
duced NAED Standard 
Reference Catalog Plan are complete 
electrical supply manuals, with prod 
ucts fully illustrated, described and in 


under the 


dexed. They are the type of catalogs 
that are used daily by all buyers of 
electrical merchandise in every field 
The majority are cloth bound and their 
useful life extends for a number of 
years. Most range in size from 400 to 
800 pages, although some of the larger 
books have contained over 1000 pages 

Smaller supply books, with from 200 
to 400 pages are also produced, usually 
bound with durable paper covers. Ex 
perience has shown that the plan is 
most practical and economical for dis 
tributors who can utilize a minimum 
of 1000 copies 

While the Standard Reference Cata 
log Plan is sponsored by NAED as one 


of its services to members, it ts also 
available to non-member electrical dis 
tributors 
e The Condensed Plan—Now |! 
would like to tell you about our Con 
densed Catalog Plan. Condensed cata- 
logs enable the distributor to show his 
prices on the lines he handles. Com 
pact, condensed listings provide the 
necessary product description and sell 
ing information in a minimum of 
space. This permits a most complete 
selection of items to be shown in the 
fewest number of pages, making it 
easier for the contractor or mainte 
nance man to use and at the same time 
keeping down the cost to the distribu 
tor. Condensed catalogs average trom 
4 to OF pages for appliance catalogs 
and from 80 to 128 pages tor supply 
catalogs Flexible tough paper covers 
are used 

Under the Condensed Catalog Plan 
listings are kept standing tor selection 
and use in the distributor's catalog 
The distributor puts his prices on the 
items he selects and these prices are 
inserted into the standing listings. As 
individual prices are set for each dis 
tributor, the cost of Composition 1s 
Manutactur 


ers cooperate in this plan by furnish 


borne by the distributor 


ing electros and current product in 
formation to the publishes 

For the distributor, the Condensed 
Catalog Plan is a means of showing 
his lines and his prices in a catalog 
economical enough to permit’ more 
frequent issues, and in this manner 
keeping his customers more currently 
informed of the service he is prepared 
to offer 

Because better catalogs aid the prov 
ess of distribution in our industry 
and who can doubt that they do help 
tremendously—we are for them and 
will continue to help more electrical 


distributors obtain them 


4 
cus 
| 
| 
| 
: 
bs 
4 
99 


We haven’t cut 
corners on 


TW 
BUILDING WIRES 


WEATHERPROOF 
WIRES 


THERMOSTAT 
CABLES 


FLEXIBLE CORD 


FIXTURE 
WIRE 


HEATER 


Extra shifts, not speed- 
ot speed-ups are CORD 


the way Chester catches up on 
production to meet your deliv- 


ery dates. Chester Wires and OFFICE AND 
Cables are never rushed _ BELL WIRES 
through...every foot is qual- 
ity controlled according to the 
highest standards known to TELEPHONE 
the industry. This is the reason WIRES 
Chester Wires and Cables are 

of uniform quality, always de- 

pendable, whether you use a 7 ALARM AND 
foot or a spool. For an extra - SIGNAL WIRES 
measure of reliability, specify 

Chester, for your next electri- 

cal or electronic requirements. NEON SIGN, OIL 


IGNITION CABLE 


WIRE AND CABLE DATA SHEETS We a & 


Contains complete information on INVITES INQUIRIES concerning custom 
‘Chester Quality Conductors. Call or constructions including polyethylene, polyvinyl chior- 
: write for yours, today! "ake ide, nylon, braided and iacquered wires, special in- 
sulating materials, glass, yarn or any known material, 
Recommendations will be made 
without obligation. 


CHESTER caBLE corP 
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How Many Contractors in the U.S.? 


Based on 1951 Social Security records (the latest available), these figures show the number 


of electrical contracting firms by states and their approximate size in terms of employees 


NUMBER OF EMPLOYEES 
STATE FIRMS 1-3 4-7 8-19 20-49 59-99 100-499 500 , 


Maine 8 2 
New Hampshire 81 57 15 6 3 
Vermont 30 19 10 1 
: Massachusetts 734 441 147 106 33 5 2 
Rhode Island 112 74 20 11 5 2 


Connecticut 


New York 
New Jersey 719 498 116 69 24 10 2 


Pennsylvania 


Ohio 


Indiana 408 236 92 54 16 5 5 
Ilinois 717 333 177 116 66 15 10 
Michigan 781 505 155 72 26 14 9 
Wisconsin 


Minnesota 


lowa 336 234 62 27 11 2 

Missouri 342 176 77 54 22 6 7 
North Dakota 125 85 26 12 2 

South Dakota 112 87 17 7 1 

Nebraska 225 160 40 13 8 4 

Kansas 7 


Florida 5 

Delaware 43 27 11 3 1 1 

Maryland 271 145 61 48 13 3 1 
Virginia 315 166 76 41 26 5 1 
West Virginia 96 56 14 21 3 2 
North Carolina 372 183 102 55 20 10 2 
South Carolina 130 68 28 18 11 3 2 
Georgia 259 117 7 43 14 6 9 
District of Columbia 4 2 


Kentucky 1 

‘ Tennessee 244 108 75 36 17 4 3 1 
Alabama 177 92 47 25 10 2 1 
Mississippi 1 


Arkansas 
Louisiana 240 124 57 33 15 10 
Oklahoma 194 109 46 27 10 1 
Texas 


Montana 4 

Idaho 87 52 22 7 5 1 

Wyoming 37 24 7 3 1 2 

Colorado 164 95 41 22 3 3 
New Mexico 65 35 16 10 3 1 

Arizona 104 63 19 12 9 1 
Utah 719 47 22 5 4 1 


Nevada 


Washington 
Oregon 267 169 44 34 17 2 1 
California 


United States 16,938 


November, 1953—ELECTRICAL WHOLESALING 


Fe 350 252 56 30 7 5 
Po 1,068 676 206 113 50 14 9 ie 
m7 691 385 150 90 42 11 13 em 
Fe 446 282 88 51 17 5 3 re 
| 
1 
| 1 
P| 33 16 5 11 1 : 
eC 9,902 3,611 2,168 874 248 131 4 ae 
101 


Sam Barmack, Columbia Electric Supply Co., Inc., Wash., D.C.; Ben Marks, H. Dobbs, Joseph Kurzon, Inc, N.Y.; Bernard 
Buck Weingarten, Berns Mfg Co., Baltimore, Md Edelman, Emerson Radio and Phonograph 


They Liked What They Saw 


LMOST 12,000 visitors crowded 
into New York's 69th Regiment 
Armory from September 29th to 
October 2nd for the second National 
Electrical Industries Show 
Sponsored by the Eastern Electrical 
Wholesalers’ Association, the exposi- 
tion featured well-viewed exhibits of 
one hundred thirty-two first line elec- 
trical manufacturers. Last year’s total: 
one hundred seventeen exhibitors. Vis- 
itors came from as far away as Califor- 
nia, Florida and Texas. Reaction was 


very favorable, comments ranging from 
“Better than last year” to “Wonderful 
—An unqualified success!” Incidental- 


ly, attendance ran thirty per cent above 
the 1952 mark 

The National Electrical Industries 
Show, it seems, is here to stay 


Smiling Henry and Norman Krug 
listen as EEWA Managing Di 
rector Tom Gopsill discusses the 
exposition’s progress 


Pete Sauer, Shel! Electrical Sup- 
ply Corp., N.Y.C.; P. Putignano, 
Burndy; D. Traub, Shell; Jim 
Hennessy, Burndy; Morris 
Schenker, president, Shell 
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William A. Hamlen and Carl D. Hageman, secretary, Leidy Mr. and Mrs. John E. Long, Mr. and Mrs. Richard H. Stock- 
Electric Company, Phillipsburg, New Jersey hammer, Acme Electrical Supply Co., Somerville, N.J 


Michael Piombo, Harvey Hubbell, Inc.; Martin G. McCue and Augie Sodora, Swift Electrical Supply Co., Union City, NJ 
Leon Unger, Hobb Electrical Supply, Inc., N.Y.; R. Mulligan, D. W. Rice, National Electric Products Co; B. Peri and M. 
Windsor Electrical Distributors, Mount Vernon, N.Y. Grande, both of Swift Electrical Supply Co 


The gang from Huntington Electrical Supply Co., Huntington, N.Y 
(center! and Joe Drucker (‘second from right) of the Ruby C 
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well 
connected 


FULL stocks of Burndy connector types and sizes 
means you're all set to tie in a profitable connector 
sale every time there’s a call for wire or cable. 
BURNDY QUALITY means top value, top demand, top 
performance, repeat business. BURNDY ADVERTIS- 
ING in 25 electrical magazines . . . plus technical 
literature — catalogs — bulletins — displays — trade 
shows — promotional novelties — publicity — cata- 
log participation — broadsides, envelope stuffers 
... all pre-sell your customers in the field. It all 
adds up to greater sales at your counter. 


BURNDY BURNDY 
QIKLUG 


SURNDY BURNDY BURNDY 
*RULUG SCRULUG 


re 


VERSITAP 


BURNDY 


SERVIT 


BURNDY 
OKLIP 


40 


VERSITAP 


Px? 


BURNDY ENGINEERING COMPANY INC., Norwa.k, CONNECT. 
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BURNDY CANADA LTD., toronto 8, ont. 
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Pulfuzswitch Type of Panelboard 
with 30 ampere, 2 and 3 pole branches. 
Box is 19!»” wide and 4°,” deep. 


Panelboard illustrated is a combina- 
tion of Pulfuzswitch and Klamp.- 
switchfuz branches. Box size is 24” 
wide and 10” deep. 


Branch Circuit capacities are as 
follows: 


@ PULFUZSWITCH 
30, 60 and 100 amperes, 250 volts 
AC or DC; 30 and 60 amperes, 
600 volts AC, 2,3 and 4 poles. 

KLAMPSWITCHFUZ 
30 to 600 amperes, 250 volts AC 
or DC, 2, 3 and 4 poles. 

SNUFARC 
30 to 200 amperes, 600 volts AC, 
2,3 and 4 poles. 

@ SHUTLBRAK 
30 to 1200 amperes, 250 volts AC 
or DC, and 600 volts AC, 2,3 and 
4 poles. 


Srank e(dam Electric Co. 


LABOR 


Get faster deliveries with 


standardized interchangeable 


PLUG-IN 
FEEDER PANELBOARDS 


Here’s a panelboard that measures up fully to the modern 
demand for safe, efficient, economical and dependable 
power and light distribution. 

Built of standardized units and assembled as required 
for specific application, @ Interchangeable Plug-In Feeder 
Panelboards not only provide adequate capacity for today's 
needs, but are so designed that future additions of circuits 
and changes in capacity can be made a simple matter of 
adding new units. 

Three dependable @ Switches — the Pulfuzswitch, 
Klampswitchfuz and the Snufarc — make these panelboards 
the finest in safety and efficiency. All types combine switch 
and fuse in one unit so that current is “OFF” when the fuse 
carrier is removed or the door opened. This makes replace- 
ment of fuses safe, quick and simple. 

Boxes are standardized as to width, height and depth 
to meet any combination of branches or any job requirement. 
They are shipped from stock, thus facilitating delivery. 
Except for smaller sizes, all boxes have removable ends to 
permit drilling of conduit openings on the job. Smaller 
boxes have standard knockout layout in ends. Generous 
wiring space and ease of installation are other features. 

For operating switch requirements @B Shutlbrak Type A 
quick make and quick break interlocking switches are 
available. 

Want to know more about these modern panelboards? 
Your nearest @® representative, listed in Sweet's, will be 
glad to provide it. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI Year 


Mahers of BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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COLORFUL MOBILE, hung from your ceiling, set in mo- ATTRACTIVE COUNTER CARD, companion to mobile: 
tion by breath of air, constantly draws customer attention vour extra salesman: delivers hard-hitting sales message: 
to uses. advantages of General Eleetrie Time Switches. identifies store as headquarters for G-E Time Switches. 


Increase Sales with New G-E Time Switch Sales-aids 


PROMOTIONAL LITERATURE includes give-away -folders. CONTINUOUS SPACE ADVERTISING in twelve mass cir- 
new G-k Time Switch Catalog to help give customers culation magazines is seen by hundreds of your customers: 
application, product information on G-E Time Switches pre-sells market, creates demand for G-E Time Switches. 


FOR MORE INFORMATION on the complete G-E Time Switch promotional program for dis- 
tributors, of which these sales-aids are only a part, contact your nearest G-E Apparatus Sales 
Office, or General Electric Company, Schenectady 5, New York. 604-16 


GENERAL ELECTRIC 
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WINNER for your customers 
Competitive Bidding 


EXCELS in shallow depth and flat 
bottom now so much in demand by 


users. 


PRICED attractively low for cost- 
minded buyers. 


EXTREME EASE and speed of in- 
stallation cut your labor costs, help 
keep your bids low, pay you good 
profits. 


CLEANED at lower cost than any 
other fixture of equal size—a strong 
sales point. 


YOU WILL WIN out oftener with 
LPI Luv-R-Lok. 


LIGHTING PRODUCTS, INC. 


HIGHLAND PARK, ILL. 


REMOVABLE 
LOUVERS 


Each louver blade, although 
locked rigidly, slips in and out 
with finger-tip ease. Quick 
wiping action cleans both sides 
simultaneously. Luv-R-Lok 
cleans in abovt one-tenth 
usual time. A new high in 
light ovtput—a new low in 
maintenance cost. 


FREE—- NEW IDEAS 


Lighting Products, Inc. 
Dept. W, Highland Park, Illinois 


Send me FREE copy of latest LP! Catalog, “New Ideas 
in Fluorescent Lighting,”’ which contains full data and 
photos of the Luv-R-Lok and the complete LP! line. 


NAME TITLE 
FIRM NAME 


ADDRESS 


city STATE 
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vith or 
For taps, dead-ends, parallel connections, etc., in any location. Can be — with? 


furnished in bronze or aluminum. Re-usable over and over. 


PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 
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Rigid 


Crouse-Hinds extensive 
laboratories and modern 
manufacturing combine to 
give you top quality 


Laboratory testing is one of the key operations 
in the production of electrical equipment of the 
highest quality. Crouse-Hinds laboratories are 
equipped with the latest scientific instruments and Probing for maximum exterior operating tempera- 
staffed with expert technicians. ture on a Type EVA Explosion-Proof Lighting 

Fixture using a multiple point recording potentiome- 

Products are constantly tested to make sure that ter. 
they are being made to withstand field conditions. T 
New devices are tested to predetermine their meet- 
ing Or surpassing the requirements of Underwriters’ 
Laboratories. 


The photographs at the right show three of the 
many testing operations that are done in the Electri- 
cal Laboratory. It is equipped with apparatus for 
making both alternating and direct current tests, 
heat tests, pressure tests and many others. 


Close cooperation between Crouse-Hinds labo- 
ratories and manufacturing departments is one of 
the reasons why Condulets have been the “Standard 
of Quality” for nearly fifty years. 
Specify CONDULETS on every job. They're Se 
pecify CO! J Adjusting carburetors and flow meters to create a 


made right... to serve you better ...and last longer. predetermined explosive mixture within an ex- 
plosion-proof Condulet for an explosion test. 


When quality counts 
++. you can count on Condulets 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Cinthe field *COMBULETS [Distribution 


Through Electrical 
STA NDARD | ae made only by Distributors Photographing the pressure wave in the Oscillo- 
\ j scope to determine the maximum explosion pressure 
\QuaLity CROUSE-HINDS \ J within an explosion-proof Condulet that is behind 


the concrete wall. 


CONDULETS : TRAFFIC SIGNALS : AIRPORT LIGHTING * FLOODLIGHTS 
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We are telling your Customers that 
“U.S. RAINBOW’ 


V-BELTS 


run cool under 
constant flexing 


No wonder U. S. Rainbow V-Belt sales are flourishing! 
More and more industrial users read Rainbow sales 
features in Rainbow ads. Here's one in the series: 


Why U. S. Rainbow V-Belts are superior: 

Why do U.S. Rubber V-Belts run so cool? Because 
the top and bottom sections have been specially 
built to reduce heat; specially compounded to pro- 
vide elasticity, firmness, stability. 

The pulling cords are specially latex-treated to 
reduce heat generated by constant flexing. 

And every U.S. Rainbow Belt has U.S. Rubber’s 
scientifically developed Equa-Tensil Cord Section 
that brings together the concentrated strength of 
the multiple pulling cords—distributes the pulling 
of the load so evenly among the cords that each 
carries its full share. 

The “U.S.” coast-to-coast chain of warehouses 
assures you instant supply from the “U. S.”’ com- 


UNITED STATES 


RUBBER 


plete line, including sheaves. Included are sales 
engineering assistance, catalogs and selling aids. 
Get in touch with any of our 25 District Sales 
Offices, or write to address below. 


Top rubber cushion 

4 und retu 
Equa-Tensil Cord Section 
cientif 
4 sturdy level cushion 

Tr l Cord Seet 

firme 

the tlat pulley of 


A COMPLETE DRIVE SERVICE 


MULTIPLE V-BELTS F.H.P. V-BELTS SHEAVES 
FLAT BELTS AND BELTING « SPECIAL PURPOSE BELTS 


COMPANY 


MECHANICAL GOODS DIVISION »- ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose ¢ Belting * Expansion Joints « Rubber-to-metal Products ¢ Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings * Conductive Rubber « Adhesives + Roll Coverings * Mats and Matting 
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the new LOW COST fluorescent luminaire 


UPWARD 
COMPONENT 


TRIM MODERN 
APPEARANCE 


LODESTAR 


TRANSLUCENT 
4-FOOT MODELS: PLASTIC SIDES 
Available in 2 or 4 lamp lu- 
minaires, in a complete choice 


of all lamp types. 
8-FOOT MODELS: 
Available in 2 or 4 lamp lu- 


minaires, in a complete choice 
of all lamp types. 


MITCHELL engineering achieves remark- 
able standards of abundant, glare-free 
illumination in the “LODESTAR’’ Lumi- 
naires. Important lighting advantages are 
attained by the substantial upward com- 


"General Diffuse” 
type luminaires; ap- 
proximately half the 
light goes up to be re- 
flected from ceiling 
and upper walls for 
comfortable, glare- 
free, uniform lighting. 


Semi-translucent side 
panels provide low 
brightness contrast, 
creating mocern, 
streamlined appeor- 
ance. Plastic sides and 
louver form one easy- 
to-handle unit. 


Sturdy, concealed 
spring-locded louver 
latch instantly releases 
or engages all-steel 
louver by snap-in ar- 
tion. Releases with 
slight pressure of 
fingers. 


Two jack chains suspend entire 
louver and V-spine assembly from 
fixture body, making relamping 
easy and substantially reducing 
maintencnce costs. This feature 
saves time and money. 


where quality counts—SPECIFY MITCHELL 


New Rapid-Start units offer an 
unusual advantage: “No starters 
to replace." Installation of Rapid- 
Stort luminaires slashes mainte- 
nance cost by eliminating starter 
replacement expense. 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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ponent which provides a ‘general diffuse”’ 
lighting effect. Semi-translucent side pan- 
els provide pleasing low brightness con- 
trast. The superior louver design delivers 
properly shielded illumination to the work- 
ing area. Smooth styling, unusually low 
maintenance factor and surprisingly low 
cost make the new MITCHELL ““LODESTAR”’ 
Luminaires outstanding values in com- 
mercial fluorescent lighting. 


Mitchell Manufacturing Company, Dept. 1-L 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Send full data on MITCHELL “Lodestar” Luminaires. 
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4200 SERIES 
ENCLOSED 
FLOODLIGHT 


the 


Double parabola reflector design for 
highest efficiency 
Gasketed with the finest materials to 


Rotates for safe servicing from rear 
with a positive rotation stop—permit- 
ting accurate return of unit to preset 


assure positive weather-proofing position 
Stainless steel lens retaining ring se- Simplified wiring—sealed—cord attached 
curely hinged—nothing to slip or fall —cannot pull out 
Spring latches assure a compression Heavy-duty mounting bracket galva- 
seal against moisture between lens as- nized to withstand weathering 
sembly and reflector 
Revere lighting equipment has become the standard of comparison with quality buyers every- 
where. The name stands for engineering skill, careful and efficient design and excellent work- 
manship. 
Vhese factors help you sell your dealers more readily and you will reap more sales because 
the popularity of the Revere Line makes every unit move fast. 


Vor detailed information on Revere Lighting Equipment get in touch with us 
at once. A local representative will call on you to render personal service. 


REVERE ELECTRIC MANUFACTURING CO. 


6011 BROADWAY ~ CHICAGO 40, ILLINOIS 


WE COVER THE FIELD WITH A COMPLETE LINE OF... SERVICE STATION ¢ AIRPORT ¢ 
SPORTS ¢ STREET ¢ OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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TO BEND . . . flexible 
and strong 


HANDLE... 
stripping 


COLUMBIA 


A.B.C. Armored Cable 


The Safe, Economical, Grounded, 
Steel Covered Wiring System 


Flexible, strong and easy-to-handle,Columbia 
AB.C. Armored Cable is galvanized to resist 
corrosion. Rubber covered conductors mean safe, 
dependable wiring. And, Columbia gives you the 
kind of service that keeps your jobs “on-schedule.” 


Approved by Underwriters Laboratories 


Columbi CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 


255 Chestnut St. Brooklyn 8, N. Y. 
Sales Representatives in Following Cities: 


Cincinnati, Ohio Giassport, Pa. mM . Minn. Portiand, Ore. Thornwood, N. Y. 
Dolias, Tex. Houston, Tex. New La. St. Lowis, Mo. Tulsa, Okla. 
Denver, Colo. Kensas City, Mo. New York 4 San Francisco, Calif. 

Mich. Angeles, Calif. Philadelphia, Po. 


Seattie, Wash. 


NON-METALLIC SHEATHED CABLE E. M. T. A.B.C. ARMORED CABLE FLEXIBLE STEEL CONDUIT 
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New 
Industrial-Commercial 
Fluorescent Fixture Line! 


New Sylvania I-C Fixture 
with 45° x 45° louvered 
shielding 


Showing I-C 
Fixture with 
type reflector 
providing 45° 
crosswise 
shielding 


Quality built and packed with 
these advanced features: 


45° x 45° Louvered Shielding—Direct Glare 
is kept to a minimum when 45° x 45° 
louver shielding is used. 


60% -40% Distribution — Distribution from 
1-C fixtures is 60% downward and 40% 
upward, providing a strong direct com- 
ponent for high levels of illumination. 


Versatile and rugged, too! — Channels are 
die-formed of 20-gauge steel. Made with 
extra knockouts to provide flexibility of 
installation. Designed for individual or 
continuous-row installations, pendant or 
surface mounting. Metal parts Bonderite 
treated to resist deterioration. Channels, 
louvers and steel panels finished in Syl- 
vania’s high-temperature baked Mira- 
coat, providing 86% reflectivity. 


T-17 Low Brightness Unit — The 1-C line has 
been designed to accommodate the 40- 
watt 60-inch T-17 low-brightness lamp, 
meeting the need for a unit with minimum 
shielding. Combines low brightness, com- 
fortable illumination with high efficiency 
and easy maintenance. 


New from every angle! 


@ Now Sylvania comes forward with the new I-C series .. 
the most sales-winning lighting fixture line ever offered. 

It’s another high quality Sylvania line, including today’s most 
wanted features. Amazingly versatile, too, with 4, 5, and 

8 foot units specifically designed to meet the lighting needs of 
offices, stores, schools and factories. Ideal for critical 

seeing tasks such as those encountered at printing plant 
composing stones or in the machining of specular metals. 

And, it’s a right-priced line to help you win good 

business and good profits ... for both industrial and 
commercial applications. 

Remember, this Sylvania I-C line is designed, built and 

tested and fully guaranteed for one year by Sylvania. For 
detailed information see your Sylvania representative or write 
directly to: Sylvania Electric Products Inc., Dept. 3X-2611, 
1740 Broadway, New York 19, N. Y. 


SYLVANIA 


LIGHTING « RADIO - ELECTRONICS - TELEVISION 


tn Canodea: Sylvania Electric (Canada) Ltd 
University Tower Building, St. Catherine Street, Montreal, P. Q, 
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General Cable 
UPERSHEATH 


FOR ALL POWER and CONTROL APPLICATIONS 


“</ Whatever your electrical wiring needs — 
power, lighting or control—they can be easily 
and efficiently handled by General Cable 
SUPERSHEATH ‘'Triplets."’ 

SUPERSHEATH “Triplets” 
Type USE—THERMAX W insulation with NEO- 
PRENE jacket for direct earth burial service 
entrance. 
Type RHWN—THERMAX W insulation with 
NEOPRENE jacket for aerial, duct, conduit and 
direct earth burial applications. 


Type GN—GENCORONE (corona resistant) in- 
sulation with NEOPRENE jacket for medium and 
high voltage applications—all types. 


For quick, dependable information on how the 
SUPERSHEATH ‘'Triplets’’ can solve your wiring 
problerns, for new installations, e.pansion and 
modernization, call your aearest General Cable 
representative today. 


Other Principal Products Made for Utilities Include: 


Rubber and Plastic Power and Control Cables—Rubber or GEN- 
CORONE (corona resistant) or plastic insulated with braided, 
leaded, and armored finish. 

Bore Wires —Regular and TENSILOK copper, all aluminum and 
A.C.S.R. conductors. 

Weatherproof Wires—OK, PEERLESS textile covered, TIP-TOP neo- 
prene covered, polyethylene covered; with regular or TENSILOK 
copper, copperweld, all aluminum, or A.C.S.R. conductors. 
Service Drop Cables—Copper or aluminum conductor—ENTERITE, 
Type SD, PEERLESS and aerial messenger types. 

Service Entrance—SUPERSHEATH type USE, SE style U, SE style A 
Series and Multiple Street Lighting Cables—buried, duct, or ceria! 


(mast arm or arc drop) rubber, GENCORONE or polyethylene or 
plastic insulated with leaded or neoprene jacket finish 

Paper Power Cables—solid, low pressure gas, and oi! filled with 
leaded, neoprene over lead and armored finish. Pipe types (high 
and low pressure) oil and gas filled 

Asbestos-Varnished Cambric, and al! asbestos station and control 
cables. 

Varnished Cambric—power, control, apparatus and station cable, 
with braided, leaded, or interlocked steel tape, bronze, and alu- 
minum armored finish. 

GUARDIAN Rubber and Plastic Building Wires 

Tree Wire ...and other types 


GENERAL CABLE 


a o Rr A o 


Executive Offices: 420 Lexington Avenue, New York 17, N. Y. * Sales Offices in Principal Cities of the United States 
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O MOST TREMENDOUS ADVANC 
SINCE Stab-Fok WAS INTRODUCED 


New MAGIC “E” saves space, time, money... boosts sales 


MORE THAN 15 MILLION STAB-LOKS have been 
installed in three short years. And now Federal Noark’s 
Magic “E” slots in Stab-lok bus bars multiply your customers’ 
opportunities to install Stab-lok and save space, time and 


money, as well! 
The Magic “E” slots and sequenced bussing that are 


now standard in many Stab-lok enclosures are designed to 


accommodate: 


STAB-LOK CIRCUIT BREAKERS TYPE NC. One-half 
(a)—Single and double pole (simultaneous trip) Stab-loks inch wide ... two can be inserted in place of one 


Type NA; Type NA. Made in 15 and 20 amp. capacities. 


(b)—The new space-saving Stab-lok breakers, Type NC. 
These new breakers come in 15 and 20 amp. capaci- 
ties. They are half as wide as the Type NA... two 
NCs can be inserted in place of one NA. 


The flexibility and widespread combinations of individual 
pole breakers thus made possible are simply amazing. In 
addition, smaller enclosures can be installed with ample 
capacity for future circuit expansion; older installations can 
be expanded by simply removing the interior and replacing 
it with the Magic “E”. 

Get ready for the big increase in Federal Noark Stab-lok 
sales. And write for the new Magic “E” booklet that gives 


you the whole story of Stab-lok’s tremendous improvement. STAB-LOK CIRCUIT BREAKERS TYPE NA. The 


Bede original Stab-lok. Single and double pole (simul- 
Federal Electric Products Company, 50 Paris St., Newark taneous trip). Made in standard range of 15 to 


5, New Jersey. 50 amps. 


Federal Noark products: Stab-lok Circuit Breakers, 
Motor Controls, Safety Switches, Service Equipment, Indus- 
trial Circuit Breakers, Panelboards, Switchboords, Control 
Centers, Bus Duct — Pacific Electric Manufacturing 
Corporation products: High voltage circuit breakers and 
power switches %& Soles offices in principal cities. 
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ENJOYING THEMSELVES after the day's business are M. A 
Max A. Ei Hardware Mont 
Gardon Hunt, Electric 


FRED H. DENDY, SR., Electrical Wholesalers, Inc, Atlanta, 
treasurer; M. L. Tice, executive vice president; Cecil J. Mat- Snetman and 
thews, Electrical Supply Co., Birmingham; and SEWA President gomery, Ala, and Mr 


enberg, Loet 
Hunt and |. G 


W. Harold Butt, Butt’s Electrical Supply Co., Charleston, S. C. 


Supply, Inc 


High Point, 


SEWA Elects Buchan President 


NEW VICE PRESIDENT, Ben S. Weil, 
Mayer Electric Supply Co., chats with 
new president, B. F. Buchan, Southern 
States Supply C« 


TLANTA, GA.—B. F. Buchan, pres- 

ident of the Southern States Sup- 
ply Company, Charlotte, N. C., has 
been elected President of the South- 
eastern Electrical Wholesalers Associ- 
ation for 1954. A recent meeting at a 
closed business session in Atlanta also 
elected Ben S. Weil vice president. Mr. 
Weil is president of Mayer Electric 
Supply Company, Inc., Birmingham, 
Ala 

Fred H. Dendy, Sr., president of 
Wholesalers, Inc., Acianta, 


was re-elected treasurer. M. L. 


Electrical 
Tice 
was re-elected executive vice president 
New officers will assume their duties 
after the Fourth Industry Day meeting 
to be held at the Atlanta Biltmore 
Hotel January 14-15 

e Association Business—The meet- 
ing in Atlanta was devoted entirely to 
association business. This was done so 
that this phase of work would not take 
up valuable time at the annual Indus- 


@ Profit preserving steps 
are discussed at a closed 
business session 


@ See need for holding 
meetings in the various states 
trading areas 


@ Fourth Industry Day to 
be held in January, 1954 at 
Atlanta 


try Day meeting. Opinion was general 
that a need exists for holding meetings 
in the various states so that members 
in each particular trading area could 
discuss problems particular to them 

The afternoon session was devoted 
to a discussion of the best profit pre 
serving steps for an electrical whole 
salers to take if confronted by a period 
of declining sales volume, reduced 
gross Margin rates and increasing ex 
penses. The latter to include pay roll 
rates; also, if there is an inventory out 
of proportion to reduced sales volume 
and slower collection rate in receiv 
ables. 
e Self-Examination—The keynote of 
the discussion was “Now Is the Time 
for Self-Examination.” The following 
items were suggested 

1—Comparison with the U. S. De- 
partment of Commerce figures, pub 
lished =monthly 
WHOLESALING, to see whether the in- 
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by ELECTRICAL 


DISCUSSING proble 
Morgan, Sr., Morgan 
C and]. D 


Ele trie 


Electric 
arson, Kingsport 


Supply 
Ben” 


Meeting lasted one day 


dividual wholesalers sales volume 1s 
keeping pace with the industry in his 
region 

2—A survey of the potential cur 
rent buying powe! of customers, active 
and prospective, as a basis for equita 
ble assignment to salesmen pro 
ductive sales effort 


»——Better selection, training and 
replacing employees, especially super 
visors, and the weeding out of the in 
efficient 

i.—Close study of fair standards of 
work production in clerical, warehouse 
and service shop jobs and comparison 
of actual production with these stand 
ards 

»—Re-examination of salesmen 
and specialist commission or salary 
bonus plans to be sure they are fair 
and thoroughly understood and work 
both 


Development of incentive or 
extra compensation plans for other key 


able in boom times and reces 
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DRY TYPE TRANSFORMERS 
ANOTHER 


OMPARISON TEST! 


If you're one of those fellows who has said ‘‘All transformers p T 
are alike because they look alike'’ — then here's some sur- 


prising news for you. ACME 
t isn't often that a comparison test can be made on ‘‘identi Cesena Transformer 


cal’ transformers as produced competitively. A complete and 
thoro comparison requires special facilities and testing equip- °¢ (Resistonce Method) 
ment to obtain unbiased information. But here's a comparison Primary copper 65.2°C. 124°C. 
test made under conditions that determined every factor. Secondary copper 80.1°C 124.5°C 
Note for example that the Acme Electric transformer has an Lamination 
81% lower temperature rise on the primary windings; 65% (Thermometer) gl 86° C. 
less temperature rise on the secondary windings; 20% less 

temperature rise on laminations. impedance 4.5% 
operate cooler — and that's better. Then note that the im- Net Weight Pounds 120 163 
pedance of ‘'X"’ transformer is almost 100% more than the 100%, Penetration Se mantiation 
Acme Electric transformer. In addition the Acme Electric trans- Varnishing (Baked) Pdhan air dry 
former is 261 % lighter, less bulky. This comparison proves Dolphs Pulmerizing motor varnish 
positively that purchasers of Acme Electric dry type transfor- 
mers are getting more value as compared to the engineering Outdoor Yes Yes 
design, the high quality materials and the performance. Construction 


If you want to be proud of the transformers you sell your Type of Internal Approx. 


customers, write today for details about the Acme Electric line. hesuletion 100% Class B 85% Class B 
15% Class A 


Type of Insulation Class A Class A 
on Lead Wir UL Type AVA (Rubber with 
Asbestos Var-Cambric} cotton braid) 


Primary & Secondary 


Lead Supports Ves Hone 


Double — 2 on each 
side, 1 on bottom 
none on back 


Double — 2 on each 


Knockouts side back & bottom 


Diagram name plate Yes No 


NEMA Standard 


Labeling on Leads Yes Yes 


Smooth Finish Rough crackle 
Paint 1 coat primer finish 
2 finish coats No primer 


Enclosed wood box, 


unit securely bolted Wone 


Packing 


*NEMA SPECIFICATIONS — TR 1-20 Limits of Temperature 
Rise 80°C. maximum. 


MASA SPECIFICATIONS —C57.22 Methods of Loading for 
Temperature Tests, Figure 22.100a 


° ACME ELECTRIC CORPORATION 
<i> Floetric Main Plant: 6711 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Blvd., Los Angeles, Cal. 


In Canada: ACME ELECTRIC CORP. LTD. 50 North Line Rd. ® Toronto, Ont. 
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employees of the company. 

6.—Adequate and up-to-date stock 
records as a basis for maintaining ade- 
quate stock but close control to pre- 
vent over-buying or speculation 
Prompt disposition of overstock and 
obsolete items by incentive commis- 
sions, at least 5 per cent. Close follow 
up on accounts overdue or likely to 
result in losses 

7.—Checking to see that improved 
building facilities, arrangement and 
equipment have actually resulted in the 
prospective economies for which they 
were purchased. 

8.—Analysis of weak spots in sales 
volume by commodity lines, inade- 
quate gross margin rates, especially in 
commodities with low unit value sales, 
and on large orders taken at margin 
rates inadequate to cover multiple fol- 
low-up, billing and carrying the ac- 
count. 

Members of the Board of Governors 
named for 1954 include: Alabama— 
Roy R. Morgan, Sr., Morgan Electric 
Supply Co., Gadsden; Florida—Manuel 
Goldstein, Jax Electric Supply Co., Inc., 
Jacksonville; Georgia—A. E. Marshall, 
Georgia Electric Supply Co., Augusta; 
North Carolina—Joseph G. Hunt, 
Electric Supply Inc., High Point; South 
Carolina—Louis G. Sullivan, Sullivan 
Hardware Co., Anderson; Tennessee— 
Harry C. Conner, Summers Hardware 
& Supply Co., Johnson City; At-large 

‘Ralph W. Thurman, Thurman- 
Logan Electric Supply Co., Chatta- 
nooga, Tenn. 


92,000 Housing Starts 
Total For September 


WASHINGTON, D. C.—Housing 
starts totaled 92,000 in September. 
This was 2,000 less than in August and 
8,800 under the September 1952 figure. 
The decline this September occurred in 
private housing, which dropped by 
1,000 units to 89,000 

On a seasonally adjusted basis, pri- 
vate housing was being started in Sep- 
tember at an annual rate of 990,000 
units, compared with 970,000 in Au- 
gust and 1,102,000 in September 1952. 

Public housing declined steadily dur- 
ing each quarter of 1953, and by the 
end of September totaled 32,700 new 
units. This was a drop of 33 per cent 
from the first three quarters of 1952 
Because of the decline in public hous- 
ing, the overall volume of housing 
starts thus far in 1953 (863,400 new 
units) was slightly less than the 
January-September 1952 total. 
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LOOKING OVER their display at the recent | ES. National Technical Con- 
ference, publicizing next year’s conference in Atlantic City, are electrical 
distributor Ted Lauer (center), Rumsey Electric Co, Phila; A. S. Turner 
(left). General Electric Co.: D. D. Lees, Atlantic City Electric Co. All are 
members of the host Philadelphia |.E.S. section and hold 1954 conference 
committee chairmanships. Turner is chairman of the executive conference 
committee; Lauer, chairman, entertainment committee; Lees, chairman, at 
tendance and publicity committee 


SYLVANIA ELECTRIC PRODUCTS INC. had the best designed fixture in 
the Second National Electrical Industries Show's industrial division, according 
to judges Morris Lapidus (right) and Francis Gina (left). V. F. Bangert of 
Sylvania is congratulated before the winning exhibit 


LITECRAFT MANUFACTURING CO. was chosen for having the best de 


signed fixture in the commercial division at the Second National Electrical 


Industries Show. The judges were a committee of leading New York architect: 
headed by Morris Lapidus (right) and Francis Gina (left). Litecraft’s Simon 
R. Labatt is pictured with them. Show ran Sept. 29 through Oct 
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BILLBOARD CAMPAIGN plugs not only the manufacturer's 
such billboards have been started in one 


Inc., Canton, Mas: 


also the wholesaler. Already eight 
city by the Plymouth Rubber Co., 


product, but 


Stated on each one is 


the following, ‘Distribution through legitimate wholesalers means service and 


economy 


RECENTLY EXPANDED FACILITIES of the General Electric Supply Company, 


St. Louis, Mo 


included a five story warehouse and office building located 


at 2467 Locust St. Standing before the building are (left to right): E. L 


Devoti, W. F. Henley, F 
and A. Shirley 


Gesco, St. Louis, 
Expands Facilities 


ST. LOUIS, MO—The General 
Electric Supply Company, 2654 Locust 
Sct, has leased an adjoining warehouse 
and ottice building for a period of 12 
years. The move increases the com- 
pany's facilities by 35,000 sq. ft 

A complete remodeling program 
will begin shortly. Mr. D. J. Cossaart 


district Manager, states that the addi- 
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White, R 


J. Brown, D. J]. Cossaart, |. A. Hedges, 


tional space and remodeling will en- 
able the company to efficiently handl« 
the vast increase in its business growth 


Platt Electric Supply 

Opens In Portland 
PORTLAND, ORE.—The recently 

formed Platt Electric Supply, Inc., has 

its offices and warehouse located at 103 

NOW. Lith, corner of Couch St. The 

firm is equipped with a complete line 


(Continued on page 127) 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of your 
important customers 


ADS LIKE THESE every month 


_. plus DIRECT MAIL 


. plus PRODUCT SAMPLING 
i them 
explain and point out to 


& B product features. 

THEM, TOO, that T&B 

are available only 

. our authorized 
1312 


REMINDS 
products 
from you 
distributor. 


Genera! Sales Manoaer 


The THOMAS & BETTS CO. 


Incorporated 
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really liquid-tight with 
NEW T&B Connectors for 
liquid-tight flexible metal conduit 


PLASTIC GRIPPING RING 


Seamless, pliable, oilproof plastic 
forms perfect seal with plastic con- 


Seal out all moisture, oil, and corrosive fluids with 

this easy-to-install, self-grounding connector ...a 

connector specially designed by Thomas & Betts for 
‘ liquid-tight flexible metal conduit. 


4 sheath 
rotects conduit sheath against 


2mage 


Just push conduit into connector body and take 
up on gland nut until blue plastic ring appears. No 
need to disassemble connector. No twisting of con: 
duit. Same wrench fits both body and gland. 


i? = WY Integral tapered body wedge positively grounds 

\ J 

\\ Vr: metal conduit armor. Plastic-to-plastic seal between 
ee ( gripping ring and conduit jacket makes tight leak- 
proof connection. Straight connectors, 45° and 90° 

INTEGRAL TAPERED BODY WEDGE elbows available for conduit from X” to 2”. 

tive ground for metal conduit 

ts all thicknesses and convolutions : . 

n standord liquid-tight flexible 77 

metal conduit ) 

Grounding member integral with 


\ 


body 


CINCH TO INSTALL — 


Cut conduit square Loosen gland; push conduit Tighten giand until blue sealing ring 
to desired length. straight into fitting. appears. Body and gland same hex size. 


LOOK FOR THIS SIGN— Bitadbiiiiid it’s THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical needs. 1327 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P. Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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ews Notes 


rom N.A. 


AREA MEETINGS 


A large attendance of members 
for the series of NAED 
area meetings conducted during the 
month of October at 
Omaha, St. Louis, Houston, New Or- 
leans and Atlanta. Your reporter repre- 
sented the association's headquarters 


turned out 


Minneapolis, 


at all of these meetings and executive 
director Charles G. Pyle was also pres- 
ent for the New Orleans and Atlanta 
meetings. 

The 
cluded subjects of vital 
members in both the Appliance and 
the Apparatus and Supply Divisions 


program at each mecting in 


interest to 


and members learned first-hand of 
some of the proposed programs and 
plans which the association is prepar- 
ing to offer the membership in the 
near future. 

A feature at these meetings was a 
special report on the Electric House 
wares Index by Walden Johansen of 
This Week Magazine, originators and 
publishers of this industry index. The 
report was based on the experience in 
the sale of electric housewares reported 
to This Week by 600 NAED mem- 
bers, and 28 of the leading manufac 
turers in this field. The trading area 
data which was presented proved to be 
very interesting to every 
the meetings. 

Members of the association's Board 
of Governors from the respective areas 
acted as 
meetings. 

J. M. Vilett of the Northland Elee- 
tric Supply Co., Minneapolis, acted as 
chairman of the Twin Cities area din- 


member at 


chairmen at the various 


ner meeting held at the Minneapolis 
Athletic Club in Minneapolis on Oc- 
tober 6th. 

At the area luncheon meeting held 
on October 8th at the Blackstone 


E. D. 


By Alfred Byers 


Executive Secretary 
National Association of Electrical Distributors 


Horel, Omaha, Nebraska, H. G. Carl- 
son of the Electric Fixture & Supply 
Co., Omaha, presided. 

The St. Louis area meeting at the 
Sheraton Hotel, St. Louis, on October 
12th began at 3:00 P.M. and lasted 
well into the evening with cocktails 
and dinner being served. L. E. Barrett, 
Barrett Electrical Supply Co., of St. 
Louis, and Vice President of NAED 
and Chairman of the Apparatus and 
Supply Division; and Mr. H. S. Schiele, 
Artophone Corporation, also of St. 
Louis, and Vice President of the Asso- 
ciation and Chairman of the Appliance 
Division, acted as co-chairmen at this 
meeting. 

An additional highlight at the Twin 
Cities and St. Louis meetings was a 
talk by F. Lee H. Wendell, of A. T 
Kearney & Company, Chicago, whose 
firm of management counselors is used 
by members of the association on an 
individual contractual basis. Mr. Wen- 
dell explained the nature of the man- 
agement consulting service and, while 
this service is arranged by members 
individually, Mr. Wendell’s discussion 
of management problems of electrical 
distributors in general proved very in- 
teresting. 

The Texas area meeting was held at 
the Rice Hotel, Houston, on October 
5th, beginning with luncheon. Lee H. 
Wendell also addressed this meeting 
for the benefit of the members in the 
Texas area. Unfortunately, board mem- 
ber J. A. Walsh, J. A. Walsh Company, 
unable to attend and 
preside at this meeting. 

At the New Orleans area dinner 
meeting held on October 21st at the 
New Orleans Country Club, Ned A. 
Breitenmoser of the Lighting Fixture 
& Electric Supply Co., Inc., New Or- 
leans, and the member on the board 


Houston, was 


from this area, presided. An extra fea- 
ture of this meeting was a talk by 
Louis M. Nichols, consultant to the 
NAED Operating Cost Committee and 
author of the recently published, “A 
Guide to Profitable Management.” Mr. 
Nichols discussed with members finan- 
cial management problems of current 
importance and answered many ques- 
tions regarding individual members’ 
particular operations. 

An excellent attendance also turned 
the Atlanta area luncheon 
meeting which was held at the Bilt- 
more Hotel, Atlanta, on October 30. 
B. S. Gambill, Braid Electric Co., Inc., 
Nashville, Tenn., and Mr. L. E. Salmon, 
Tennessee Valley Electric Supply Co., 
Memphis, Tenn., are the members of 
the Board of Governors from this large 
area of NAED’s membership. 

The results of the area meetings held 
during the month of October have 
been very gratifying and more meet- 
ings of this type are being scheduled 
for other areas in the near future. The 
next area meeting which has already 
been arranged, and at which a large 
attendance is expected, is to be held 
at the Charlotte City Club, Charlotte, 
N. C, on November 18, 1953, at 
3:00 P.M. 


out for 


BOARD OF GOVERNORS MEETS 


NAED’s Board of Governors held 
its fall meeting at the Grand Hotel, 
Point Clear, Ala., October 26 through 
28. In addition to highly important 
association matters in both the appli- 
ance and the apparatus and supply 
fields, the board also was presented for 
consideration several new projects for 
the undertake. There 
was great interest on the part of the 
board in the new projects which were 


ASSOC lation to 
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recommended, and the entire member- 
ship is expected to be advised at an 
early date of these new services which 
will be available. It was felt that many 
of these services will have great effect 
in improving the electrical distribu- 
tor’s efficiency of operation. 


PACIFIC ZONE HOLDS FALL 
MEETING 

Congratulations are certainly in or- 
der for Sam Scott, chairman of 
NAED’s Pacific Zone, and R. A. Bal- 
zari, executive secretary of the associ- 
ation’s Pacific Zone, for the excellent 
fall meeting arranged for members on 
the West Coast, October 12-14. The 
meeting which was held at the Hotel 
del Coronado, Coronado, Calif., drew 
an exceptionally large attendance and 
featured many outstanding speakers 

Among those from the East who ap- 
peared on the program were the asso- 
ciation’s executive director, Charles G 
Pyle; NAED’s Counsel, Kendall B 
DeBevoise; and W. G. Peirce, Jr., past 
president of the association, who ap- 
peared on the Appliance Division pro- 
gram during the meeting 


SALES BOOSTER PROGRAM 

Because of the death of Mr. Albert 
Pfaltz who fathered and carried on 
NAED’s Sales Booster program, this 
program has necessarily been dormant 
for some months. However, this pro- | 
gram has now been re-activated and 
members of the association will soon 
begin receiving the first of a series of 
new Sales Boosters designed to help 
the distributor in aggressive selling 
campaigns and to recognize the great 
potential markets in many areas. The 
initial Sales Booster will deal with the 
all-electric kitchen market and will be 
released to members of the 
tion's Appliance Division in the very 
near future. This highly valuable sales 
promotion aid for members’ salesmen 
is now being carried on by A. A. 
Hoehling, successor to Albert Pfaltz as 
Public Relations Manager of the asso 
ciation. 


associa- 


Reduce Selling Expense 
(Continued from page 89) 


actual cost and may have canceled out 
whatever profits the orders carried 
Checks in other territories disclosed 


similar Cases. Management decided that 
whatever sales might be lost by weed- 
ing out unprofitable accounts would 
be more than offset by lower costs and 
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ANCHORING and 
DRILLING DEVICES 


When making Fastening s to masonry 


ARROFIUTE CARBIDE MASONRY DRILL /7) 


LAG SCREW EXPANSION SHIELD \k 


SPRING-TYPE 
TOGGLE BOLT 


TWO WING 


A.C-E EXPANSION SHIELD 
SPRING 


HEAD 


ARR 


= 


RRO 


Ear 


ARR 


STEEL TOGGLE BOLT 

DOUBLE EXPANSION SHIELD 
RIVETED HEAD 

TOGGLE BOLT 
< 


LITTLE MAJOR TURNBUCKLE 


FOUR POINT HAND STAR DRILL 


O-E EXPANSION SHIELD 


ARRO 


MACHINE SCREW ANCHOR 


THREE-POINT ORILL POINT 


— 


FOUR-POINT 


> 


STUD BOLT ANCHOR 


DRILL POINT 


POINT 


LEAD SCREW ANCHOR — TWIST DRILL 


RUBBERGRIP 
DRILL POINT HOLDER 


MAL-LEAD BOLT ANCHOR 


Sold Through Distributors only 


ARRO EXPANSION BOLT COMPANY 
1440 Boone Ave., Marion, Ohio 
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@ Above, the attractive neu 
Belt-Air Wall Panel Fan 


@ Right, the new, highly ver- 
satile “Buffalo” Type "NV" 
Heavy-Duty Design 80 Pro- 
peller Pan 


INSTALL 


—and sure 
to perform as 
specified 


NEW “Buffalo” 


BELT-AIR and BREEZ-AIR FANS 


Major design changes in both wall panel 
Belt-Air Fans and Breez-Air Attic Fans 
provide: (1) higher capacities at lower, 
quieter speeds and lower power con- 
sumption, (2) fan operation at any 
angle from horizontal to vertical, shaft- 
up, because of a new sleeve bearing de- 
sign on fan shaft, in 24”, 30” and 36” 


sizes; (3) quieter operation than ball 
bearing designs. Write for details on 
these Fame easily installed package 
fans. Like all “Buffalo” Fans, their in 
stalled performance is as good or better 
than “on paper’—and that means more 
satisfied customers for you. 


NEW “Buffalo” Heavy-Duty PROPELLER FANS 


Talk about flexibility—you can operate 
these husky 4-bladed fans on either free 
air delivery or against pressures up to 
1” with very stable performance and 
high efficiency. Pick either Direct or 


V-belt Drive, in sizes from 24” to 84”, 
or 4,000 cfm to 90,000 cfm—a range of 
easily installed fans to handle any job 
youll run into—to perfection. Write 
TODAY for Bulletins! 


First For 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. 


BUFFALO, NEW YORK 


PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS 
BREEZ-AIR ATTIC FANS 


BELTED VENT SETS 
“L’’ BREEZO FANS 


BELT-AIR FANS 
“NV” BREEZO FANS 


increased business from new sources 
Six months’ experience with a more 
proved them 


selective sales 


right 


Making Unprofitable Accounts Pay 


But regardless of surveys, there are 
some definite steps you can take 
through your own initiative to bring 
more accounts from the red to. the 
black side of the ledger 

In the case of large accounts with 
too many “emergency” small orders 
(each very costly), persuade buyers to 
revamp their buying policy so as to 
anticipate requirements farther ahead. 
A few adroit questions will probably 
bring out that your Customer is aware, 
in his own business, of the penalties 
for handling and processing small or- 
ders. If so, he will probably be aware, 
too, that where these small orders be- 
come chronic, management in many 
cases has adopted a policy of service 
charges and other price differentials to 
make up for the extra expense in- 
volved 

When considering small accounts 
with good growth potential, you have 
an opportunity to take a constructive 
step which will benefit you for years to 
come. Once you have determined the 
dollar value of the order necessary to 
cover the cost of servicing a small ac- 
count, try to establish that amount as 
the required minimum when taking 
orders. Show the customer that small 
orders are expensive for him, too; 
point out how he can avoid bookkeep- 
ing and accounting entries on many 
little invoices by saving the items and 
lumping them into one profitable ship- 
ment 

Both small accounts with potential 
and promising new accounts are usu- 
ally eager to adopt any measures which 
will shave costs or realize other bene- 
fits. 

With small accounts having little or 
no potential for growth and which are 
obviously unprofitable to handle, a dis- 
cussion with management on overall 
sales policy might be necessary before 
action is taken 


To Get More for the Expense Dollar 


The road to advancement in the 
selling profession was never wider and 
clearer than it is today for the salesman 
willing to work with his head as well 
as his feet. In spite of continued good 
business in most lines, that business is 
costing too much to get. Voluntary re- 
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luction of expense by a salesman puts 
the finger on a man who knows how to 


manage his business and doesn't wait 
to be told. It identifies him as potential 
timber for supervision and manage 
ment on a higher level. 

Such a salesman has tound through 
better time management how to add 
one or two more calls per day to his 
chedule, thereby sharply reducing his 
cost per call while at the same time 
picking up worthwhile new business 
He ts also alert to the following steps 
tor better selling, and uses those which 
apply to his situation 

: e Cuts travel ume by proper rout 
ing and eliminating of back-tracking 
wherever possible 

e Fine-combs every sales area by 
calling on every prospect in it before 
leaving. Cream-skimming days are over 

e Eliminates long-jump remote ac 
counts where unprofitable; or builds 
up business around them so that the 
whole area becomes profitable 

e Concentrates more time on areas 
containing the greatest potential busi- 
ness. This does not necessarily mean 
metropolitan areas. Many country sec 
tions have less competition 

e Spends more time with large ac 
counts where sales of present lines can 
be increased and additional lines intro 
duced. 

e Never makes a call without a 
definite objective. Has business 
building plan to offer on every call. 

e Sells to satisfy a buyer's needs in 
terms of his business problem, not the 
salesman’s desire for an order 

e Eliminates many trips to pick up 
small orders by installing a system of 
mail or telephone orders 

e Handles many small accounts by 
telephone, thereby reducing expensive 
personal calls. 

e Plans ahead—for tomorrow, next 
week, next month, next six months 
so as to reach the goal he has set for 
himself. 

Such a salesman will seil more, yes: 
but primarily he will sell better. And 
better selling today is primarily con 
cerned with reducing cost. Any of the 
steps listed will help accomplish that 
purpose. The salesman who operates 
in this way can face the future with 
confidence and satisfaction 


Chicago Names Ward 
CHICAGO, ILL—J. Harris Ward, 


vice president of Commonwealth Edi- 
son Co., has been elected to the board 


of directors of the Electric Association. | 
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Because ‘ : for over 30 years 
EAGLE has made quality products for sale through wholesalers 


only. Whether it is a receptacie, switch, wall plate or fuse 
you hove them all in the EAGLE line of 1400 items 


/ 
NOT ALL FUSES ARE ALIKE! 


ave learned 


surprised what we h 


You would be facturing them— 


in 20 years of manu 


Nevera loose shell. 


Aiwaysa perfect soldered joint. 


* Completely unifor 
PERFECTED autom 


Accurate Calibration. 
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s for Itself” 
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atic mochinery. 


“Speak 


GooD "OK" VANISHES 
use tars UG FUSE 
“O.K."" GLASS PL 
EAGLE 
Cat. No 690 
Listed by Underwriters’ Laboratories 
sT NO MORE THAN 
EXTENSION o ASS PLUG FUSES 
ORDINARY GL 
FLASHERS EAGLE means an organization of trained engineers, produc- 
tion experts and experienced factory employees, quolity- 
%,, conscious. All EAGLE products are sturdily built—aottractively 
yy) boxed. Prices are kept low by 3 modern plants that basi- 
V cally produce all materials whether plastic, screw shells or 
screws 
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WHOLESALERS 
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EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 


CG RECEPTACLES SWITCHES 
j Ce 
ut 
| | 
| DEVICES 
| | “at 
| WALL PLATES 
| is 
| 
| PLUGS 
. 
a 3 pe ae 
BAD 
: 
| 
| 
| a 
fy 
_' an rbecident 
125 
at 


NO DELAY-NO WAITING 


DTX Non-metallic Sheathed Cable 


Flexible Cords — all types 


Fixture Wire — all types 


Military C 


Warehouses and representatives 
in principal cities. General sales 
office: Sycamore, Illinois. Fast 
prompt shipment from factory 
stocks maintained on all items. 


Write for Catalog CO3 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 
of Electrical Wire 


Business Consultants 
(Continued from page 93) 


spot has been removed at a profit. 

The illustration is over-simplified, 

perhaps, but valid. It may be applied 
in much the same manner, for instance, 
to a wholesalers monthly sales analysis 
created from punched cards giving a 
breakdown by salesmen, territories, 
product lines and accounts. In this 
case, the investment might be limited 
to rental of key-punch, sorter and 
tabulator time one or two days in the 
month. But this investment would 
yield an accurate picture of what has 
happened to sales in the past month 
(or six or twelve), permitting the in 
telligent planning of sales efforts and 
attention to weak accounts. The differ- 
ence between profit and loss has often 
been pinned down directly to the ab- 
sence of just such an analysis accurately 
carried out. 
e Greater Variety — Business serv- 
ices generally offer a variety of solu- 
tions to any given equipment or sys- 
tems problem, from the simple rental 
of a machine moved into the client's 
otfice for as long as necessary, to the 
rental of machines and operators in 
business service centers. Remington 
Rand, for instance, maintains a busi- 
ness equipment center in every prin- 
cipal city across the nation, so that very 
few of the country’s thousands of busi- 
nesses are beyond convenient reach of 
the service 

It often happens, however, that the 
obstacle to smooth, satisfactory oper- 
ation is to be found, not in lack 
equipment, but in inadequate systems. 
This is an area where the business serv- 
ice performs an even more important 
function than just the providing of 
machine capacity as needed. 

One of the most common and 
gravating of business headaches is in- 
ventory control and purchasing plan- 
ning, the one hinging on the other 
Many a wholesaler has lain awake 
nights trying to cook up solutions to 
the harassing problems of short sup- 
ply, over-supply, customers irked by 
back-orders, and all the other tradi- 
tional pitfalls of the wholesaling game. 
No one, least of all a business service, 
is foolhardy enough to claim having a 
toolproot, sure-fire method of riding 
herd on inventory 
e Tailor-made Systems—There are, 
however, many varieties of inventory 
control systems, some with built-in 
purchasing control schemes, available 
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to fit operations of all sizes and types 
There are also classification procedures 
and standards intended to serve as the 
basis of Control systems. The business 
service whose business it 1s to know 
and understand them will analyze a 
given situation, take account of its 
peculiarities, recommend the best sys- 
tem and—this is the important feature 

install it without interrupting nor- 
mal business operations, training ex- 
isting personnel to the new system as 
they do so 

This is the great value of the busi 
ness service and it is due to the struc 
ture and background of the organiza 
tion engaged in it. It has on tap trained 
personnel who in short order pile up 
more knowledge of each particular 
field than the average executive is 
likely to acquire in a lifetime. Analysts 
and installation supervisors constantly 
interchange experiences and new de- 
velopments. Many of them 
reached such high levels of judgment, 
analytical skill and ethical responsibil 
ity that they are accorded professional 
standing 

Two points bear repetition: 1) The 
smallest businessman can afford busi- 
ness service (sometimes he cannot at 


ford not to); 2) the most economical 
solutions to serious office bottlenecks 
or procedural malfunctioning are easily 
obtainable from reliable professional 


sources 


NEWS 


(Continued from page 120) 


of wholesale electrical, neon and allied 
supplies. A 12,000 sq. ft. building also 
houses a lighting equipment depart 
ment 

Morris Platt, president and general 
manager, has a record of long service 
in the electrical and neon field. He has 
travelled extensively in the Northwest, 
Canada and Hawaii, and has helped to 
develop numerous products and com 
panies 

Il. Platt, formerly manager of the 
Seattle branch of Gilbert Bros., has 
similar experience in the electrical and 
neon lines and has also travelled exten 
sively in the Northwst 

Harry Nemer, buyer for the electrical 
department, was for many years the 
electrical buyer at Gilbert Bros. Mark 
Schnitzer, manager of the lighting and 
lamp department, helped develop his 
department from a small display room 
to one equipped to handle such jobs as 
the Stare Office Building, Portland, the 
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‘Interrupting Capacity 


“23090 Amperes A. C. 


Interrupting Capacity Rating in excess of 
Underwriters’ Loborotories Stondards is 
established by tests conducted in ac- 
cordance with AIEE Standards #25 on 
Power Fuses ond NEMA Standords on 


Power Fuses. 


SHAWMUT’S NEW TrIi-ELEMENT 
All-Purpose Superfuse 


Here is a newly designed All-Purpose Superfuse. Use it wherever you need 
One-Times, Renewables or Dual Element fuses. Tri-onic is the first low 
voltage fuse with a published interrupting capacity of 25,000 Amps. at 
rated voltage for fuses. This is 15,000 Amps. more than required by 
Underwriters’ Laboratories Standards for fuses. 


TRI-ONIC, THE NEW TRI-ELEMENT SHAWMUT SUPERFUSE COMBINES: 


a 1. HIGHER I.C. 25,000 Amps. @ 250V and 600V. 

— a — It can handle short-circuits 2'9 times larger than 

639 peat Vom ‘LY ordinary fuses. Tri-onic expands fuse application 

it into the 25,000 Amp. zone with the same interrupt 

ing rating and time-current characteristics as 25,000 

Amp. molded case air circuit breakers. Buy Tri-onic 

| for bus plug-in duct, bus-ways, feeders, motor 
control panels and branch circuits 


2. LONG TIME DELAY, based on heat absorption 
principle, permits Tri-onie to safely start heavily 
loaded motors without blowing. Eliminates need- 
y less “outage” of circuits due to heavy inrush cur- 
——_—____—— rents or load swings. 

A TRI-ONIC FOR EVERY CIRCUIT 

ary 3. COOLER due to Tri-onic’s inherent low resist- 
current ratings, ranging from 119 ANce. 12 losses very low. Blowing t« mperature is 
to 600 Amps. for both 250 ond 600 «=-286°F or 500 degrees lower than that of ordinary 
Volt circuits. For safety's sake insist’ zinc links. Use it for distribution boards, panel 


on Tri-onic. Protect yourself and your ange 
pet ay: motor starting panels, knife and enclosed 
switches, 


Tri- onic) Avabe Ht The 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
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Now there’s a Rawl-Product for top speed 
and safety on every job 


Raw! Lag Screw Shields 


Here is a completely rustproof precision-cast 
lag shield made of a durable alloy. Ideal for 
all masonry fastening, especially where “prob- 
lem masonry” is encountered. Horizontal fins 
prevent shield turning in hole. Tapered out- 
side rings have tremendous biting power. 


Rawl Spring Wing Toggle-Bolts 


For utmost ease in fastening to hollow walls, 
pressed board walls, tile, sheet metal, etc., 
Rawl Toggle-Bolts are unsurpassed. They 
have positive, automatic spring action...are 
rust-proof... assure permanent security for 
fastening or suspending lighting and plumb- 
ing fixtures, cabinets and endless utility items. 


Rawl Handyman Kit 


Everyone — householders, maintenance men— 
will find the Raw! Handyman Kit the perfect 
answer for a thousand and one anchoring 
jobs. The kit, packaged in an attractivesplas- 
tic tube, contains twenty #8 x 1” Rawlplugs, 
assorted screws, screw eyes and screw hooks, 
one of the famous 3-point Raw! Drills, and 
complete installation instructions 


REMEMBER — with the complete Rawlplug line you can meet every anchoring 
requirement of every customer— and Rawl-Products assure lowest installed costs 


and positive, permanent holding power! Write tor all the tacts. 


THE 


271 Church St., New York 13, N. Y. 


| new Bonneville Power Administration 


Building, Portland, and many large 
apartment houses 


W. B. Imholt Elected 
To NAED Pacific Post 

SAN FRANCISCO, CALIF.—W. B. 
Imbolt was elected Pacific zone chair- 
man of the National Association of 
Electrical Distributors at the zone 
group's annual convention 

Governors elected are Irving B. 
Bean, Seattle; E. P. Siegert, Portland; 
and S. W. Scott, Los Angeles. W. M 
Jewell of San Francisco was chosen 
zone Manager 


Quiet Heet Elects Small 

NEW YORK, N. Y.—John D 
Small has been elected executive vice 
president and director of Quiet Heet 
Manufacturing Corp. The company ts 
a subsidiary of Emerson Radio & Pho- 
nograph Corp 


Westinghouse Supply 
Makes New Appointments 
SAN FRANCISCO, CALIF.—Frank 
M. Dunn, district sales promotion 
manager since 1952, succeeds Roy D 
Constable as branch manager of con- 
sumer products for the Westinghouse 
Electric Supply Company in Portland, 
Ore. Mr. Constable is now North 


Frank M. Dunn 


Pacific district manager of consumer 
products with headquarters in Seattle, 
Wash. He takes over from William M 
Jewell who has resigned. 

Mr. Dunn joined the firm in 1950 
as an appliance salesman at Seattle. 
Mr. Constable joined Wesco in 1915. 
He has served in many appliance sales 
capacities in the Pacific Northwest. 
His positions have included branch 
manager of consumer products at 
Tacoma and Seattle, and consumer 
products district sales manager in 
Seattle before assignment to Portland 

Jack Hangauer, an appliance sales- 
man at Spokane from 1947 to last 


(Continued on page 130) 
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CALENDAR OF EVENTS 


National Hotel Exposition 
Trade Show 
Kingsbridge Armory 
New York, N. Y. 
November 9-i3 
Conference booths, dealer-wholesaler pre 
view to discuss neu products, distribu 
tion, sales problems 


National Electrical Contractors 
Association 
Annual Convention 
Saxony Hotel 
Miami Beach, Fla 
November 17-19 
Speakers, meetings, booths, exhi' t's 


Southeastern Electrical Wholesalers 
Assocation 
ith Annual Industry Day 
Atlanta Biltmore Hotel 
Adianta, Ga 
January 14-15, 1954 
Speakers, meetings 


ADJUSTABLE 

Plant Maintenance & Engineering Show GANG FLOOR BOXES 
Sth Annual Show 1-2-3 AND 4° 


International Amphitheatre 


Chicago, Ill 
4984 FLOOR JUNCTION 


January 


Exposition, conferences, technical sesstor BOXES 


North Central Electrical Industries 
Electrical Industry Convention 
St. Paul Hotel & St. Paul Municipal 
Auditorium 
St. Paul, Minn 
March 21-24, 1954 
Trade Show (Electrical supplies - appli 
ances), speakers, meetings, technical s¢ 
sions, panel discussions 


Modern Living Exposition 
Electric Association & Metropolitan 
Home Builders Assn 
Navy Pier 
April 3-11, 1954 
Exhibits, demonstrations (appliances 
radio, TV) 


Triple Industrial Supply Convention 
Waldorf-Astoria Hotel & 
Madison Square Garden 
New York, N. Y 
May 17-19, 1954 
Meetings, exhthits 


Pacific Coast Electrical Association 
Annual Convention 
Hotel del Coronado 
Coronado, Calif. 
May 19-21, 1954 
Speakers, panel discussions, entertain 
ment, banquet, golf, ladies program 


National Assn. of Electrical Distributors 
16th Annual Convention 
Convention Hall 
Atlantic City, N. J 
June 6-11, 1954 
Speakers, committee meetings, contes 


ence booths, awards, ladies program : WIRE 


Radio-Television Manufacturers 


30th Annual onvention Pullman Manufacturing oO. 


Chicago, 4209-1215 JEFFERSON STREET 


June 15-17, 1954 Bi LATROBE, PA. 


Meetings 
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DJUSTABLE Product, have Won 

| dentjs, Jobs 

= Matleay), Ton Clamp. of Ng 

Sizes fo Kis al] *tandarg CONDU! 

oF Cable Clips Can be CLIPS 


go ahead and be a brute! 


Gig portable cords and cables 


Don't worry about oil, acids, alkalies... 
BRONCO 60 Certified has a jacket rich in oil 
and chemical-resistant Neoprene. 

It is certified to contain not less than 

60% Neoprene by weight. 


“ 
| 
Sunlight? Ultra-violet rays? Ozone? 
They can’t break down the 60% Neoprene 
protecting jacket on BRONCO 60 Certified. 


As for heat... Flexibility and life are in 
no way impaired by temperatures as 
high as 167° F. BRONCO 60 Certified 

will not support combustion and 
bears the symbol P116BM to prove it. 


Crushing holds no terrors. 
BRONCO 60 Certified is extra- 
resilient as well as extra- 

flexible because it is vulcanized 
by a unique method exclusively 
Bronco's. It “gives” under impact 
like a super-balloon tire. 


Rough edges and sharp corners 
aren't much of a threat. 

LS In any inhabitable 
Sg factory the edges aren't 
rough enough or the 

corners sharp enough 

to damage tough 

BRONCO 60 Certified. 


A temporary overload 
is not likely to harm 
BRONCO 60 Certified 
because this cable is 
built with a generous 
extra margin of safety 
— electrical as well 
as mechanical. 


WESTERN INSULATED 

WIRE CO. 

Los Angeles 58, 

California 

Sold nationally by 
Distributors 


July, is the new district sales promo 
tion manager. 

Walter A. Matzinger is Southern 
California district apparatus and sup 
plies sales manager. He joined the 
company in 1927 as a salesman. In 
1944, Mr. Matzinger became Los An- 
geles branch sales manager and has 
held various executive assignments 
since. Raymond E. Strate is manager 
of apparatus and supplies for the Long 
Beach branch. He joined the company 
in 1940 

George W. Oliver is consumer prod- 
ucts sales promotion manager in the 
Southern California district. He co 
ordinates sales promotion of household 
appliances and radio and TV receivers 
in Southern California, Arizona, Utah 
and Idaho 


Royalite Names Shaprow 
ROCHESTER, N. Y.—Donald Shap- 
row is sales manager of the Royalite 
Electric Supply Corporation's residen- 
tial lighting department. He recently 
returned to the upper New York state 
distributor after Army service in Korea 


Supreme Court Denies 


Fair Trade Law Appeal 

WASHINGTON, D. C.—The Su 
preme Court has refused to entertain 
appeals concerning the constitutional 
ity of the McGuire Act, passed last 
year. This act provides that fair trade 
agreements would be enforceable 
across state boundaries with respect to 
non-signers where state fair trade 
laws existed 

Affected by the ruling are the fats 
trade laws of 45. states. Texas, Mis 
sourt, Vermont, plus the District of 
Columbia, do not have fair trade laws 

The Supreme Court refused to re 
view the decision of the Fifth Circuit 
Court of Appeals upholding the con- 


HOLDING OPEN HOUSE despite a 
World Series involving two teams in 
their territory didn't faze US. Elec 
trical Supply Co., New York, at all! 
They knew their customers would turn 
ut and they did. Shown here are Phil 
Meyerson (left) Art Hooper and Jack 
Tucker (right 
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PAUL W. MANGAN is now serving a 
NAED field secretary in addition to his 
duties as the association’s convention 
manager. He now devotes a greater 
portion of his time calling on mem 
bers, and prospective members, in the 
interest of closer liaison between the 
membership and the association head 


Quarter 


sututionality of the Louisiana Fair 
Trade Act and the federal McGuire 
Act. The Court also refused to con 
sider an appeal from a ruling by the 
Georgia Supreme Court which had de 
clared the Georgia Fair Trade Law 
null and void. However, special cir 
cumstances enter the Georgia case 
The negative concurrence by the high 
court in the Louisiana case has been 
regarded as decidely more conclusive 

Stare wide fair trade law, legalizing 
vertical resale price maintenance con 
tracts with respect to products with a 
trade mark or brand name, started in 
the 1930's. The California and Illinois 
laws were upheld in a unanimous de 
cision of the Supreme Court in 1936 

Schwegmann Brothers, a New Or 
leans super-market, challenged — th 
non-signers” Clause in 1951 by selling 
liquors at cut rates. The Supreme Court 
decided in favor of the brothers. Th: 
result was the McGuire Act, which 
strengthened the Miller-Tydings Act 
of 1937. That act covered only actual 
signers of price maintenance and not 


the non-signers 


Prescolite Opens 
Pennsylvania Plant 
NFESHAMINY, PA 


Manufacturing Corp. has completed a 


Prescolite 


new plant in this suburb of Philadel 
phia. It marks the second major ex 
pansion of the company within less 
than 18 months. Two plants and the 
home office are located in Berkeley 
Calit 

The new facilities include a com 
plete manufacturing and sales division 
which will service the Atlantic sea 
electrical wholesalers Neshaminy 


was selected because of its proximity 
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electrification 
for HEAVY DUTY 


CRANES and HOISTS 


POWER 
SYSTEMS 


Why let Crane and Hoist wiring endanger workers or be a potential hazard to 

your plant? The new Heavy Duty Feedrail trolley busways give you the safe way 

because: 

They're a built-for-the-purpose system, designed and constructed 
expressly for high amperages. 

2. All current carrying conductors and trolley contacts are protected 
every inch of the way. 


In addition to giving you maximum safety, Heavy Duty Feedrail will readily fit 
your specific application requirements. Its standardized components—accurately, 
ruggedly constructed—make for fast, easy installation. And, you'll find that its 
low maintenance, long life and continuous dependable service are economy 
factors in plant operation. Send for Heavy Duty Feedrail descriptive bulletin. 
Write Dept. W-11 


SOLD BY MORE THAN 1,000 ELECTRICAL 
DISTRIBUTORS FROM COAST TO COAST 


Ezcomes 
FEEDRAIL CORPORATION 


125 BARCLAY STREET © NEW YORK 7.N ¥ 


$32 
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to raw materials. In most cases, it will 
yy be able to furnish overnight service to 
FOR Custom-Quality the company's Atlantic distributors 

: Here’s a fast-moving line The two acre industrial plant has 


WIRING JOBS...SELL for you to stock and sell! been enlarged and modernized com- 


It's complete . . . every type pletely. Initial operations will employ 


y of wireway in demand today, about 50 persons 
y ; plus a variety of versatile Although the Neshaminy plant is 


fittings for any electrical dis- J 
under the personal supervision ot 


: Poe tribution | . Lo i 
WIREWAYS AND FITTINGS ok over this Preston A. Jones who, with his part- 


“All Star Lineup” ... then take : 
steps to line up with Keystone! ner, Wallace D. Runswick, founded 
Prescolite in 1944, the company has 


promoted William B. Epling to resi- 
dent general manager. He was plant 
superintendent at the Berkeley works 
Additional warehouse stocks are main- 
tained in Atlanta, Chicago and South 


FLANGED HINGED COVER — 1’ thru 5’ 
lengths— 214" x 22", 4" x 4", 6” x 6", 8" x 8". 
90" sow ait James F. Magin Elected 
| Square D Vice President 
DETROIT, MICH — James F. Magin 
poet has been elected vice president of the 


JUNCTION BOX TEE” FITTING . 
AND PULL BOX Square D Company. His headquarters 


rt — = are at the Milwaukee plant where he 
the general manager, in the special 


TROUGH COLLAR UNIVERSAL REDUCING CLOSING PLATE UNIVERSAL 


BRACKET HANGER BUSHING DROP HANGER PULL BOX conre ls section 


Mr. Magin, who holds an engineer- 
ing degree from Yale, served in the 
Navy for three years. He began work 


FLANGELESS SCREW COVER—1’ thru 5’ 
lengths—2'" x 214", 4" x 4", 4" x 6", 6" x 6”, 8” x 8". 


“U" CONNECTOR 5 90° ELBOW TEE” FITTING 


AND PULL BOX AND PULL BOX 
CUTOUT AND 
PULL BOXES James F. Magin 


at Square D's Milwaukee plant in the 
production department. After a two 
year assignment there he served with 
the Kollsman division as a member of 


the research engineering staff. Subse- 
quently, he served with the sales de- 
partment at Milwaukee, and later was 
TYPE “A” HINGED i 
COVER SURFACE TYPE SC” SCREW Ol BURNER given assignments to the company’s 


Los Angeles and San Francisco plants. 
There's the picture .. . typical of the versatile, profitable Keystone line. You can ie March 1950 to June 1951, he 
get the whole story, including specifications and prices, from the new Keystone gers J as “4 
catalog, just off the press. Now, while you're thinking about it, drop us a note had charge of a study of pensions. In 
asking for your free copy! You will be under no obligation at all. February 1952, Mr. Magin was elected 
a director of the firm. He is also a 


director of the Waukesha Tool Co. 
KEYSTONE MANUFACTURI , 
NG COMPANY New Salesmen Join 
23328 Sherwood Ave. @ Centerline (Detroit) Mich. Parr Electric 
NEWARK, N. J.—Thomas Glenn 
and James Brennan have joined the 
Parr Electric Company, Inc., as sales- 
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MR. AND MRS. B. G. TONQUEST re- 
lax before heading for golf links fol- 
lowing final meeting of Lake Michigan 
Club at French Lick, Ind. Mr. Ton 
quest, last year’s golf trophy winner, ts 
manager of LaSalle Electric Supply 
LaSalle, Il 


men in the Staten  Island-Hudson 
River, and Ocean-Monmouth counties 
territory respectively. 

Mr. Glenn was previously associated 
with The Thomas & Betts Co. He left 
in 1950 for an agency business in At- 
lanta, Ga. Mr. Brennan, a former para- 
trooper and graduate of Niagara Uni 
versity, was previously with the Gray- 
bar Electric Company, Inc 


Graybar Names Bryson 
SPRINGFIELD, ILL—Harry Bry 


son is manager of the new branch of 
the Graybar Electric Co., in this 
city. He joined the firm as a salesman 
at Peoria in 1937. C. W. Kraich is 
operating manager. He joined the com- 
pany at St. Louts in 1945 


Remington Rand Announces 
Lease Basis Plan 
NEW YORK, N. Y—A compre- 


hensive range of business machines and 
office equipment is now available on a 
lease basis through a new plan an- 
nounced by Remington Rand Inc. 
The new lease plan applies on all 
machine and equipment lines, from the 
simplest card file to the complex elec- 
tronic “brain.” Companies, institutions, 
and governmental agencies may elect 
to use the lease plan for one or more 
of a number of reasons such as 
1.—Where it is deemed advisable 
to refrain from committing large 
amounts of cash or working capital 
2.—A company may want to lease. 
in an extended operation, a whole new 


procedure, without committing itself 
tO a major capital investment before 
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Your choice of a source of supply for 


insulated wires, will very likely be de- 


termined by the ability of the manufac- 


turer to give you a good quality prod- 


uct at a fair and equitable price. More 


important than this, you will want to 


know that you can rely on the manu- 


facturer you select to stand behind his 


jlaims for his products, and to give you that extra measure of atten- 


tion and service that comes only from a personal interest in your 


needs and requirements. 


This is why here at Lowell we are sincerely concerned with our 


responsibility towards the accounts we serve. 


LOOK TO LOWELL INSULATED WIRE . 


for prompt deliveries and good service 


NEOPRENE TELEPHONE MACHINE TOOL WIRES 
DROP WIRE 
PORTABLE AND SPECIAL WIRES 
FLEXIBLE CORD AND CORDS : 


Write for complete catalog, samples and specifications. 

>) 
INSULATED WIRE DIVISION 


| LINCOLN STREET LOWELL, MASSACHUSETTS 


4 
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WHEN 
YOU SELL 


VAP 


YOU SELL 
CUSTOMER 


Satisfaction 


Sales for this protective reflector 
come from sources where protec- 
tion is required for high bay re- 
flector lamps against breakage and 
water damage. 

The reflector lamps have a built-in 
silver reflector permanently pro- 
tected from accumulation of dust. 
Lower part of bulb has a lightly 
frosted surface to reduce glare. 
The Protective Reflector is of 
sturdy steel construction—fin- 
ished throughout in permanent 
porcelain enamel—the exterior is 
standard reflector green—the in- 
side is finished in reflecting white. 
Made in solid neck socket-re- 
flector style as shown or equipped 
with QD interchangeable Socket- 
fitting for mounting on vertical or 
horizontal pipe supports. Has 
keyhole slots for easy attachment, 


removal, or interchange of styles. 


2 


PORCELAIN ENAMELED STEEL 
PROTECTIVE REFLECTOR 


for use with 


HIGH BAY REFLECTOR LAMP 


QUADRANGLE MFG. 


$25. PEORIAST.. 


7, 


conducting a long-range pilot run. 

Equipment may be required only 

for a particular contract or for a special 
program of relatively limited duration 
Under a direct purchase arrangement 
lac mpany often finds itself in the po- 
taking a substantial loss, 
solely because only a certain portion 
lof depreciation on the special equip- 
;ment can be charged against the con- 
jtract or program for which it was re- 
quired. The leasing arrangement, 
therefore, offers direct charge account- 
|ing control in such circumstances. 

The new lease plan contains a pur 
hase option clause under which all 


of 


jer a substantial portion of the amounts 
| paid for rentals may be applied against 
| purchase of the business machines or 


|cquipment at regular intervals 
| 


Norris-Thermidor Buys 
‘Milwaukee Appliance Firm 


LOS ANGELES, CALIF.—Norris- 
Thermidor, Inc., has completed ar- 
| rangements for the purchase of 98 per 
icent of the stock of the A. J. Linde- 
|mann & Hoverson Co., Milwaukee ap 
| pliance firm. The price was $1.8 mil- 
| lion 
| William E. Cranston, president of 
the Thermidor Electrical Manufactur- 
jing Co., has been elected chairman of 
ithe board of the appliance firm, which 
will retain its Corporate entity. 

Eugene A. Lindemann, son of the 
founder of L & H, remains as president 
and general manager under the new 
ownership. Other officers are vice 
presidents Walter C. Lindemann, H. J 
Berman and N. W. Hagelberg. A. F 
| Jacques is secretary. Hagelberg, as sec 
| retary-treasurer of the Norris-Thermi 
\dor Corp., will serve as treasurer 


SELLING from the ground up was Tri 
State Supply Corp., when it recently 
broke ground for its new offices and 
warehouse in Los Angeles. Colorful 
animated clapboard protective fence 


uses Anaconda’'s Indian brave to “‘sell 
themselves a representatives and 


salesmen of Anaconda wire and cable 
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hanging and 
stock pAIN fastening devices 


... the line with PLUS VALUES 


One Source for all of your require 
PLUS ments in hanging and fastening 
VALUE devices. Saves you paper work — 


FRANK M. HOUGH ‘second from can save you on freight. 


left) is congratulated by Frank W 4 ' 
Butterfield. Watching are Harris F PLUS Top-Flight Quality. The newest and best in manu- 


Pearson, Hough-Wylie sales manager VALUE facturing methods and quality control give you flaw- 
(left) and Richard Hilton the firm’ less products your customers like to use 


ee Le PLUS =e Strong, Colorful Cartons with complete easy 
Hough-Wylie, Charlotte, VALUE reading content identification. 
Named by Philco PLUS Customer Demand stimulated 

with abundant promotion that 

CHARLOTTE, Appomunent _ VALUE inciudes advertisements like 
of Hough-Wylie Company to the this 
Philco distributorship for the Pied- 
mont Carolina's was recently an 
nounced by Frank W. Butterfield, man 
Aer of Philco’s southern division. The 
distributor has been business in 
Charlotte for 23 years 

Frank M. Hough, president of 
Hough-Wylie Co., expressed pleasure 
over the appointment. “We are grati 
fied,” he said, “to have been chosen as 
the distributors for Philco 

The lines included are Philco radio, 


radio-phonograph combinations, re 
threads 
teste 


frigerators, ranges, air conditioners 
and TV sets. 
C. F. Lloyd is the Hough-Wylic 


sales promotion and advertising man 


zine plated 


rus! proof 
ager. Other officers are Harris F. Pear 
son, sales manager, and Richard Hilton, i) 
operations manager 


Chester Cable Expands | James 


CHESTER, N. Y.—Chester Cable of 
products. 
Corp. has expanded its plant area by 
25,000 sq. ft. The addition is to meet 
the demand for the company’s products 
in the industrial and commercial wire 
fields. November Ist was the date for 


completion. 


Trumbull Electric Expands 


For @ li 
Into Two Departments on the full 


PLAINVILLE, CONN. — The for- | line write 


mer Trumbull Electric department of for catalog. 


the General Electric Co. has been ex ti Send me complete literature and details on the Paine 

panded into two new departments A. story for distributors and dealers 

They are the distribution assemblies =x 

department and the Trumbull compo ome 

The distribution assemblies depart 

ment will manufacture at: Plainville, Address 

Conn.; New York City; Cincinnati, 


Ohio; Houston, Tex.; North Holly- | THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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OPERATION 
through 


SCREEN 


Yes, cooler, safer and more trouble-free opera- 
tion—longer and better protection—with Pierce 
Fuses! Their venting permits free flow of air 
through the interior—keeps fuses 10 to 40°; 
cooler—prevents afterblow by permitting dan- 
gerous gases and pressures to vent if a link lets 
go to protect equipment. 


Not only are Pierce Fuses high-profit items for 
you, but they're almost self-selling because their 
quality is recognized. Their tubular bridge, for 
instance, assures continually correct knife blade 
alignment and perfect clip contact. Cases last 
6 to 8 times longer. All Pierce quality Fuses are 
equipped with the famous Balances Lag Links. 
Yes, Pierce offers you the top quality fuses that 
are above all competition! 


Pays YOU 


It Pays YOUR CUSTOMERS 


WRITE TODAY for this helpful booklet on 


fuses that positively avoid afterblow. 


IERCE RENEWABLE FUSES, INC. 


LEICESTER 


NEW YORK 


| 


$5,000 CHECK for inventing a way 
to make an electric fan blow more air 
is presented to Gustav H. Koch (left) 
by John M. McKibbin, vice president, 
Westinghouse Electric appliance di- 
vision. Mr. Koch invented a series of 
“air injector rings’’ which surround the 
fan and guide air into the main air 
stream without turbulence. The sur- 
prise ceremony took place at the East 
Springfield, Mass., plant 


wood and San Francisco, Calif. 

General manager of this department 
is Elmer T. Carlson. Products manu- 
factured include switchboard, panel- 
boards, tlex-a-power distribution sys 
tems and motor control centers. 

The Trumbull components division 
will manufacture at Plainville, Conn, 
such products as safety switches, cir- 
cuit breakers and service entrance de- 
VICES. 

Headquarters of the industrial power 
components division and both new de- 
partments are in Plainville 


Canadian Distributors 
Named By Art Metal 


CLEVELAND, OHIO— The Art 
Metal Co. announces the appointment 
of McDonald & Willson Lighting Stu- 
dios, Ltd., as exclusive distributor for 
the province of Ontario, Canada. They 
are located at 347 Yonge St., Toronto. 

Alberta Electrical Supplies, Ltd., Ed- 
monton, Alberta, was appointed ex- 
clusive distributor for the Alberta 
province. The firm is located at 10168 
106th St., Craig Building. 


Form Klein Associates 


CHICAGO, ILL.—Nate Klein and 
John Clugston, specialists in lighting 
equipment, have formed the firm Klein 
Associates, Inc. Office and warehouse 
are located at 733 N. Leavitt St., Chi- 
cago. Mr. Klein was general manager 
of All-Bright Electrical Products Co., 
and was associated with Hyland Elec- 
trical Supply Co. Mr. Clugston was 
with Solar Light & Mfg. Co., and also 
Hyland Electrical Supply Co 
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Englewood Opens Gary 
Distributing Branch 
GARY, IND.—A_ 14,000 sq. tt 


branch was opened on November 1! 0th 
in this city by the Englewood Elec 
trical Supply Co., Chicago The build- 
ing is located at 4172 Broadway 

A modern conveyor system in the 
warehouse speeds products out of stock 
and a 50 ft. wide loading dock has 
been built to accommodate Engle 
wood’s fleet of trucks. These trucks 
provide daily delivery service. A spe- 


NEW GARY, Ind. branch of the 
Englewood Electrical Supply Co., Chi 
cago, was opened on November | Oth 
Special lighting showroom contains all 
latest ideas in commercial, industrial 
and residential lighting 


cial lighting showroom contains all 
the latest ideas in commercial, indus 
trial and residential lighting. It was 
designed for the distributor by Arthur 
Loewe of the General Electric lamp 
division in Nela Park, Cleveland 

Irvin Stanke is manager of the Gary 
operation. Elwood Robinson is assist 
ant manager. Industrial sales manager 

Carl Ebersberger and Arthur Padish 
is in Charge of city counter sales. Th 
new Gary branch is the latest addition 
to Englewood's growing chain, which 
comprises one of the largest indepen 
dent networks of electrical wholesale 
distributing outlets in the mid-west 
Other branches are located in Rock 
ford, South Bend and Chicago 


See Two Million Homes 
Air Conditioned By 1958 
NEW YORK, N. Y.—Within the 


next five years, says the American In 
stitute of Management, more than two 
million homes will be fully air cond: 
tioned. This compares with only 100, 
000 today. By 1963 the industry's an 
nual sales will exceed $5 billion 
including industrial and commercial 
installations. 

In an appraisal of the industry the 
Institute predicts that sales of year 
‘round residential air conditioning sys 
tems will total 120,000 in 1954; 240 
000 in 1955; 360,000 in 1956; 5.40,- 
000 in 1957, and 700,000 in 1958 
In support of its estimates the In 


SUNLAMP 
SALES! 


@ Make the most of sun and heat lamp sales this season — let VIKING 


increase your volume. 


@ VIKING will help you capitalize on the big winter sunlamp promotions. 


THE BIG GENERAL ELECTRIC SUNLAMP BLITZ* 
Jenuary 11 - 31 
Also WESTINGHOUSE seasonal promotions 


@ Sell Heat Lamps, too! Tie in an infra-red bulb with 
every sunlamp sale, because Viking is the ideal fixture a 


for convenience, economy and versatility — a heat lamp , if 
or sunlamp with a change of bulbs. ‘(ee 
Sold with General Electric or Westinghouse bulbs: RY, 
Viking Ultra-violet Suniamp — Model VPL-1-S $14.95 Retail ye 4 
Viking Infra-red Heat Lamp — Model VPL-1 $6.95 Retail F yt < 
Viking fixture (without bulb) — Model VPL $5.85 Retail i= t 


Here are the ‘VERSATILE VIKING’ FEATURES that help ona 
Versatility in Design: 


Neck adjusts easily in any direction — fixture stands alone, hangs 
on wall, clips onto furniture 

Versatility in Use: 

Fixture holds ultra-violet sunlamp bulb, infra-red heat bulb, spot 
reflector, photo-flood or incandescent bulb. 


Safety: 


Wire guard protects bulb from breakage — user from burns. Heavy- 
duty, U/L listed porcelain socket guards against “shorts” and over- 


heating. 


THE VERSATILE VIKING LAMP SELLS ITSELF - and helps you sell more bulbs! 


And here are two more Viking products for high volume and profit during winter months— 


The VIKING Nassau The VIKING Bermuda 


Model VPH-A Model VPH.B 
Portable Radiant Heater Portable Radiant- 
Convection Heater ay 


$7.95 Retail Vy $14.95 Retail 


Two efficient heating methods in one! A 
strong beam of radiant heat PLUS gently 
circulating warm air currents 


Efficiency plus economy! Radiates large 
beam of heat — operates for a few cents 
per hour. 


* For more information on the Sunlamp Blitz, check General Electric ads in the 
following publications: Chain Store Age, Drug Edition, November. Electrical Whole- 
saling, November. Drug Topics, November 30th. Hardware Age, December 10th. 


VIKING PRODUCTS MAKE YOUR JOB EASIER! 
Ask your wholesaler or write Dept.W11 


MANUFACTURING CO., INC. 
STRATFORD, CONNECTICUT 


VIKING 
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stitute submits the following data 


plete Line The potential for residential air con 


ditioning is very great. In addition to 
new homes currently being constructed 
at a rate of about 1,000,000 starts a 
year, there are some 25,000,000 dwell- 
ing units with central heating. Of 
these, about 13,500,000 are equipped 
with warm air heat and can be con 
sidered likely candidates for conver 
sion to year ‘round conditioning at 
some future time 


Motor Control Industry’‘s 
Oldest Engineer 


MILWAUKEE, WIS.—Hermon | 
Van Valkenburg, vice president of the 
Square D Co., in charge of the plant in 
this city, has just clicked off a new 
milestone in a span of working years, 
which makes him the oldest working 
 CANDELABRA engineer in the motor controller in- 

dustry. A recent Old Timers party 
AVAILABLE WITH a. marked his 40th anniversary as an 
executive of Square D 

Mr. Van Valkenburg started as an 
apprentice engineer in 1895. His re 
sponsibilities involve particularly th. 


FEATURES! 


HANDY WRENCHES 
SUPPLIED WITH ALL SOCKETS 


MEDIUM — INTERMEDIATE — CANDELABRA 


One wrench with each carton of sockets at no extra cost. 
Wrenches molded of attractive RED plastic for extra eye 
appeal, makes socket assembly easier, more convenient. 


Hermon L. Van Valkenburg 


design of industrial electrical controls 
CAP THREADS IN MEDIUM He works a 9-to-5 schedule every day 
and rarely takes a day off. Eligible for 
the company’s retirement plan, Mr. Van 
Valkenburg insists upon carrying on as 
“MOLDED-IN” he has since he jomed the Square D's 
predecessor company in 1918 
Through the years he has won 
Provides smooth running, trouble free threads .. . can't patents on many electrical devices 
Venturing at times outside of the in 


be stripped even after repeated re-use of sockets. 
dustrial field, he invented a sliding and 


tilting seat for automobiles. For autos, 
too, he devised an electric gear shifter 


and an electric starter 
All UNION Sockets and Streamers available for prompt delivery 


from factory and 12 warehouse stocks. Dallas Warehouse Opened 
By Boston Woven Hose 
DALLAS, TEX.—A south central 


U N | @) N t N Ss U LATI N G co. sales division has started operations 


and a new warehouse opened at 114 
PARKERSBUR G, WEST VIRGINIA Express St, by Boston Woven Hose 


and Rubber Co., Cambridge, Mass. 
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The new warehouse will serve, in 
addition to Dallas, such areas as Fort 
Worth, New Orleans and Houston. It 
will also service other major points 
such as Amarillo, Oklahoma City, Tulsa 
and Shreveport. 


Raybro Electric, Tampa, 
Announces Appointments 


TAMPA, FLA.—M. O. Hollis, sec- 
retary-treasurer, Raybro Electric Sup- 
plies, Inc., announces the appointment 
of Leo G. Barney as manager of elec- 
tric housewares sales. Mr. Barney, with 
Raybro for six years and in the elec 
trical appliance field for 25 years, ts 
responsible for electric and non-electric 
sales for all Florida. His headquarters 
ure in Tampa 

W. D. (Dee) Marley has replaced 
Mr. Barney on merchandise sales in 


L. G. Barney W. D. Marley 


St. Petersburg. He joined the organiza- 
tion 715 years ago, and until two years 


ago held the position of state service 
supervisor. He has been in major ap 
pliance sales in Jacksonville and just 
recently transferred to the St. Peters- 
burg branch covering a regular terri- 
tory. | 
Dennis F. Fisher is full-line territory 
salesman covering the south central 
area out of the Tampa branch. He | 
studied electrical engineering at the = | 


| 
R. E. Joines D. F. Fisher 


University of Florida and has been 
with the company for two years in the 
price and edit department at Tampa 

R. E. (Bob) Joines has been trans 
terred from the Orlando branch to the 
sales promotion department in Tampa 
He assists J. A. Mook, Jr., advertising 
and sales promotion manager, in the 
operation of the department. Mr. Joines 
has had considerable experience in the 
electrical industry as well as an adver 


tising and sales promotion background 
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If this Housing ever 
Breaks or Distorts we 
will replace it Free. 


Features that have made it the 


Biggest Seller on the market 


* Housing Guarantee is specific, Comfort-grip I-beam handle 
instant make-good, no argument * 100% factory pipe testing of 
_ No slip no lock replaceable jaws, every wrench’ 
handy pipe scale on hook jaw *® For fast turnover, sell RIGQID's 
* Adjusting nut that spins easily most for your customers’ eS 
to size, 6° to money ! 
THE RIDGE TOOL COMPANY °* ELYRIA, OHIO 


UNCONDITIONAL GUARANTEE. 
the 
“THE RIDGE TOOL Co. & 
| 
} 
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FULL COVERAGE 


Extra wide link ends 
match width of 
knife blades assuring 


even distribution of 
heat and current flow 
Operates cooler longer. 


\ 


SPRING TENSION 
WASHERS NEVER 
LOSE GRIP 
Square Design 
Grips Overall 
Width of Link 


VISE-LIKE GRIP LOCKS 
LINKS IN CIRCUIT 


Vise-Like 
Bracket 


Double 
Contact 


4420 WEST LAKE STREET 


Between 
Links 
and 
Knife 
Blades 


COOLER OPERATING 


WARE FUSES 


Lag 


Prevent Needless Blows Due to Loose Contact 


Every electrician knows whenever a sold- 
erless connection is made .. . that tight 
contact must always be assured. Among 

renewable fuses, only WARE Hi-Lag 

\ provides a never loosening vise-like grip 
\ between links and knife blades. Link 

ends are bracketed in double surface 
contact in WARE Hi-Lag’s exclusive 
design. 


grip entire link-end assembly in 
a never-loosening grip. Extra 
wide WARE FUSE link ends 
fully match the width of knife 
blades and distribute cur- 
rent flow and heat over a 
wider area. Links stay 
\ cooler and absorb sudden 
surges easier. 


\ Extra wide spring tension washers 


WARE 
Hi-Lag 
FUSES 
Lower Your Costs 
Give Full Protection 
Speed Production 


SINCE 1915 
WARE fuse engi- 
neering dates to 
1915. Now WARE 
is internationally 
accepted for best 
protection and 
performance. 
UNDERWRITERS 

APPROVED 


Extra Wide Spring 
Tension Lock Washers 


GUARANTEED TO MEET 
THE SEVEREST TEST 
Write for Prices and Name 
of Distributor Nearest You 


RPORATION 


ILLINOIS 


CHICAGO 24, 


WALTER BYLINA (right) receives 
gold watch in honor of being the 100th 
member of the Jefferson Electric Com- 
pany’s Quarter Century Club. President 
James M. Bennan made the award at 
a ceremony at Chicago's Palmer House 


Schools May Use 
50,000 Tape Recorders 


CAMDEN, N. J.— The nation’s 
schools will buy more than 50,000 
magnetic tape recorders this year, ac- 
cording to a marketing survey under- 
taken by the RCA Victor division, Ra- 
dio Corporation of America. The total 
cost will exceed $10,000,000. 

The recorders will be used to stream- 
line teaching methods and make more 
interesting and more effective the reg- 
ular courses of study in speech, lan 
guage, music, drama, plus other sub- 
pects 


Ettco Adds To Line 

NEW YORK, N. Y.—Ettco Wire & 
Cable Corp., formerly Eastern Tube 
& Tool Co., is now producing thermo- 
plastic building wire. The new wire is 
said to strip quickly, pull easily (it is 
lubricated ) be exceptionally 
resistant to exposure 


and to 


Wesco Names Schnelker 

FORT WAYNE, IND.—Harold W. 
Schnelker succeeds Ray B. Mowe as 
manager of the Wesco branch in this 
city. Mr. Mowe now manages the 
Indianapolis branch. 


American Market Colossal; 
See Huge Growth 
BOSTON, MASS.—In all history 


there is no more remarkable economic 
phenomenon than today’s American 
market, Ralph D. Paine, Jr., publisher, 
Fortune magazine, told the 25th An- 
nual Boston Conference on Distribu- 
tion here recently 

The American 


market is colossal, 
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Plugmold 2000 


multi-outlet system is the 


best answer to 


this tremendous 


demand! 


Home-buyers — and present 
owners — are insisting on more 
outlets! Factories everywhere 
want more power outlets right at 
work benches. Offices, hospitals, 
schools need more outlets. 


This nationwide demand is a 
multi-billion dollar market—even 
when cut down to size in your 
own town, it is tremendous! And 
it’s there . . . right now. 


Plugmold 2000 is the fastest, 
4 easiest, cheapest way you can 
provide multiple convenience out- 
lets. If you aren’t working with 
Plugmold now, write today for 
full information. Better yet—order 
the 20-foot Introductory Package 
from your distributor. 


PLUGMOLD is guaranteed, like all Wiremold 
products. You'll find this firm guarantee 
on page 7 of Wiremold’s Catalog No. 19. 


WIREM MOLD 


Makers of 
PLUGMOLD— muiti-ourlet systems 


WIREMOLD— electrical raceways 
PANCAKE—overfloor raceways 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 
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soaking up half of the world’s steel 


and oil, and three-tourths of its Cars 


and appliances 

Mr. Paine reported 
dustry slip 5 per cent, 
apprehension sweep through foreign 
S. consumer spend 
and 


Let U. S. In 


and waves of 


chancelleries. Let U 
ing lag even halt 
eminent economists 


as much, the 


most anxiously 


read the omens 

“The world also marvels at 
and envies this market. It is enabling 
their standard of 


whole 


Americans to raise 
living every year while other countries 
in maintaining theirs 


the whole world wants 


have trouble 

And, of course, 
to get in on it. For it still can punish 
inefficient, and 


skillful, 


the and 
sull 
efficient, 

“The 
and mainly 
and always changing market.” 

The most significant changes have 
been in the growth in population, the 
rise of the middle income group and 
the growth of suburbs. 

The population has increased more 
than 15 million since 1947 and it will 
add another 15 20 million 
next six years 

The middle income class market is 
becoming THE market. It is becoming 
more homogeneous all the time 
Since 


Ince IM pele nt 


handsomely the 


reward 
and daring 
market all this 


it is a changed 


American is 


bec ause 


to in the 


Suburbs are growing 1947 
no less than 9 million people have 
moved out of the city. The growth of 
suburban and suburban-type popula- 
tion in the last 6 years has exceeded the 
total national population increase 
Current changes the American 
system of distribution which are often 
characterized as a merchandising revo 
lution were discussed by William A 


Blees, vice president, sales, Avco Mfg 


in 


Corp 
“Since the war,” he said, “virtually 
every new product that makes life 


more comfortable or convenient has 
passed through the appliance dealer's 
store with the result that what was 
once a simple business has become one 
of the most complex in the retail field.” 

He noted that merchants are selling 
a dozen different complex products, 
something not too widespread before 
Ralph 


J. Cordiner, president, General Electric 
Co., Allen B. DuMont, president, Avco 


Among those hunored were 


Manufacturing Co., Don G. Mitchell, 
chairman of the board, Sylvania Elec- 
tric Products Inc.; and Gen. David 


Sarnoff, chairman of the board, Radio 


Corporation of America 


Only 
PLUGMOLD 2000 
gives you SWITCHED 
and HOT OUTLETS 


Wirt MoLD’s exclusive 
SNAPICOIL eliminates 
multiple connections 
between short lengths - 
receptacles are pre-wired 
in 50 foot coils. 


The Snapicoil 3-wire duplex 


receptacles of the new Plugmold 
2000 multi-outlet: system have 
one side switched and one side 
“hot”’—this exclusive Plugmold 
feature means extra convenience 
in homes, stores, offices . . . 
everywhere. 


TO LINE 


The same size Plugmold 
2000 raceway also accepts Snapi- 
coil 2-wire duplex all “hot” or 
NEMA 2-wire grounded recep- 
tacles. Only one size raceway is 
needed on the job! 


unl 


Plugmold 2000 is easier, 
faster and cheaper to install! 


TO LINE «! 


Write today for the new, 
free Plugmold 2000 book! 


PLUGMOLD 2000 


WIREMOLD’S Yew 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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Controlled quality 
in every 


operation makes 


FITTINGS 


best! 


All EFCOR Electrical Fittings 
undergo a series of rigor- 
ous gauging tests to insure 
trouble-free performance 
under all conditions. 


EFCOR manufactures a com- 
plete line of quality fittings, 
made of malleable iron or 
steel, for every type of 
installation. 


THE BEST CONNECTION 


SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 
ELECTRICAL 
FITTINGS 
CORP. 
Dept, L-16 
© Woodside 77, 
New York 


4 


Business Plans for New Plant 
And Equipment, 1954 


1. Manufacturing industries now 
plan to invest 8 per cent less in neu 
plant and equipment in 1954 than they 
did in 1953. This is the result of a 
survey of manufacturing companies 
made by the McGraw-Hill Department 


| of Economics in October. Electric and 
| gas utilities, and mining companies, 


plan to invest about as much next year 


| as in 1953, according to other recent 
| estimates. Manufacturing, mining and 


utilities account for over half of total 
business capital expenditures. 

If these plans are carried out, 1954 
will be another year of relatively high 
activity in the capital goods industries 
Declines are surprisingly small, con 
sidering that expenditures in 1953 
have been at record levels. 

2. The decline in manufacturers’ in 
vestment plans is mostly related to the 
completion of defense expansion pro 


| grams. There is no evidence of wide 


spread cuthacks in anticipation of a 
business recession. 

This is mostly a decline in plans for 
new construction and the expansion of 


| capacity. And it is chiefly in industries 


like steel and aluminum—which 
have met their defense goal. There are 
still large plans for installing new 
machinery, particularly in consumer 
goods industries. 

3. Big companies, with long-range 
modernization and ¢ XPansion programs, 
are providing the main support for cap 
ital spending. Almost without excep- 
tion, these large companies are sticking 
to the long-range plans for 1954 which 
they reported to McGraw-Hill back in 
February, 1953. 

Smaller companies are continuing to 
cut back on investment in plant and 
equipment, as they did in 1953. Only 
40 per cent of the companies partici 
pating m this survey plan to maintain 
or raise capital expenditures in 1954 
But these are mostly the larger com 
panies. And some of the very largest 
are boosting expenditures substantially 

1. New products appear to be the 
principal reason be'ind plans for high 
level capital spending in 1954. This 


| includes completely new products, more 
| Capacity for recently developed growth 


products, and the expansion or diversi- 
fication of existing product lines. Big 
companies particularly are planning to 
diversify their manufacturing facilities, 


either by bringing out new completely 


new items, or by crossing over into 
other industrial fields with good growth 
prospects 

These plans for 1954 correspond 
closely with those reported to McGraw- 
Hill in February, 1953 for the follow- 
ing industries: automobiles, machinery, 
electrical machinery and petroleum. All 
these groups are holding within 10 per 
cent of plans reported earlier. The steel 
industry now plans to spend consider- 
ably more than it did earlier, because 
most companies have come up with 
further modernization projects. On the 
other hand, some chemical companies 
have cut back sharply on earlier plans, 
because sales are not booming as ex- 
pected. Long-range planning is sull not 
very prevalent in the food or textile 
industries 

© Durable Goods 
largest drop in capital spending, com- 
pared with 1953. This simply means 
that steel companies have completed 
most of their earlier plans for new 
blast furnace, open hearth and rolling 
mill capacity, as required by defense 
expansion goals. Steel is still spending 


Steel shows the 


over $1 billion per year for capital 
equipment—a very high figure by pre- 
Korea than ex- 
pected earlier. Companies are continu- 


standards, and more 
ing substantial outlays to modernize 
their finishing and fabricating plants. 
And they are large 
amounts to develop new sources of 


also investing 
iron ore 

The automobile industry plans the 
largest increase in capital expenditures. 
Auto makers are getting ready for a 
competitive struggle by installing the 
most modern equipment, getting ready 
to produce new models and adding 
facilities for the production of auto- 
matic transmissions and other special 
ACCESSOTICS 

Electrical machinery companies are 
still expanding to meet the demand for 
many growth products turned out by 
this industry. In the machinery field, 
trends are very diverse—some lines up, 
and others down. Firms making such 
growth products as office machinery 
and air conditioning equipment are 
increasing expenditures. But most com- 
panies in the general machinery 
category plan to spend less, as do com- 
panies making farm equipment, con- 
struction and mining machinery. 

Non-Durables—Many packaged 
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food lines show higher capital spend- | 
ing plans for 1954. The total figure for 
the food industries shows little change 
because there is a sharp drop in | 
planned expenditures of breweries— | 
where 1953 investment was very high 
But most food companies are spending 
more in order to meet 
frozen foods and 
items 


od Househerping 
-ALL 


4 


demand for 
other convenience 


xclusive manual 


4 


The container industry also plans 
higher spending in 1954 to keep pace 
with the needs of food processors 

The petroleum industry plans ex- 
penditures close to the 1953 level. All 
divisions—production, refining and 
marketing—evidently expect to main- 
tain a high level of spending. 


The drop in chemical industry ex- 
penditures 


TIME-ALL 


actically every appliance sale for 


stomer sees how easily TIM 


makes the appliance fully automatic! 


concentrated in 
fields: heavy chemicals and rayon 
chemicals. Capacity in these lines has 
expanded faster than markets. The in 
tegrated companies that make a wide 
variety of chemicals are not cutting 
investments so sharply. 


two 


Also skips automatic operation! EF 


Ties in with pr: 


plus-profits when the cus 


every home! 


Textile mill expenditures continue 
to lag, reflecting poor profits in the in- 
dustry. The other manufacturing cate 
gory shows a substantial drop, because 
the non-ferrous metals industry is im 
portant in this group. Companies that 
refine and fabricate aluminum and 
other non-ferrous metals 


entirely new! 


amazingly versatile! 
exclusive features! 


should be in 


FREE! Write today for details on free promotional deal and 


special introductory offer. 


phone, wire or write NOW to... INTERNATIONAL REGISTER COMPANY 


Turns appliances and lights on and off day after day without 


resetting. 


control! 


> Dept. 113Q, 2618 W. Washington Bivd., Chicago 12, Ill. 


G 
“ALL. 


FULLY AUTOMATIC PORTABLE HOUSEHOLD TIMER. 
SED. 


have com- 
pleted a large expansion similar to that 


in steel. So they will cut spending 
sharply in 1954. 

¢ Mining—A small sample of min- 
Inge companies partic: pated in our sur- 
vey. Their answers seem 


LLY. STEADY 


to indicate 


relatively little change in this group's 
total expenditures in 1954. Coal com- 


INTERMATIC TIME 


panies plan to spend more for new 
machinery, now that demand has picked 

up somewhat. And many large projects 
in metal mining are still to be com- 
pleted. On the other hand, there may 
be some decline in drilling for oil 

© Utilities—Electrical World esti- 

mates that electric power COMpAntes 
will spend $2.9 billion on new plant 
and equipment in 1953 and $3.3 bil 
lion in 1954. The American Gas Asso- 
ciation survey shows gas utility ex- 
penitures planned at $1.4 billion in 
1953 and $1.1 billion in 1954. To- 
gether, these estimates indicate little 
change in total utility outlays. 

© Summary—tThe results of our 
survey in manufacturing, plus the esti- 
mates available for mining and utilities 


NATIONALLY ADVERT! 


PPLIANCE TIMER SALES ARE SKYROCKETING 
D DEALERS ACROSS COUNTRY ALREADY CASHIN 


SELLOGRAM 


NEWEST GIFT SENSATION 


ANCES AND LIGHTS ON AND OFF AUTOMATICA 
RIFIC PLUS-PROFIT ITEM. 


AND ONLY— 
TER 


indicate total capital expenditures for 
these three groups of $18 billion in 
1953 and $17 billion in 1954 


TURNS APPLI 


SELLER 


IN ON WIDE CONSUMER ACCEPTANCE OF 
FIRST— 


NEW MIRACLE A 
DISTRIBUTORS AN 
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Appliance Excise Tax 
Repeal Urged By NEMA 

NEW YORK, N. Y.—The National 
Electrical Manufacturers Assn., is urg- 
ing all its members to contact their 
Representatives and Senators on the 
repeal of appliance excise taxes. The 
association is asking distributors and 
dealers to do likewise 

Some of the reasons for supporting 
repeal of the appliance taxes, as given 
by NEMA, are as follows. The taxes 
are unfair and discriminatory. They 
impose a tax on certain widely used 
household and farm necessities, while 


YOUR on - other durable and non-durable goods 
2 12, f > ti 
CUSTOMERS were imposed during World Wat I 
BETTER 


to discourage consumer buying of 
products containing scarce materials. 
The taxes were originally scheduled to 
be repealed at the emergency’s end. 
Most of the appliances taxed are 
household necessities such as refriger- 
ators, ranges, water heaters, and electric 
houseware items. The revenue collected 


Sold Exclusively through 


is small. Taxes on refrigerators, freez- 


ers, and electric gas and oil appliances 
yield 1, of L per cent of the total 
revenues collected by the government. 
These excise taxes on appliances are 
also a hardship on the consumers, deal- 
ers, distributors, manufacturers and 
employees of all firms in the electric, 
gas and oil appliance business. 

The association also notes that sales 
of nearly all appliances dropped in 
1950-1952, while the gross national 
product increased by 21 per cent and 
personal income by 19 per cent. 

Revision of the tax structure is to 
be considered in Congress next year. 


NEMA urges all to act now! 


T & B Price Index 
To Speed, Ease Work 
ELIZABETH, N. J.—A new numer- 


ical price index will speed up and 
simplify ordering, pricing, — billing, 


checking and selling of Thomas & 


Build the exact TERMINAL BLOCK 
you need in sizes from one pole in 
circuit to 24 poles. 

Lugs U/L Tested for wire range 
from 16-6 and rated 50 amperes. 


WRITE FOR ILLUSTRATED BULLETIN 


showing full details of construction, 
instructions for assembly, prices 
etc, 


COPPER TUBE AND PRODUCTS, INC./ 


5746 MARIEMONT AVE © CINCINNATI 27, ONnIO 


Betts electrical fittings, says Edward C. 
Hewitt, general sales manager. It was 
designed, he added, as another service 
to distributor quotation and counter 
men. 

The index lists all T&B shelf goods 
items alphabetically and in numerical 
catalog number order. Also, complete 
packaging, weight and price informa- 
tion are given in condensed form. This, 
according to the company, should par- 
ticularly benefit newer employees of 
the distributors 
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Unemployment Figures— 
And How They Get Them 

NEW YORK, N. Y.—Government 
unemployment estimates for August 
were 1,240,000. However, according to 
the McGraw-Hill Department of Eco- 
nomics, the number of people not 
working, or working less than half- 
time, is about 7.4 million—six times 
the government figure 

There were 4,924,000 persons classi- 
fied as employed who were not actually 
at work because of vacation, temporary 
illness, industrial disputes, bad weather 
or temporary layoff. additional 
1,450,000, who worked only 1 to 14 
hours in the survey week, were also 
classified as employed 
© Personal Interviews—As estimated 
by the Bureau of the Census, unem- 
ployment is based each month on per- 
sonal interviews, with a sample of 
about 25,000 households over the 
country. Officials state that results from 
scientific sample surveys are more ac- 
curate than actual population censuses, 
because the large interviewing staff 
needed to carry out a complete census 
is inexperienced. 

In the unemployment type survey, 
three important factors should be con- 
sidered: the interviewer's attitude; the 
respondent's attitude; and the ques- 
tionnaire 
¢ Part Time Workers—Government 
field personnel are generally part-time 
workers. Often they are housewives 
making extra money for the kids and 
home. They are, therefore, quite willing 
to accept answers without asking addi- 
tional ones necessary to interpret the 
answers received. Often the respondent 
is ashamed to tell if he is unemployed 
He knows the survey won't get him a 
job, so why admit to being out of 
work. There is also a definite bias if 
the interviewer is a fellow townsman. 

There is a considerable overlap in 
the survey's definition of “labor force” 
and “not in labor force” and in “em- 
ployment” and “unemployment.” A 
combination of the limited number of 
questions, and their scope, definitely 
limits the accuracy of the results. These 
are some of the reasons for under- 
estimating unemployment. 
© Looking For Work—To be unem- 
ployed, according to the Bureau, you 
must not have worked all during the 
survey week, but had to be out look- 
ing for work. If you weren't looking 
for a job, you wouldn't ordinarily be 
out looking for work. If you worked 
only for an hour during survey week, 
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-WALL SWITCH PLATES 


@ Lowest cost to you 


Industry-standard colors, Ivory 
or Brown 


Strength with flexibility 
Complete line, smartly designed 


Fit all standard wiring devices 


Immediate delivery 


with brown or ivory enameled metal screws 


MOLDED PLASTICS, INC. to match. Write for low prices and catalog 
885 Barton Street, Pawtucket, R. | sheet showing all Reliance standard plates. 


app SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant he wr sot 
help stop wasted motion. And solving individual signal- 
ing problems has been Faraday’s business for seventy- 
eight years. These years of experience assure correct 
plans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 


CONSOLIDATED BY: 


BELLS BUZZERS HORNS CHIMES VISUAL AND AUDIBLE PAGING DEVICES ANo SYSTEMS 


Pe 
fanee- All plates packed in individual envelopes 
SIGNALS and SYSTEMS = 
3 
NECK- LLS Lf 
NECK-T < | | | | 
DRNS 
— 
HOLTZER-CABOT FARADAY stanity & PATTERSON 
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This NEW 
MARK-TIME 


automatic 


Time Switch 
has plenty of 
Sales Appeal 


turns lights, fans, 


heaters om or Of f 
automatically 


There’s a big market for this new 
Mark-Time Time Switch. Every 
home, evory store needs at least 
one — probably several. 


The many applications include hall, 
porch, garage and cellar lights, 
heating units, attic fans, store win- 
dow lights, neon signs! 


This unit is easily installed in any 
standard rectangular wall box 
without special alterations — re- 
places the regular toggle switch. 


SPECIFICATIONS 


Series 9000 — Time ranges from 3 
minutes to 12 hours. 20-amp., 125 
volts, A. C. only. Available for ON or 
OFF type operation. HOLD feature also 
available — at HOLD position, current 
is on, but timing mechanism does not 
operate until knob is turned to time 
period. Wall plate is satin-chrome fin- 
ished. Attractively packaged. 


Write today for catalog sheet. 


M.H. RHODES, INC. 
| HARTFORD 6, CONN. 


you are Classified as employed. 

You are also considered unemployed 
if you aren't working and aren't able 
to look for work because of temporary 
illness. Likewise if you decide there 
isn't any point looking for work be- 
cause there isn't any work available 

However, if you are a_ seasonal 
worker, and it is an “off” season during 
the survey week, you are not included 
in the labor force. You are also classi- 
fied as unemployed, if you aren't look- 
ing for a job because you expect to go 


back to the job from which you were 
laid off for an indefinite period. Re- 
versely, you are classified as em- 
ployed if you have definite instructions 
to return to work within 30 days of 
layoff. Often 30 days stretch into 60 

Some 600,000 striking steel workers 
last year, out for 8 weeks, were not 
classified as unemployed. If they got 
unemployment insurance, other public 
agencies classified them as out of work. 
Nor until the strikers started to look, 
were they listed as unemployed 


PEOPLE IN THE NEWS 


C. H. Rippe has rejoined the sales 
staff of the Hamilton Company's home 
appliance division. He is temporarily 
assigned to the California area and had 
recently been with Gordon Wilkins 
Appliances in Oakland, Calif 


Robert L. Purcell, vice president 
and treasurer, Nesco, Inc., has been 
promoted to executive vice president. 
Martin Segal was elected to succeed 
him. Both Mr. Purcell and Mr. Segal 
have their headquarters at the com 
pany'’s Milwaukee executive offices 


Jack Green has been promoted to 
the new post of manager of the whole- 
sale division of the Viking Air Condi- 
tioning Corp., Cleveland. He is in 
charge of heating wholesaler sales of 
Viking blower packages, humidifiers, 
window and attic fans, window air 
conditioners and dehumidifiers. Mr 
Green was representative in New 
England and metropolitan New York 
areas, 


W. M. “Bill” Walsh is full-cume 
sales representative with Curtis Light- 
ing, Inc., Chicago. He was formerly 
with Efengee Electrical Supply Co., 
also of Chicago. Mr. Walsh is a quali- 
fied lighting engineer 


John Van Horn has been elected 
president of Telecom, Inc., a new com 
pany located at 1019 Admiral Blvd., 
Kansas City, Mo. The firm manutac- 
tures telephone switchboards and other 
electrical and electronic specialties in 
the communication field 


R. J. Samuelson is vice president in 
charge of sales of the Greenlee Tool 
Co., a division of Greenlee Bros. & Co., 
Rockford, IIL He has been with the 
company for 33 years and has been 
sales manager of the tool division for 
the past ten years. A. H. Hawkinson 
is sales manager of the western divi 
sion and R. W. Stevenson is sales 


manager of the eastern division 


SALES TRAINEES of Westinghouse Electric Supply Company who will sell 
wire and cable products manufactured by Anaconda Wire G Cable Co 


recently visited that firm’s Hastings Mill to see and hear how various product 
types are manufactured. Mill manager Harold Omerod, standing second fron 
right, was host to the apprentice salesmen 


Manufactured and sold in Canado by 
SPERRY GYROSCOPE OTTAWA, Limited 
3 Hamilton St., Ottawa, Ontario, Canada 
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MOUNTING 
cate —. im H 0) | SE B RAC K ETS 


For the past 13 years he has been wit 


Graybar Electric Co., Inc. Mr. Powell 


was manager in Flint, Mich., and man 


ager of lighting sales at Cincinnati | NO MORE FUSSIN 


His headquarters are at Day-Brite's 


general offices, 5411 Bulwer Ave., NO MORE MAKE-SHIFT ARRANGEMENTS 


St. Louis, Mo 


Leonard Rutstein is partner and 
vice president in the Hartford Electric 
Sales Co., Hartford, Conn. He directs 
sales and advertising 

(PATENTS APPLIED FOR) 

J. B. Proctor is field sales engineer 
for the North Carolina and South 
Carolina territory for The Miller Com- 
panys illuminating division. He op 
erates out of Charlotte, N. ¢ 


Arthur E. Rowe is manager of Here's what your trade 
sales for G.E.’s newly formed ballast has wanted all along. Porcelain Prod 
department. He was formerly manager ucts offers you the first easily attached, 
of lighting component sales low priced Pipe Mounting House Bracket for 
use wherever electrical conductors are fastened 
to pipe. They're perfect for residential, indus- 
:, trial or rural wiring jobs... ideal for ranch 
New England district sales manager 
for the Rhode Island Wire ( I type housing with wide eaves. And they save 
contractors’ time, money, avoid costly delays. 
Mr. Brill, who has been with the com Write for prices, literature and plan a stock 
pany in a sales coordinating capacity , on hand to meet the demand. 
for 10 years, is located at 5O Burnham 
Cranston, R. I 

Roy J. Gavin has been elected vice 
president of the Irvington Varnish and - as 


Insulator division of Minnesota Mining 


Norman Brill has been appointed 


& Manufacturing Co. His headquarters 


are at Irvington, N. J. Mr. Gavin joined 
3M’s sales force in 1944. For the past 


five years he has been sales manager of | i [ Single Point Unit for 11%" 
2” and pipe 


the sound recording tape division Three Point Unit 419" or 6” wire } & 
spacing, for and 2!/2” pipe 


J. E. “Bud” Whitfield is secretary 
and treasurer of the McDonald Electric 
Company, Inc., Miami, Fla. He was 
with Appleton Electric Co., Chicago 


R. C. Wilson is manager-engineer- | | 
ing of the newly established distribu- | e 
tion assemblies department of the Gen- | Porcelain Ine. 
eral Electric Co. Plainville, Conn 9 
Other appointments announced by | FINDLAY, onto 


E. T. Carlson, the department's gen- | 
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SAVE MONEY! 
the MASSEY No. 102 
Duplex Receptacle 


meets all specifications! 


Massey DOUBLE 

WIPE CONTACT 

(contact is made 
on both sides) 


ORDINARY 
SPRING CON- 
TACT (contact is 
made on one side) 


There is no hetter quality made . . . . and so com- 
petitively priced it does not pay to carry inferior stock. 
The No. 102 Massey Duplex Receptacle fills the bill for 
every duplex installation. Double wipe contacts with 
plaster ears. Four No. 8/32 screws backed-out for easy 
attachment. Supplied with 5@ steel screws. Individually 
boxed. Rated at 10 amp. 350 V., 15 amp. 125 V. 


Brown and Ivory. 


MASSEY 


the standard by which all others are measu 


Write for 


Single and Multi- 
Gang Wall Plates 
and Electric Wiring 
Devices Since 1936 


Complete 


Catalo g A. H. MASSEY, INC. 


300 Longbrook Ave., Stratford, Conn. 


6 
| J A C x S 0) N A Complete Line of 
INDUSTRIAL 


PORCELAIN ENAMELED REFLECTORS : 


8972-8974-8976 YARD LIGHTS 


When the call is for Yardlights, seli JACKSON. They 
are impervious to wind and weather and truly last a 
‘life-time.’ Made of one-piece heavy gauge steel 
finished in three coats of Vitreous Porcelain Enamel 
Completely wired and assembled. Good Quality—Good 
Appearance, Listed by U. L. Approved for R. E. A. 
installations. Send for catalog. 


Make SURE Your 
Customers get Jackson 
... the Lifetime Yardlight 


of 
Reflectors 
Yardlights 
e Vaporproof Units 
e Weatherproof 
Sockets 


4-Light Infra-Red 
BROODER 


for Farm or 
Broiler Plant 


Brooding capacity 20 sq. ft. — ac- 
commodates 300-350 chicks. Wafer 
thermostat automatically controls two 
of four lamps and can be adjusted to 
regulate temperature so that lamps 
burn as needed. 18° dia. steel Re- 


JACKSON ELECTRICAL COMPANY 


Enamel finish — 6 ft. ap- 
900.910 W. VAN BUREN STREET CHICACO 7, ILLINOIS 


proved cord and plug—<com- 
pletely wired, ready to install 


eral manager, include: T. D. MacLaf- 
ferty, manager-marketing; Charles K. 
Skinner, manager-manufacturing; and 
R. J. Blair, manager-finance. 


Edward R. Cassidy is Cleveland 
district traffic manager of American 
Steel & Wire division, United States 
Steel Corp., Cleveland. He succeeds 
Harry M. Knobel, who has retired. 


Henry D. Clark is sales training 
manager of the Westinghouse televi- 
sion-radio division, Metuchen, N. J. 


J. Donald Akers is district manager 
for BullDog Electric Products Co., in 
its Detroit city sales office. Ted M. 
Erickson and Joseph Vatalaro serve 
under Mr. Akers in the area. 


Dr. O. G. Haywood, Jr., is man- 
ager of engineering planning otf 
Sylvania Electric Products Inc. 


Johnny Blizzard, newly appointed 
Gesco Westchester County district 
representative, was recently given a 
testimonial dinner by some 60 G_E. 
dealers. Johnny used to be a salesman 
in the area. 


Gordon R. Rahmes is district sales 
manager for General Electric replace- 
ment tubes. His headquarters are at 
Clifton, N. J. 


Alfred B. Kinney is field sales rep- 
resentative for The John Oster Manu- 
facturing Co., Racine, Wis. He covers 
Maryland, Delaware and Washington, 
D. C. Mr. Kinney formerly represented 
the Baltimore-Washington area for the 
Bauer and Black division of the Ken- 
dall Co. 


Frank Hewens is public relations 
director of the Square D Co., Detroit. 
The newly organized department han- 
dles public relations matters in all 
seven Square D plants within the coun- 
try, as well as operations in Mexico 
City and Toronto. 


John G. Stanwood is regional field 
sales representative in the Baltimore 
area for the Jefferson Electric Co. 
Prior to joining the company’s sales 
service department in 1951, Stanwood 
served as a salesman for the Appleton 
Electric Company. Raymond P. Schei- 
bel is planning superintendent of the 
firm's manufacturing division. 


E. U. Lassen, assistant manager, en- 
gineering, Cutler-Hammer Inc., and a 
“Fellow” of the American Institute of 
Electrical Engineers has been re-ap- 
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A. H. MANWARING recently assumed 
the presidency of the Illuminating En- 
gineering Society of America. The 
youngest executive ever to head the 
8,000 member and associate member 
society, Mr. Manwaring previously 
served as executive vice president. He 
is vice president of the Philadelphia 
Electrical and Manufacturing Co 


pointed chairman of the industry divi 
sion committee. M. R. Brice, division | 
manager of industrial control sales, has 
been appointed a member of the sub- 
committee on textile industry of the 


A.LE.E. 


Frank W. Greusel, president of 
Greusel Distributing Co., Milwaukee, 
was recently named to a three year 
term as a director of the city’s Asso- 
ciation of Commerce. 


MANUFACTURERS NAME 
SALES REPRESENTATIVES 


Feedrail Corp., New York, N. Y., has 
named H. J. Werner representative in 
southern Ohio. His offices are at 18 
W. Monument Ave., Dayton 2, Ohio 
Counties included are: Darke, Shelby, 
Champaign, Madison, Franklin, Lick- 
ing, Muskingum, Guernsey and Bel- 
mont. 


Abolite Lighting div., Jones Metal 
Products, W. Lafayette, Ohio, has 
named Klein Associates, Inc., 733 N. 
Leavitt St., Chicago. The territory in- 
cludes the upper peninsula of Michi- 
gan, Lake County in Indiana, northern 
I}linois and eastern Wisconsin. 


Clark div., McGraw Electric Co., 
Chicago, has appointed five agents to 
supplement the division's regular toast- 
master water heater sales force. Agents 
are as follows: Edwin P. Cook, Mer- 
chandise Mart Bldg., 1863 Wazee St., 
Denver 2, Colo.—Montana, southern 
Idaho, Utah, Colorado, New Mexico, 
Wyoming and the El Paso, Tex., dis- 
tribution area; Esser & Griffin, 107-113 
N. Water St., Rochester, N. Y—New 
York state except Manhattan and 


Trine’s newest display with beauti- 
ful, simulated wood grain back- 
ground provides a perfect setting 
tor your 24 proven best selling 
push buttcns—aoall different—in as 
sorted finishes on solid brass. Size 
15” x 221%" x 3/16” thick. Easel 
for standing; eyelets for hanging 
Packaged eol includes sample 
display and “back 
up” stock of 39 assorted push 
buttons ‘packed individual, 
colorful Trine boxes) for a total 
of 63 push buttons. You pay only 
for push buttons. Labeled shipping 
carton suitable for mailing to 
your customer 


what 

In this 
BROCHURE 
lor you? 


helps build surpris 


Many report increases up to 256; 
e 

2 Added Control and Wir- 

ing Equipment Sales 

requires wiring, many need controls. 

eB New Contractor Accounts. 

Experience proves wholesalers who feature 

BERKO GLASS RADIANT 


not only increase their volume but also 


See how easy it is to make immediate sales. | 


Get all the facts now. 


Send today for your copy of the 


MERCHANDISING KIT. Use 


IN GOLD 
on ebcay plaque 


We are proud te 
engrave your name 
or your 
ws name on 
your authoriza 
tron, Display de 
signed for use 
or without 
me 


This attractive 
double price card. 
designed for easy 
selling, contains 
. price card 
with spaces for 
your retail prices 
detachable 
cost sheet card 
with complete 
Distribution 
Dealer price in 
formation for re 
ordering 


G CORP., NEW YORK 61, N. Y. 


More Business in GLASS 
RADIANT HEATING 
with BERKO’S 

3 EXTRA BONUSES 


| | More Heating Equipment Sales to the Contractor 
ing volume for the merchandising minded, wholesaler. 
of their total volume. 


Every installation 
fuse boxes, etc. 


HEATING PANELS 


open up new accounts, 


Berko Electric Mfg. Corp. Dept. EW-11 
212-40 Jamaica Avenue, Queens Village, N. Y 

| PLEASE SEND MERCHANDISING KIT 


BERKO Name 
= | Your Name 


Better Heating| 
Panels Are 
Built By 


j The Address 
Electrical 
Contractors’ Zone State 
Line 
J 
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Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


MODEL 3267-H-174 
Overall length 3234”. 
Three instantly adjust- 
able joints. Flat oblong 
where base for machine screw 


as Easily as Pointing mounting. 


Your Finger $6.12 EACH in pkg. of 6 


Single Units $7.65 ea. 


Directs Light 


Rugged Construction withstands vibration and rough 
handling 
Instantly Adjustable with flexible ball and socket joints 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 
THE FOSTORIA PRESSED 
STEEL CORPORATION 
FOSTORIA, OHIO 
localites are available through electrical 
Pot OF . wholesalers everywhere. 


PRECISION TRANSFORMERS 


ling!" 
an by the companies We keep selling 
INSTALLATIONS 


oF RECENT ute of Technology 


List 
PARTIAL We linois 
Chemicel Co Elec. 
& Carbon Indiana sndol 
e, Tenn. ‘st & Tuck & Ken 


Carolina Station 


1, Inc. 


ine 
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gministration Energy 
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PRECISION TRANSFORMER CORP. 


660 W. Grand Avenue Chicago 10, til, SEeley 8-2740 
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Brooklyn; Alfred M. Kelly, 1522 EF. 
14th St., Brooklyn, N. Y.—New York, 
Long Island and northern New Jersey; 
J. W. McGrory, 105 Forrest Ave., Nar- 
berth, Pa.—eastern Pennsylvania, Dis- 
trict, of Columbia, Maryland, eastern 
Virginia, southern New Jersey and 
Delaware; E. G. Sommerlath, Jr., and 
Associates, 2741-47 Olive St., St. Louis, 
Mo. — Missouri, Kansas, Arkansas, 
western Tennessee and southern Illi- 


Nols 


Viking Mfg. Co., Inc., Stratford, 
Conn., has announced the appointment 
of the following representatives. T. 
Harry Skinner Co., New York, handles 
metropolitan New York, New Jersey 
and Long Island. H. R. Robinson, 
Washington, D. C., covers Washing- 
ton, Delaware, Pennsylvania and Mary 
land. Miles-Nagel & Co., Chicago, 
covers the Chicago-Midwest area. 


General Transformer Co., Home- 
wood, Ill, announces the appointment 
of Win W. Tompkins. He covers 
northern California from the Oregon 
border through Fresno and includes 
Reno, Nev. Mr. Tompkins lives at 941 
Newell Rd., Palo Alto, Calif. 


Precision Transformer Corp., Chi- 
cago, Ill, announces the appointment 
of two new representatives to handle 
the line of air-cooled transformers 
Edward T. Mug, 726 Colorado Blvd., 
Denver 2, Colo., represents the firm in 
Colorado, New Mexico and Wyoming. 
All of Michigan is covered by C. W. 
Bates, 6059 Linwood Ave., Detroit, 
Mich. 


The Miller Co., Meriden, Conn., has 
appointed E. E. Torkell and his asso- 
ciate, T. F. Dohogne, for the Memphis, 
Tenn., area sales territory. Their head- 
quarters are at 725 Manufacturers and 
Merchants Building, Memphis. 


Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa., announces the follow- 
ing appointments: The Electrical Sales 
Co., William Batchler, president, han- 
dles sales throughout the eastern Mary- 
land area; James P. Quick Co., Wash- 
ington, D. C, James P. Quick, 
president, covers western Maryland, 
District of Columbia, and northern 
Virginia; Gordon W. Laursen & Son, 
Albuquerque, N. M., Gordon W. Laur- 
sen, president, covers New Mexico and 
west Texas; Fleming and Co., handles 
sales in Kansas, western Missouri, east- 
ern Nebraska and western Iowa. 
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OBITUARIES 


Donald J. Byrne 


Donald J. Byrne, 50, former ottice 
manager of the Westinghouse Electric 
Supply Company, 
died on September 11th. He was with 
the firm for 20 years 

Mr. Byrne has been associated with 
the Rochester Electric Supply Com- 
pany which was taken over by Wesco 
in 1930. In 1950 he joined Walter E 
Daw, manufacturers agents in Syra- 
cuse, N. Y. 


Gordon L. Myers 


Gordon L. Myers, in charge of the 
transmission equipment department of 
the General Electric Supply Company, 
Atlanta, died on September 9th after 
a long illness 

He was widely known throughout 
the electrical industry and first joined 
Gesco, Chattanooga, in 1928. He was 
transferred to Atlanta in 1931. In 1940 
Mr. Gordon became district operating 
manager at Richmond, Va. He joined 
the Navy in 1942 and rejoined Gesco 
at Atlanta in 1945. 


Ralph A. Walsh 
Ralph Allen Walsh, New York rep 


resentative for the Murray Manufac- 
turing Corp., Brooklyn, N. Y., died on 
September 13th while vacationing in 
Nova Scotia. He was with the company 
for 25 years. 


J.H. Wimberly, Jr. 


J. Heard Wimberly, Jr., 46, former 
president of the Superior Distributing 
Company, Kansas City, Mo., died on 
September 24th, in Garden Grove, 
Calif. He was president of Superior 
until June, 1952 

Betore torming the Superior Dis 
tributing Company in 1945, Mr. 
Wimberly was sales manager of the 
Columbia Electrical Co., the Mayflower 
Sales Co., and the appliance division 
of the Kansas City branch of the West- 
inghouse Electric Corp 


Daniel Woodhead 

Daniel Woodhead passed away sud- 
denly on October 12th. He was 69 
years of age. Mr. Woodhead founded 
the Daniel Woodhead Co., Chicago, 
Ill, in 1922. At the time of his death 
he was chairman of the board 


Rochester, N. Y., 


SEND FOR 
YOUR COPY 


of the Brochure 


Soon to be released on the NEW 


Mention Brochure No. C7 
THE EMERSON ELECTRIC MFG. CO. 


St. Louis 21, Missouri 


AN INDUSTRY 


LEADER 


stwceé 


ROOM AIR IR CONDITIONER 


1 


EMERSON ELECTRIC 


89 0 
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TERMINAL 
LUGS 


For Commercial Wire 


® Wire sizes 8 through 4/0 

® Approved by Underwriter's 
Laboratories when used with the 
Sherman Crimping Tool. 

® Highest grade electrolytic copper, 
plainly marked with wire size 
and ampere rating. 

® Completely seamless — made 
under exclusive Sherman patents. 

Investigate Sherman Crimp-Type 

Terminal Lugs They're Fast 


Positive and Economical Write 
for Bulletin 


BATTLE CREEK MICH 


SIZES AVAILABLE 


ELECTRICAL FITTINGS 7 
FOR WIRE AND 


CABLE 


Mex. | 

bas 
Amp (AWG) 

Cop Stranded 

No WBC Wire 
35 8 
ST6 50 6 
ST4 70 4 
$T2 90 2 
125 
$T2/0) 150 
175 000 
$14/0| 225 | 0000) 


| 
4 
| 
| i 
| | 
| 
| | ey 
| 
| 2 
! | 
| 
| 
| 
Arimp-type 
| | 
| 
| 
| | 
| 
; ; 
. 
\ 
HB. 


LIGHTING EQUIPMENT 


FOR 


CUSTOMER SATISFACTION 


FOR 
REFLECTORS 


Std. Dome 
Shallow Dome 
Flat Cone 
Deep Bowl 
Angle 


RLM 


RLM HIGH BAY 
REFLECTORS WITH 
VENTILATED NECK 


Alzak Aluminum 
or Porcelain 
Enameled Steel 


FOR 
FLOODLIGHTS 
Enclosed 
Open, Angle 
Elliptical, 
Porcelain 
Enameled Stee! 
and 
All Aluminum 
Enclosed 


FOR 
VAPORPROOFS 


Pendent 
Ceiling 
Box Mounting 
With or Without & 
Reflectors 
and Guards 


SEND FOR 
NEW HANDY REFERENCE 
CATALOGUE ON INDUSTRIAL 
LIGHTING EQUIPMENT. 


MULTI 


ELECTRIC MFG. INC. 


4223-43 W. Lake St., Chicago 24 


ASSOCIATION NEWS 


CHATTANOOGA—The officers for 
1953-54 of the Electric League of 
Chattanooga were recently elected 
President Robert W. McKenzie, Mc- 
Kenzie Electric Co., lst Vice President 
Mack Gilbert, Southeastern Electric 
Supply Co.; 2nd Vice President Jack 
Stewart, Sears Roebuck; Assistant 
Secretary Hassell Qualls, Electric Power 
Board; Secretary Paul McMillan, Elec- 
tric Power Board; Treasurer Bill Redd, 
General Electric Co 


DENVER—Rocky Mountain Electri- 
cal League officers elected at the annual 
meeting will take office on January Ist. 
Present officers and committees will 
serve until the end of this year. Officers 
for 1954 are: President, M. M. Koch; 
Vice President, Colorado, D. B. Hyer, 
Jr.; Vice President, Wyoming, J. A. 
Chapman; Vice President, other than 
utilities, L. A. Goalby; Utility Division 
Chairman, Warren Terry; Treasurer, 
Charles S. Sterne; and Assistant Treas- 
urer, Harry Adler. 


MINNEAPOLIS—The Electric Trade 
Exposition will be sponsored again by 
the North Central Electrical Manufac- 
turers Club. It will be held March 22- 
24 at the St. Paul Municipal Audi- 
torium. This exposition will be the 
seventh biennial trade show sponsored 
by the organization to be held in con- 
junction with the All Industry Elec- 
trical Conventions. The 1954 All 
Industry Convention will headquarter 
at the St. Paul Hotel on March 21 
through March 24. 


PASSAIC—Officers of the Passaic 
County Electrical League are as fol- 
lows: President Clifford Justesen; 
Treasurer Alex. E. Maczko; Secretary 
Joseph Kreuzer. The executive com- 
mittee Hauser, vice 
president manufacturers div.; N. Ro- 
mano, vice president contractors div.; 
R. Koblizek, vice president distributors 
div.; A. Thaler, vice president inspec- 
tors div.; J. Adams, vice president 
utilities div.; J. Petruska, vice president 
maintenance div.; S. Friedman, vice 
president dealers div. 


consists of: S. 


WASHINGTON, D. C.—The Elec- 
tric Institute of Washington's Big 
Oyster Roast was held at the Washing- 
ton Hotel on October 26. The stag 
affair was a huge success. 


FASTENERS 


for 
ELECTRICIANS 
REFRIGERATOR MEN 
PLUMBERS 
THIEL 
Easy-Drive 


STAPLES 


(Pat. #2632356) 


THIEL 
Easy-Drive 


“NAIL IT” 


by leading Electrical Whole- 
salers. 


SOLD 


Some territories still open — write for 
information. 


Tool and 


1417 N. MARKET ST. ST. LOUIS, MO. 


MINERALLAC 


BEAM 


CLA 


MOUNTING 


Mounts Minerallac hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holus. Made of 
heavy gauge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have ‘4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, lil. 


MINERALLAC 
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NEW LITERATURE 


TRADE MARK RE 


Aluminum — Handbook describing 
the uses and properties of aluminum 
for power and lighting wire contains 
eight tables referring to various prop- 
erties of this wire. Includes insulation, 
current-carrying Capacity, Comparison 
of weights, breaking strength and other 
characteristics of insulated aluminum 
conductors. Copies are available trom 
electrical wire and cable dept., United 
States Rubber Co., Rockefeller Center, 
N. Y. 20, N. Y. 


Time Controls—General line time 
controls are described in a 4-page 
folder. Some of the timers on which 
information is given are refrigerator 
timers, automatic day-night heat con- 
; y-mis : Here's a quality line with real profit possibilities 
trol, straight off and on time switches, © get the most out of it cony the complete 
outdoor type, 7-day calendar dial time ee Champion DeArment-Channellock line. Millions 
switches, poultry time switches, deulite of national magazine subscribers will read about 
the Channellock line every month . . . they are 
protection ventilating control, commer- being told and sold. Use a boards, stock the 


cial defrosting controls, multiple opera- full line... for real profit possibilities. You can sell 
more pliers than ever before when you feature the 


interval timer and window and _ attic 


fan timers. The folder is published by 
CHAMPION DrARMENT TOOL CO. 


Paragon Electric Co., Two Rivers, Wis. 

MEADVILLE, PENNSYLVANIA 
Wiring Devices — Over 1,400 clec- 
trical wiring devices, lamps and spe- 
cialty products are included in a 52- 
page catalog. Shown are a complete 


tension cords and a variety of new style 
and colors of desk and bed lamps. ~ 


line of interchangeable devices, a line > 
of caps and connectors with cord POSITIVE PROOF 
clamps, several different types of ex- | HERE iS 

~ OF A READY-TO-BUY MARKET 
Available from Eagle Electric Mfg | FOR [PAR OU 


Co., Inc., Long Island City 1, N. Y 


Brooders—Infrared brooder data in- = GUe TACKERS ! 


cludes single and two-lamp types with 
round hoods. Round multi-lamp types as | SHOOTS 


STAPLE UP | 
TO 9/16” 
LEG 


are now furnished with 3-point sus- 
pension hangers. Four and six-lamp 
channel types are now furnished with 
a large metal hood which completely 
shields the lamps, protecting them 
from the moisture and also serves to Hundreds 

uce convection Currents and floor favorably responded to 


drafts. Bulletin may be had from the | @ test editorial item which 
appeared recently in CONTRACTORS’ 
Steber Mfg. Co., Broadview, Il. ELECTRICAL EQUIPMENT magazine. 


Wire, Cable, Conduit—Wall chart This is only ‘an indication of the tremendous 


shows the new, 1953 changes in the SALES ARROW GUN TACKERS offer you. 


PLUS a steady repeat of GUN TACKER 
wire, cable and conduit sections of the STAPLE BUSINESS. 


National Electrical Code. On the front 


there is a quick reference chart of all S TIMES FASTER thon hammer and 


: tacks for wiring. 
presently approved wire and cable in- o~ 


sulations, their allowable temperature 


ranges and uses. On the reverse side, L fRReow FASTENER [0../NC. 


there are short paragraphs explaining ‘ 
all other code changes for wire, cable Junivs Street, 


Write for jobber set up — we do not sell direct to consumer 
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_—make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


® Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


“€LAY PRODUCTS CO. 
1549 EAST FIRST ST. 
SANDUSKY, OHIO | 


and conduit. Printed on heavy card- 
board, the chart is offered by Triangle 
Conduit & Cable Co., Inc., dept. 11, 
New Brunswick, N_]. 


Key Switches—Guide to engineers 
and purchasers illustrates and describes 
key switches and other electrical con- 
trol components, such as impulsing 
devices, switchboard lamps, jacks and 
caps. Copies supplied by Automatic 
Electric Co., 1033 W. Van Buren Sc., 
Chicago 7, Ill 


Fluorescent Fixtures — Engineering 
and dimensions for the lighting spe- 
cialist are given in an 8-page booklet 
May be obtained from the Edwin F 
Guth Co., St. Louis 3, Mo 


Overload Relay—Complete engineer- 
ing data, model specifications and in- 
formation on applications of silic-o- 
netic overload relay is provided in a 
bulletin. Includes a description of the 
hydraulic-magnetic operating — princi- 
ple, plus a description in graphic form, 
along with outlined data on the her- 
metically sealed time element. General 
dimensions and specifications of all 
models are given. Copies may be ob- 
tained from the Heinemann Electric 
Co., Trenton 2, N. J. 


Testing Instruments — A_ buyer's 
guide on electric testing instruments 
gives data on hook-up volt-ammeters, 
hook-on wattmeters, hook-on power- 
factor meters, portable recorders, volt- 
meters and ammeters, phase-sequence 
indicators, hand pyrometers, surface 
roughness scales, insulation-resistance 
meters. Published by the General Elec- 
tric Co., Schenectady 5, N. Y. 


V-Belt Drives — All elements of V- 
belt drives complete with tables, 
graphs and diagrams are offered in a 
52-page technical manual published 
by the Boston Woven Hose & Rubber 
Co., Boston 3, Mass. 


Time Switch —"“The Story of the 
Electric Watchman,” is a digest for the 
public for the many uses of the time 
switch. Booklet tells what the switches 
are doing and can do. National Elec- 
trical Manufacturers Assn., 155 East 
St. New York 17, N. Y. 


Lighting Glassware—Basic types of 
lighting glassware are described in a 
2i-page book, “Architects and Engi 
neers Handbook of Lighting Glass- 
ware.” Recommendations for the most 
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ELECT OUR 
QUALITY FITTINGS 


Non Metallic 
Connector 


#523 


Entrance 
Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


L. B. ALLEN 
CO., INC. 

6701 Bryn Mawr Ave. 

CHICAGO 31, ILL. 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 


Whether It's | 

WeR | 

Ww \ 

Zao TIAL | 

4 

| | ow 

| | 
| 

: 

} ‘al. 

- | 

| 

| 

FLUX ron 

\\ 

| | 

| 

4 | | 

| 

catolod 


The World's Largest Line of 
ORNAMENTAL LIGHTING FIXTURES 


200 Beautiful and Artistic 
LANTERNS 
LAMP POSTS BRACKETS 
Modern — Colonial — Gothic 
Small or Large for 


Interior or Exterior 
Installation 


PUBLIC BUILDINGS, 
CHURCHES, CUSTOM HOUSES, 
RESTAURANTS, FACTORIES 


We also Design and Create 
Chandetiers 


* Hand Wrought 
© Copper « Silver 


The 
HERWIG 
Company 


Iron Brass 
Aluminum 


1759 
ANY SEDGEWICK ST. 
CHICAGO 14, 
ILL 


ANOTHER JIFFY PROFIT 
ITEM FOR YOU... 


Easily goes through four or more 90 bends— 
No kinking—No breaking—No sharp edges— 
No reel required— 

EASY — SAFE — PROFITABLE 


FOR MORE INFORMATION WRITE 


SAVES TIME-- TROUBLE ANO MONEY 


Estoblshed 1915 


ClydeWXint 


2323 W. 18TH STREET CHICAGO 8. 
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ettective use of these types in produc 


ing desired levels of illumination and 


qualities of light) with respect t 


brightness and color are included 
book is published by the Corning ¢ 


Works, Corning, N. Y 


Ballasts—Fluorescent ballasts and their 
use are described in a 20-page catalog 
Included are the principles of design 
necessary to obtain the maximum ettec 
tiveness with the power available 
Wiring and circuit steps are shown 
schematically for easy reterence. In 
addition, data sheets on available bal 
lasts and a comprehensive installation 
and operation section plus testing pro 
cedures are given. Catalog may be had 
from the Advance Transtormer Co 


2950 N. Western Ave., Chicago 18, Ill 


Blowers handbook ot 
blower assembly data is for use by 


Engineering 


manufacturers and designers of resi 
dental heating and cooling equipment 
It gives step-by-step information neces 
sary to select the proper belt-drive 
blower assembly to fit the design and 
capacity of a heating or cooling unit 
A scale template of motor and mount 
and drawings of various blower scrolls 
provide design engineers with a fast 
accurate method of determining the 
best motor location to fit a particular 
plan. Copies may be had 
Viking Air Conditioning Corp., Cleve 


land 2, Ohio 


trom. the 


Conduit, EMT—Color booklet tells 
from a user's point of view, the im 
portance of conduit and electrical 
metallic tubing. It deals in simple ter 
minology on how to plan rigid conduit 
wiring installations for maximum com 
fort, service and expansion. Booklet is 
published by NEMA, 155 St 


New York 17, N. Y 


STRINGER TOOL POUCHES 


FREE 
DISPLAY 
BOARD 


WRITE FOR 
INFORMATION 


Manufactured 
ond sold by 


UTILITIES SAFETY 
SUPPLY COMPANY 
3112 Indiana Ave. 
Kansas City 28, Mo 


oremost in 
contemporary lighting 


tet 


Prescolite manufactures 

a complete line of Swivel Lites, 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 


Recessed 
S$? Swivel Lite 
Al Architectural 


Call your nearest Prescolite Sales Representative: 


Atlanta, Ga 

Baltimore, Me 
Boston 10, Mass 
Cedar Grove, 
Chicago, |!linois 
Cleveland, Ohio 
Dallas, Texas 

Dayton 2. Ohio 


Charles |. Woodyard, 161 Simpson, NW 
TH Bailey, Ir, 409 National Marine Bank Bidg 
John W. Fay, 176 Federal Street 
PM Sales Co, 118 Sunrise Terrace, Box 14 
Rudolph H Soukup, 1585 Merchandise Mart 
Cam Norton Company, 2725 Derbyshire Rd 
John Hancock Company, 2921 Fairmount 
Gary Root & Assoc , 1147 Third National Bidg 
Denver, Cole. Kenneth 8 Schumann, 1073 Galapago St 
Detroit, Mich. | H Beck Electric Sates Co , 13050 W Chicago, 27F 
Erie, Pa._D S. Pollock 622 W. 9th Street 
Flourtown, Pa Bond & Kyack, 1510 Bethiehem Pike 
Kansas City, Mo. Car! W Thorsell, 1195 77th St 
Knonville, Tenn. Pitner, P O Bow 693 
Los Angeles, Calif...Barney DeRamus & Assoc, 125 Santa Fe 
Milwaukee, Wisc. Will's H Murphy, 4520 N Woodruff Ave 
New Orieans, ia | Hagan, 9820 Louisiana Ave 
Oklahoma City, Okla. Tom Fielder Company, 313 NW 4th St 
Omaha, Nebr. Geo © Mittaver, 1112%o Farnam Street 
Richmond, Va. WH Lassiter § Company, 300 E Main Street 
Sait Lake City, Utah en Agency, 247 5th South 
Sacramento, Calif. A | Perdue, 4305 Ravenwood Ave 
St Louis, Me. | A No er, 1204 Bailey Street 
St. Paul, Minn. Charles | Schwab, 345 N Wheeler 
St. Petersburg, fia. Frank C McPherson, 6417. 7th Ave. North 
San Diego, Calif. john Allen Ware & Assoc , 301 West G Street 
Seattic 5, Washington Migs’ Reps 657 45th Street 
Syracuse, WY. Fay Sul! 1117 Cumberland Ave 
Vancouver, 6. C. S Edwards, 1206 Hamilton St 
Mexico City, 0. F. Egon Mabaro 


Export Avents; Uniworld Industrial Mart 
York. NY 


PRESCOLITE MANUFACTURING CORP. 
Berkeley, Calit. Neshaminy, Pa. 


G'eason 


van, inc 


45 Uruguay 


11 10th St, New 
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° WIRES 
FLEXIBLES 
CABLES 


For the Electrical, 
Wireless and Motor Trades 


INSULATED WITH 
THERMOPLASTIC (P.V.C.) 
and RUBBER 


A Cable for every purpose 
A Purpose for every cable 


Send us your enquiries. 
Illustrations and prices 
sent on application 


COMMODITIES TRUST LTD. 

12-13 HENRIETTA STREET 

STRAND, LONDON, W.C.2 
ENGLAND 


SWITCH 


AND 


WALL 
PLATES 


Packed in in- 
dividuai en- 
velopes with 
screws. 
Chrome plates 
protected 
with paper un- 
til installed. 

Industry’s No. 
1 plotes at 
competitive 
prices —- head- 
quarters for 
satisfaction 
and economy. 
Buy from this 
reliable 
source. Get 
info on com- 
plete HONER 
line. 


NOTHING TAKES THE PLACE OF STEEL 


HONER MFG. CO. 


Electric Division of Honer-Norton 
115 S. Clinton St. 
RA6-766 


SALES AIDS 


Lightolier Inc., Jersey City, N. J.— 
A guide, “5 Display Suggestions for 
Better Fixture Selling,” presents ceiling 
plans, construction guides, architectural 
elevations and swatches of suggested 
color schemes. These are keyed to one 
specific series of fixtures but are adapt- 
able for others of the company’s col- 
lections. 


Arro Expansion Bolt Co., Marion, 
Ohio—Point-of-purchase display meas- 
ures 6>8 in. by 278 in. and stands 8!> 
in. high. It features five of the new 
carbide masonry drills and provides 
space for illustration folders. Com- 
pany designed this sales aid with dis- 
tributors in mind. The drill block 
makes full use of compactness and 
utility of design. It can be hung on 
wall or placed on the counter. Ebony- 
black finish adds sparkle to the drills 


Columbia Cable & Electric Corp., 
Brooklyn, N. Y.—Redesigned shipping 
cartons and trademark offer quick 
identification of contents  (illustra- 
tion). Size and color of product can 


be recognized without undue handling 
of the carton. Identification scheme 
uses 8 basic colors and 4 different sizes 
of cartons 


FLEISCHER & YOHEY 


Sales Agents 
Serving the Industry 


THRU 


ELECTRICAL 
WHOLESALERS 


Box 174,Wynnewood, Pa. 


Established 


MIDWEST 
COVERAGE 


| Products 


din ELECTRIC 
SALES, INC. 


2323 W. 18TH STREET 
CHICAGO 8. ILL 


MFRS. AGENTS! 
BIGGEST OPPORTUNITY IN YEARS! 


Every home and farm, office, factory and 
warehouse needs fast-selling Port-A-Phone! 
Nationally advertised, time proven. Amazing 
wireless intercom saves time and nem, thousands 
of dollars in industrial wiring. Works up to 214 
miles! Automatic watchman floor-to-floor, 
house-to-house, building-to-building. Baby sit- 
ter. Sickroom attendant. Hundreds of es- 
sential uses. 

One demonstration sells. Every set operating 
in area sells others on sight. You profit if you 
hurry. Choice territories now open. 


Write for details and discounts. 


PORT-A-PHONE 


8026 N. Monticello Ave. 
Skokie, Illinois 


Chicago 7, III. 
2 


SALES MANAGEMENT 


Capable Full Charge All Lines 
20 years experience, both supply and 
appliance. Basic understanding sales 
and leadershio. Presently employed, 
complete charge. Wishing to make 
change where compensation based on 
effort and results can be favorable to 
both parties. Am mature, stable, mar- 
ried. Located Middle West. Will con- 
sider other locations. Would expect 
confidential handling of all contacts. 


PW 9686 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, III. 


SALES 
REPRESENTATIVES 
WANTED 


Splendid opportunity to represent leading 
manufacturer of gloss radiant heating panels. 
Must have contact with electrical wholesalers. 
Write, giving details of experience and area 
covered. C i orrang t. Address 
Sales Manager, 


BERKO 
ELECTRIC MFG. CORP., 
212-40 Jamaica Ave., 
Queens Village, N.Y. 
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BUSINESS OPPORTUNITY 
FOR MEN WITH ELECTRICAL 
WHOLESALING EXPERIENCE 


FOR SALE Well established 30-year-old 
Electrical Wholesale Supply house located in 
Mountain States, doing $900,000.00 volume 
annually with good franchises, showing con- 


sistent nice profit. Approximate assets 
$250,000.00. Will require approximately 
$150,000.00 to handle. Partners getting 
along in years and want to retire. If inter- 


ested write in confidence to 


BO 9434 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ili. 


ELECTRICAL MANUFACTURE 


@ Are you interested in some 
REAL Sales Representation 
in the State of Michigan! 


RA 9485 Electrical Wholesaling 
520 N. Michigan Ave. 
Chicago 11, Ili. 


LEGAL NOTICE 


STATEMENT RbQUIKED BY THE ACT or 


AUGUST 24, 1912 AS AMENDED BY THE 
ACTS OF MARCH 3 1933. AND JULY 2 
1946 (Title 39. United States Code, Sectior 


233) SHOWING THE OWNERSHIP 
MANAGEMENT. ANID CIRCULA 
TION or 


ELECTRICAL WHOLEPSALING 
Philadelphia, Pa. for October 1 


published monthly at 
1953 


of the publisher, editor. and 
McGraw-Hill Publishing 
York 34 


1. The name and address 
managing editor is: Publisher 


Company, In 330 West 42nd Street, New 


N.Y.; Editor, Arthur W. Hooper, 330 West 42nd 
Street, New York 36, N ; Managing editor, George 
West 42nd Street, New York 3¢ 


Ganzenmuller, 330 
N ; Business manager, None 


2. The owner is: McGraw Hill Publishing Company 
Inc., 330 West 42nd Street, New York 36, N.Y.; Stok 
holders holding 1 or more of stock: Curtis W. M« 
Craw and Donald ©. McGraw, Trustees for Harold W 
McGraw, Curtis W. McGraw and Don ald MeGraw. all 
of 330 West 42nd Street, New York N.Y.; Curtis W 
McGraw and Harold Wo MeGraw Trus tees for Catherine 
M. Rock, 330 West 42nd Street, New York 36, N.Y 
wor WwW. Me Graw 330 West 42nd Street, New York 3+ 


York 36, N.Y 
Jersey; Grace W. Mehren, 536 / 
California; Touchstone & Company 

Company, 15th and Chestnut Streets 


c/o 
Philadelphia 1. Pa 


3. The known bondholders 
security holders owning 
total amount of bonds 
None 


Mmortgagees and other 
or holding 1 percent or more of 
mortgages. or other securities are 


in cases where the 
upon the hooks of 
or in any other fiduciary relation 

' 


4. Paragraphs 2 and 3 include 
stockholder or security holder appears 
the company as trustees 


the name of the person or corporation for whom 
trustee is acting; also the state “ments in the two para 
graphs show the affiant’« full knowledge and belief as 


the circumstances amd con 
and security holders wh 
the company as trustee hold s 
capacity other than that 


inder which 


~ ter 
f 


se curities in a 
a bona fide owner 


HILL PUBLISHING COMPANY IN¢ 
By J 


A. Gerardi. Vice Pres. & Treas 
Sworn to and subscribed before me this 10th day of 
September, 1953 
[SEAL] ELVA G MASLIN 
(My commission expires Mareh 30, 1954) 


PORTABLE 
A.C. 
_ POWER 


Trade name (vague 
got you up a tree? 
Just “look it up” 


‘in the 
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You'll find the trade names, com- 
pany names, and addresses of 
more than 2,500 manufacturers 
in the COMPANY & TRADE 
NAME DIRECTORY (Pages 33- 
52) of the ELECTRICAL PROD- 
UCTS GUIDE .. . the 13th issue 
of ELECTRICAL CONSTRUCTION 
AND MAINTENANCE. 


for use anywhere! 


it Meets the growing demand for portable 
power te operate time-saving c. 
tlectrical equipment such as saws, 
tools, heaters and lights. Nationally 
advertised, precision made, priced low 
Also KATOLIGHT Power Plants from 
350 watts te 42 KVA. D. C. Models 
500 W. te 15 K.W., fer continuous or 
standby service. Generating equipment 
to 300 K.W. 


WRITE FOR 
DETAILS 


KATOLIGHT 


GLUTTONS fo 
PUNISHMENT 


“MADE BY 
ENGINEERS 
FOR 
ENGINEERS” 


.. and for product data that fits to a tee, 
Just refer to the ads in the 


ELEC 
CONSTR 
AND MAI 


ION 
ENANCE 


* QUALITY-controlled wires 
that you KNOW will stand the gofl — on smart 
spools, in convenient lengths for fost over-the 
counter action. * Also Neoprene-jocketed cords 
(types $VO, and $0) for valiant resistance 
to oil, heat and light. * U-L approved 
Cord Sets for every conceivable purpose 

. foes of CORDelirium 


CORNISH WIRE COMPANY, iwc 
50 Church Street, New York 7, LY, 


SA 
i 
Si 
MODEL 45 MGW4 
5 K.W. 
- — POWER,PLANT 
i 
> 
Box 491-92 Mankato, Minnesota cee 
| 
E 
— 
// and CORD SETS 
| AL 
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Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857,” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


Write for your 
Jree Copy of 
the Klein 
Pocket Tool 
Guide today! 


“Since 1857" 


3200 BELMONT AVE. CHICAGO 18, ILL 
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“DISTRIBUTION THROUGH 
LEGITIMATE WHOLESALERS 
MEANS SERVICE AND ECONOMY” 


Plymouth backs its jobbers to the hilt with hard-hitting, 
sales building, eye-catching and consistent advertising. 


SLIPKN 


Final 


Plymouth is the only tape manufacturer supporting dis- 
tributors with eye-catching billboords. Here is an example 
of our cooperation with wholesalers in one large city. Note 
the emphasis on “Distribution Through Wholesalers”. 

Slipknot Friction Tape is advertised consistently in leading 
national and local trade publications seen by your customers. 

The famous Plymouth policy is hammered home to all 
tape users — “Distribution through legitimate wholesalers 


Means 


means service and economy." 


ath LEGITIMATE 
FIRST CHOICE: 
ELECTRICIANS “SERVICE 


LARGEST SELLING 
ELECTRICIANS TAPE INTHE WORLD 


SLIPKNOT 
TAPE 
IS YOUR 


BEST Buy! 


td PLYMOUTH RUBBER COMPANY, INC. 


but a few of our many Menstecturers of SLIPKNOT — The World's Lergest Selling Friction Tepe 
colorful outdoor billboards. CANTON, MASS. 


4 Distribetion sed ECONOMY 


Now you can sell fuses with an 
Interrupting Rating of 100,000 Amperes 


for every circuit in the entire electrical system 


If interrupting capacity of protective 
devices on high fault currents is worry- 
ing your customer, tell him these facts. 


In 1947, tests made by the Electrical Testing Labora- 
tories, New York, showed that on a 240 volt—60 cycle 
—3 phase—four wire circuit, set to deliver 50,000 
amperes, the 250 volt FUSETRON fuses in all tests 
cleared the circuit safely. 


50,000 amp. Interrupting Capacity in 1947 
becomes 
100,000 amp. Interrupting Capacity in 1952 


In 1952, after seven years of intensive development 
work on Fusetron fuses, tests were conducted under 
conditions that simulated the most severe field condi- 
tions and these tests were reported upon by the Elec- 
trical Testing Laboratories of New York. On circuits 
set to deliver in excess of 100,000 amperes, 30, 60, 100, 
200, 400 and 600 ampere, 250 volt and 600 volt 
FUSETRON fuses on each and every test cleared the 
circuit without belching flame or venting hot gases 
and with comparatively little noise. 

The 250 volt Fusetron fuses were tested at 240 volts 
and the 600 volt FUSETRON fuses were tested at 535 
volts on 60 cycle circuits set to deliver in excess of 
100,000 amperes. In all these tests onty one fuse was in 
series with the short-circuit. 

Oscillograms of these tests, interpreted by the Elec- 
trical Testing Laboratories, showed that the total avail- 
able amperes including the direct current component, 


reached values as great as 165,000 peak amperes on 
240 volt tests, and as high as 212,000 peak amperes on 
the 535 volt tests. 

This indicates that an interrupting rating of 100,000 
amperes for FUSETRON fuses is a conservative one. 


Most severe field conditions simulated 


In these tests a single fuse in series with a short-circuit was 
used because it presented the most severe conditions that might 
be experienced in the field where a phase to ground fault or 
a phase to phase fault in a omc system develops. Under 
such conditions, the entire short-circuit must be handled by 
a singte fuse. 

But to simulate other possible fault conditions, 3 phase 
short-circuit tests were made, first with a fuse in each of the 
three conductors—second, with a fuse in two conductors and 
a neutral in the remaining conductor. Additional tests were 
also made on a single phase short-circuit with a fuse in each 
conductor. 


No interference with time-lag 


In the development work on FUSETRON dual-element 
fuses to increase their interrupting capacity, it was kept in 
mind that the time-lag characteristics of these fuses must be 
mantained, Time-lag is of utmost importance to give proper 
motor and electrical protection, and to eliminate needless 
blowing that causes costly interruptions of service. 

Remarkable results were achieved. Interrupting capacity 
was greatly increased while the time-lag characteristics were 
in no way disturbed. 

The results of the tests, witnessed by the Electrical Testing 
Laboratories, are available in chart form on request. 


BUSSMANN MFG. CO. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 


ST. LOUIS 7, MO. 
Division McGraw Electric Co 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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